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May’s ‘Gem of Hope “The Emerald” 
By Estelle Arnold 








[NS keeping with Nature’s wondrous color 

scheme of green that brings hope to the 
heart of man have we the emerald, the pre- 
vailing fashion of which bids fair to estab- 
lish itself for some time to come, as is evi- 
denced by exhibits of this lovely gem by 


those jewelry emporiums of this country 
and Europe noted for their collections of 
precious stones. 


The beauty of this stone appeals to the 
present-day designer as strongly as it did to 
those ancient lapidaries, who claimed they 
could tind nothing more refreshing to the 
eye than the soft greenness of this stone, 
which shone continuously with the same 
soft glow, losing its lustre neither in the 
sun nor the shade, nor yet in artificial light. 

That its beauty may be duly appreciated, 
it is shown with contrasting gems, In this 
day of rapid changes in popularity of 
precious stones, as with everything else, the 
combination of emeralds and pearls in one 
mounting has received the commendation of 
criterions of good taste; but what a con- 
trast is shown when, with the daring born 
of originality in the combining of artistic 
offerings, a designer mounts this loveliest of 
green gems in conjunction with canary dia- 


monds, the combination being of such 
beauty as to make dazzling the effect. 
However, none the less beautiful, though 


more conservative, is an exhibit of emeralds 
of rare beauty in handsome mountings of 
girdle polished diamonds, and platinum, to 
which exhibit is added a feature of quite 
some interest in the nature of samples of 
the rock in which the emerald is formed. In 
its formation the emerald is somewhat 
unique, being found exclusively in its  pri- 
mary situation, that is. the rock in which 
it is formed. 


MODE OF OCCURRENCE, THE 
EXCEPTION 


GENERAL 


Characteristic of crystalline schists, it is 
frequently found in mica-schists and similar 


rocks, though it has been found, as in the 
mines of Muzo, in Colombia, S. America, 


in calcite veins in limestone and imbedded 
in single nests. It occurs in six-sided pris- 
matic crystals of the hexagonal system, the 
edges of which show at times various modi- 
fications. The emeralds at Muzo are fre- 
quently broken across in one or more places, 
the cracks being filled up with thin layers 
of calcite, so that as long as the crystal re- 
mains in the matrix it appears whole and 
unbroken, Sometimes with the well-formed 
crystals are found rounded fragments of 
emerald. 


The greatest care is exercised in unearth- 


ing these stones, as some crystals possess 
the peculiarity of falling to pieces without 
any apparent cause, and, as the emerald is a 
soft stone that acquires its peculiar hard- 
ness after being taken from the mine, when 
brought to the surface it is allowed to dry 
slowly, away from the action of light. 

Usually of a fine dark green color, the 
emeralds of the Muzo mines are especially 
remarkable for their velvety lustre. Oc- 
casionally crystals are found which are 
green on the outside, but colorless within; 
as it is but natural that the quality may 
vary, when classified as to value, the fine 
crystals from this district that are used as 
gems are called “Colombia” or “canutillos,” 
and the poorer stones “morallion.” 

As emerald is a silicate of the metals 
aluminum and beryllum. It is of the 
mineral species beryl, the different varieties 
of which are by no means of equal im- 
portance as gems, and are distinguished by 
their color. The most costly, the emerald, 


is of an intense green color, though 
emerald may also be grass-green, green 
tinged with yellow (which knowledge no 


doubt gave the idea of an emerald and 
canary diamond combination). Also it may 
be a sea-green tinged with gray of varying 
shades of an intense green to a greenish 
white, the latter of no particular gem value. 
The bluish-green beryl is not included in 
this variety. 

Most highly prized, however, are those 
colors typical of a meadow in Spring, and 
their properties have been a matter of much 
scientific research, with the result that this 
color probably depends upon the presence of 
chromic pxide, and for this knowledge we 
are indebted to such scientists as F. Wohler, 
Rose, Hofmeister and Grenville Williams. 

Those of a full deep color are decidedly 
dichroic, the image shown being green and 
yellowish green, not distributed uniformly, 
but different colored portions occurring 
irregularly or in layers. 

It was Garcilaso, the soldier-poet, who 
likened the growth of the emerald to that 
of the fruit of a tree, in that it gradually 
acquired its beautiful hue, that part cf the 
crystal nearest the sun being the first to 
acquire color. 


EMERALD AND ITS MANY MISNOMERS 


Among the green stones to which has 
been applied the misnomer, emerald, are 
“oriental emerald,” a green corundum 
which is much harder; green garnet, very 
similar though usually carries a yellowish 
tinge and is singly refracting. Hiddenite 
(spraumene), much more of a bottle green; 
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alexandrite, dioptase and tourmaline, which 
last, resembling somewhat a pale emerald, 
is very abundant in Brazil and has been 
mistaken there for the true gem. However, 
each of these materials has a_ specific 
gravity different from the emerald. 

It was probably jasper, malachite or 
vitrous matter artificially colored by metal- 
lic oxides, to which the name “emerald” 
was applied by the ancients, as no other 
precious stone forms such a_ basis for 
exaggerations, and these exaggerations, of 
which we record but a few, have nothing 
in common with the emerald of today. 

The first description of gigantic emeralds 
was made by Herodotus, the Greek his- 
torian, 400 B. C., later mentioned by Theo- 
phrastus, Appian and Pliny, philosophers 
and naturalists. 

It was Theophrastus that told the story 
of an emerald “four cubits long and three 
thick” that was sent to a King of Babylon 
by a King of Egypt, and that there was in 
Egypt, in the Temple of Jupiter, an obelisk 
composed of four emeralds, forty cubits 
long (in some places four cubits thick and 
in others two). And at the time he wrote 
he claimed that there was yet to be seen 
at Tyre, that ancient Phoenecian city on 
the Mediterranean, in the Temple of Her- 
cules, an upright column made of a single 
emerald. 

A colossal statue of the Greek gold 
Seraphis, judge of the underworld, is de- 
scribed by Appian as being nine cubits high 
and carved out of a single emerald. 

Also out of a single emerald was claimed 
to have been carved the cup of the Holy 
Grail. 

An exaggeration, though not to the ex- 
tent of the foregoing, was the monocle of 
Nero, which he affected owing to its being 
unique. 

From this it must be inferred that the 
true emerald, owing to beauty and _ size, 
was non-existent, and has not received its 
due adoration. This brings to mind 
romance that might rival the Arabian 
Nights in its telling. 

ITS PART IN THE 

The Spanish conquest of South America 
added great wealth to Spain. The greatest 
monarch in the history of Spain, Charles 
V, was the means of bringing this about 
as it was he who sent forth Cortez to 
conquer Mexico and Pizzaro to complete 
the conquest of Peru, 

Seautiful emeralds were found in the 
possession of the Peruvians, among which 
was said to be an emerald the size of an 
ostrich egg. This emerald bore the name 
of Umina and as an emerald goddess it was 
adored by the Peruvians in the city of 
Manta, as these gems were not only used 
for adornment by the Incas, Aztecs and 
others but as votive offerings. 

Only exhibited on feast days, 
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dians flocked to the shrine from far and 
near, bringing gifts to their goddess; the 
priests meanwhile recommended donations 
of emeralds with the idea, that as daughters 
of the goddess, such would be a pleasing 
offering. Thus an immense store of fine 
gems were collected, all of which fell into 
the hands of Pedro de Alvarado, Garcilaso 
de la Vega and their companions. How- 
ever, the Spaniards never succeeded in 
gaining possession of the mother emerald 
so cleverly had it been concealed by the 
priests of the shrine. 

Among the jewels, valued at several mil- 
lions of dollars, buried with St. Charles 
Borromeo in the crypt of the Milan 
Cathedral, Milan, Italy, is an emerald 
something larger than a pigeon’s egg, per- 
fect in color and lustre, and in its beauty 
fit to grace a coronet. An equally beauti- 
ful emerald was sent in homage to the 
Pope after the conquest of that country and 
is among the Papal jewels. 

It was related by Jose d’Acosta, the cele- 
brated Spanish author, who, as a provincial 
of the Jesuits, went to Peru in 1571, that 
the ship by which he sailed to Spain in 
1587 carried two cases, containing no less 
than “two hundred weight of emerald,” 
which had been taken from the natives. 
How admirably must these same natives have 
filled up their mines as the occurrence of 
this gem in Peru at the present time is so 
questionable that the term “Peruvian 
emerald” is rather misleading, 

The securing of stones already in the 
possession of the Peruvians and Mexicans 
was the only success met by the Spaniards, 
and those obtained from the Mexicans were 
marvels of the lapidary’s art, as these peo- 
ple possessed great skill in cutting them 
into fantastic shapes of flowers, fishes and 
ether natural objects. However, their suc- 
cess in Colombia was far greater. 

They first learned of their existence here 
on March 3, 1537, the Indians offering 
them as a gift to the Spanish conquerors, 
at the same time pointing out their source, 
which was known as Somondoco, a short 
distance from Bogota, the capital of Colom- 
bia. The material of these old mines, later 
worked by an English company, however, 
was not of a superior quality. 

It was Luiz Lanchero, who,’ in 1555, 
founded the town of Santissima, Trinidad 
de los Muzos, named for the wild Muzo 
Indians, and the present village of Muzo in 
the Itacco Mountains. This vicinity of Co- 
lombia contains the most important deposits 
known in South America and in the prin- 
cipal present-day locality for this gem. 

Lying 2,897 feet above sea level is its 
iargest mine. It is situated on the left 
side of a small mountain valley called 
Carare, some 94 miles northwest of Bogota, 
and it is here that the emerald, dark and 
bituminous, or water clear like Iceland 
spar, associated with iron pyrites and many 
rare metals, is found in single nests em- 
bedded in calcite. 

EGYPTIAN EMERALDS 

It has recently been heralded that the 
ancient mines of Egypt, Pharoah’s Emerald 
Mines, later known as “Cleopatra’s Emerald 
Mines,” which have been frequently visited 
by travelers from all parts of the globe, 
are to be reopened. Such a venture was 
contemplated by D. A. MacAllister as late 
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as 1899, without evident result. However, 
this is hardly necessary to discredit the 
statement that emeralds were first intro- 
duced into Europe from South America in 
the 16th century, as centuries before these 
gems were unearthed from the ruins of the 
two Roman cities, Herculaneum and Pom- 
peii, true emeralds were found with Egyp- 
tian mummies, and emeralds bearing an en- 
graving of Cleopatra were used for pre- 
sentation by this queen during her reign, 
these latter no doubt giving rise to the name 
“Cleopatra’s Emerald Mines.” 

In two groups, one, the Jabel (Mount) 
Sikair (also called Saketto and Sikait), 
the other ten miles to the north, Jebel 
Zabbara, they lie in a depression of a long 
range of mountains bordering on the West 
Coast of the Red Sea. That these mines 
were extensively worked, both underground 
and on the surface, there is every indica- 
tion, not alone by the ruins of houses, 
temples and other buildings, together with 
hundreds of shafts driven into the hills to 
the depth of 600 or 700 feet, but tools and 
appliances dating back to 1650 B. C. have 
been found in these excavations. Ancient 
inscriptions evidence the fact that Alex- 
ander the Great employed Greek miners in 
these mines, and, as has already been noted, 
they were also worked during the reign of 
Cleopatra. 

The world moving in a cycle has made 
history a matter of repetition. These 
mines, rediscovered by Cailliaud in 1819, 
were reopened by permission of Mahomet 
Ali ard Albanian miners employed, with- 
out apparent success as baskets filled with 
material, ready to be drawn to the surface, 
were found as though suddenly abandoned. 

The emeralds found here are of a fine, 
though not a very deep color, 

Nature has many ways of disclosing its 
secrets. A peasant walking along the 
bank of the Takovaya River, in the Dis- 
trict of Odontohelong, Siberia, in 1830, 
picked up some very pretty green stones 
that had been unearthed by a tree torn up 
by the wind. He took them to Ekaterin- 
burg, some 50 miles distant, where is lo- 
cated the great gem cutting works estab- 
lished by the Czarina, Catherine Il, and 
here they were recognized as emeralds. 
This was in 1830 and for many years this 
spot in the Ural Mountains was Siberia’s 
most important source; the supply, how- 
ever, has fallen off considerably. 

It might truly be stated that, while 
emeralds, along with other varieties of 
precious beryl, have been found in many 
parts of the United States, the discovery 
is of little importance. The Urals and 
South America are the principal source of 
the true gem, and the large number of 
stones sent from London to India are 
probably from these two countries. Though 
highly prized in India and Burma, which 
are often described as “emerald centers,” 
there is no well authenticated occurrence of 
this gem in either country. Mineralogists 
of repute claim that the green stone found 
in Northwest India may possibly be 
chrysoberyl, but not emeralds. 

When we regard the natural state of its 
crystals we find the most common faults are 
the fissures and cracks. Invariably present, 
they contain microscopic enclosures that 
may be fluid or solid; also dull and cloudy 
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patches. Stones which are clean though 
cloudy and fissured, described as “mossy,” 
if they have a fine emerald color, have a 
certain value, but the value of the fault- 
less emerald can readily be estimated. 


SOME FAMOUS EMERALDS 


“IT mark the glowworm as I pass, 
Move with ’green radiance through the 


grass, 
An emerald of light.” 
Who knows but that these lines of 


Coleridge may have been inspired by one 
of the most beautiful emeralds known to 
be in existence, owned by the Duke of 
Devonshire. It is a natural six-sided crys- 
tal, weighing 1322 carats, about two inches 
long and of the same diameter. This stone 
of perfect color is almost flawless and quite 
transparent. 

One of the most renowned emeralds in 
the world, measuring one and a half inches 
in diameter, surmounted the elaborately 
jeweled imperial crown that was placed 
upon the head of the Virgin del Sagrario 
in the Cathedral of Toledo, Spain. This 
precicus ornament was stolen from the 
Cathedral in 1869, and, though the state- 
ment is not strictly vouched for, the 
emerald, one of the glories of the shrine, 
was said to have disappeared during the 
French occupation in 1809 and replaced by 
an imitation. 

What more fitting as a gift for lovers 
than the emerald, with its definition of 
“Hope,” as one of the Twelve Apocalyp- 
tic gems it expresses the faith of 
strength in adversity; in Revelations XXI 
it is likened to the rainbow, thus symboliz- 
ing grace and mercy, and also has it been 
whispered : 

“It is a gem that hath the power to show 
If plighted lovers keep their troth or no; 
If faithful, it is like the leaves of Spring; 
If faithless, like those leaves when wither- 

ing.” 

And so did Lord Roseberry, England’s 
first premier after Gladstone, give pre- 
eminence to the emerald in his wedding gift 
to his bride, that notable necklace of 
emeralds valued at £40,000. 








Juan d’Arfe, the Silversmith 


THE finest work in the precious metals 

found in Spain is generally ascribed to 
Juan d’Arfe. He appears to have been 
born in Germany where he was known as 
Heinrich d’ Arfe, but established himself as 
silversmith in Spain about the beginning of 
the XVIth century. 

After executing the silver tabernacles, 
called locally “custodes” (shrines for hold- 
ing the chalice, &c.), for the cathedrals of 
Leon and of Cordova, he created that of 
Toledo, which took seven years of his work. 
This tabernacle was of silver, like the 
former two, in the Gothic style and of hexa- 
gon form. Greatly admired in it are the 
260 statuettes; but the bas-reliefs and other 
ornaments are not so remarkable. In 1599 
it was gilded by Francisco Nerino. Other 
works in Spain and Portugal ascribed to d’ 
Arfe are numerous lovely crucifixes, cen- 
sors and sacred vases whose beautiful pro- 
portions, decoration and execution are con- 
sidered by connoisseurs as models. 
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STERN Bros. & Co. 


CUTTERS OF 


Diamonds 


OFFICES 


LONDON 
29 Ely Place 


AMSTERDAM 
10 Tulp Straat 


68 NASSAU ST., NEw YorRK 
31 No. STATE ST., CHICAGO 


CUTTING WORKS 
LONG ISLAND CiTy, NEW York 


Removal Notice 
Diamond Cutting Works 


We have removed our Diamond 
Cutting Works from Fifty-second 
Street, New York City, to Sixty- 
eight Hunterspoint Avenue, Long 
Island City, where we have more 
modern and increased facilities. The 
high quality of workmanship that 
for the past thirty years has been 
characteristic of our product will be 
strictly maintained. 


Special Department 
Diamond Cutting Works 


We desire to call special at- 
tention to our repair and recutting 
department in which we employ the 
highest skilled labor for the repair, 
recutting, and matching of regular 
and fancy shapes—Emerald Cut, 
Marquise, Triangular, Navettes, etc. 
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Artistic Medallion for Kansas City 
Advertising Club 


MEDALLION to be used as memento 

for speakers before the Kansas City 
(Mo.) Advertising Club, and for others who 
render services to the club, has been de- 
signed and made. 

The souvenir meets a need long felt in 
such organizations whereby service might be 
recognized, and speakers be provided with 
a means of recalling the appreciation with 
which their efforts were received. 

The medallion is about the size of a half- 
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of the A. A. C. of W.; and therefore the 
opportunity for promoting the interests of 
the purpose represented by the emblem, is 
peculiarly vital. 

The Truth medallion will, it is expected, 
be used very extensively, for many specific 
objects besides that of honoring speakers. 
This one object is important—and bears val- 
uable suggestion for any jeweler, and any 
organization. The great value to the or- 
ganization of the continued recollection of 
its objectives by any guest, can easily be 
recognized. Onc incident illustrates this 
value. The third medallion was given to 
Dr. R. C. Augustine of the A, O. A.; and 

















MEDALLIGN OF THE KANSAS CITY ADVERTISING CLUB 


dollar. It is made of sterling silver. On 
one side is the emblem “Truth” of the As- 
sociated Advertising Clubs of the World—a 
very accurate reproduction of this emblem. 
The die was in fact cut by a man who had 
been personally acquainted with the artist 
who prepared the original Truth emblem, 
and he put into it therefore more than the 
usual amount of personal inspiration. The 
obverse of the medallion bears the wording, 
“Presented in appreciation to————--———— 
for services rendered the Kansas City Ad- 
vertising Club,” the blank being filled with 
the name of the person to whom it is given. 

An interesting incident produced the idea 
for the medallion. “Tod’ Woodbury, vice- 
president of the Cady & Olmstead Jewelry 
Co., is an active member of the Kansas City 
Advertising Club. He received one of the 
anniversary medallions of 1847 Rogers Bros., 
sent out by the International Silver Co., 
which he gold-plated, and carried as a 
pocket piece. He showed it at an advertis- 
ing club luncheon, while in conversation 
with L. E. Holland, president of the club, 
and upon the inspiration of the moment, 
suggested that perhaps some sort of souve- 
nir might be devised bearing the Truth 
emblem. Mr. Holland immediately con- 
ceived the idea of providing a memento for 
speakers. The jewelry company was asked 
to work out a design, which was done with 
the co-operation of Mr. Holland. 

There is more than casual significance in 
the production of this new idea for Adver- 
tising Clubs, in Kansas City. Mr. Holland 
is a vice-president of the Associated Ad- 
vertising Clubs of the World; and president 
of the Southwest District organization in- 
cluding several States. He is nationally 
known for his work with the Vigilance 
Committee and the Better Business Bureaus 


its constant presence in his pocket will, he 
said upon receiving it on April 17, be an in- 
spiring reminder to him of the ideals and 
the helpfulness of the A. A. C.of W., pro- 
moting high ethics in business and adver- 
tising of optometrists. The medallion was 
designed and made by the Cady & Olmstead 
Jewelry Co. 








Recent Accessions by the Metropoli- 
tan Museum of Art of Interest 
to the Trade 





MONG the recent accessions by the 
Metropolitan Museum of Art is a long 
case clock dating from the first vear 
of the 18th century and = two pieces 
of French silver of the late 1&th 
century, These objects have been re- 
ceived for the Department of Decorative 
Arts and were bequests of William Mit- 
chell. The clock is an interesting example 
of case design and except for the corner 
pilasters of the hood is in its original con- 
dition. The case is of oak and is described 
in the Bulletin of the Museum as_ having 
checkered banding and panels of floral 
arabesque. Its workmanship seems English 
rather than Dutch, being somewhat crude 
and lacking the use of brightly stained 
The movement is by Joseph Wind- 
mills, whose name appears on the lower part 
of the clock face. Windmills was admitted 
as master in the Clockmakers’ Guild in 1702, 
this work dating probably from the follow- 
ing decade. Clocks of this date are not very 
rare, but it is hard to find one that has es- 
caped to such an extent the hand of the 
jobbing repairer. 
The silver consists of a ewer and basin 
bearing the mark of B. Samson, a smith 
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working in Toulouse. Although the design 
is in the style of Louis XV, it was probably 
made years after the rocaille manner had 
ceased to be fashionable in Paris. It shows 
the conception of a provincial workman 
rather than the refined taste of the metrop- 
olis and derives its charm to a great extent 
from this and a certain robustness which 
recalls the homely surroundings of a well- 
to-do provincial. 

From his collection of bronzes Mr. Mitch- 
ell bequeathed to the Museum a Han jar 
and cover of beautiful shape and a very 
good Ming incense burner of metal curiously 
mixed dating from the reign of Hstian Té, 
1426-1435. The incense burner of massive, 
simple form stands on a special bronze stand 
decorated underneath with the two imperial 
dragons, as palace pieces often are. These 
together with two small bronzes are ex- 
hibited in Room E 9. Further, the bequest 
contains a cloisonné vase of the Ming period 
and a Ch’ien Lung blue and white porcelain 
bowl, 

The museum authorities also announced 
that Judge Clearwater has recently added to 
his collection of Colonial silver and has 
loaned to the museum, a porringer by Josiah 
\ustin, one of the famous silversmith of the 
Colonial period. He was born in Charles- 
town in 1719 and died there in 1780. At one 
time he was a partner of Samuel Minott, 
another Colonial silversmith, who was a 
member of the Church in Brattle Square, 
and probably an apprentice of Edward 
Winslow, as in the last executors’ account is 
a receipt from him for “three goldsmith’s 
tools.” 

The initials, J. G. G., 1869, are upon the 
front of the porringer. It contains Austin’s 
mark, I. Austin crude letters in a rectangle. 

The charming elderly woman from whom 
Judge Clearwater secured the porringer, 
writes him: 

“This porringer was owned by my great 
great grandparents near the middle of the 
eighteenth century, who were Nathaniel 
Gorham, born 1709, died 1761. He mar- 
ried in 1736 Mary Soley. The porringer 
descended to their fifth child, my great 
grandfather, Stephen Gorham . . . who 
married in 1776, as a wedding present. The 
initials upon the porringer—G * E § * G 
are those of Stephen Gorham and George 
and [Elizabeth Gorham they hav- 
ing used as not infrequently was the cus- 
tom, the initials of their first names only. ... 
The porringer was given to me in 1869, and 
then marked on its front with my initials, 
J. G. G. [Julia Gardiner Gorham]. The 
other marks were placed upon it by some of 
the former owners. It was owned in 1835 
by my great aunt who used it for 
making starch for her laces, putting it in 
the hot ashes of a wood fire, and when it 
came to me it was black inside and outside. 
Originally it was used by the children of 
preceding generations for their evening meal 
of bread and milk, and also used to make 
poultices, to steep flaxseed and senna teas, 
favorite remedies of the eighteenth and early 
nineteenth centuries.” 








H. L. Lockwood, Okanogan, Wash., 
has rented a building next door to the 
Post Office at Pateros, Wash., and will 
open a jewelry store there. 


| 
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DEATH OF H. ROSENBAUM 


Heart Trouble Causes Death of Prominent 
Mt. Vernon, Ind., Business Man 

EvansviLte, Ind. April 29.—Herman 
Rosenbaum, 56 years old, for many years 
engaged in the retail jewelry and drug 
business at Mt. Vernon, Ind., a few miles 
west of this city, died on April 20, at 
Milwaukee, Wis., his death having been 
caused from heart trouble. Funeral services 
were held in Milwaukee on Sunday, April 
23rd, and burial was in that city. 

A few days before death claimed him, Mr. 
Rosenbaum was a visitor in Mt. Vernon, 
having gone there in connection with the sale 
of the athletic field to the Mt. Vernon 
school board by the Rosenbaum Realty 
Co., of which he was a member. 

For many years Mr. Rosenbaum occu- 
pied a prominent position in the business 
and civic life of Mt. Vernon. He was a 
member of the firm of D. & H. Rosenbaum, 
retail jewelry and drug dealers. He served 
for several years as a member of the city 
school board of Mt. Vernon. He sold out 
his business interests in 1917 and moved to 
Milwaukee. He was vice-president of the 
Sinai Temple at Milwaukee and one of the 
directors of the large Sinai hospital of that 
city. He was a member of one of the old- 
est business families in Mt. Vernon, being 
the son of Moses and Laura Rosenbaum. 
He is survived by his widow and three 
children, Mrs. Roland Meissner, Ralph 
Rosenbaum and Moses Rosenbaum, all of 
Milwaukee; also a sister, Mrs. A. G. Kahn, 
of Selma, Ala., and five brothers, Jacob 
Rosenbaum, Mt. Vernon; Lee and David 
Rosenbaum, Cincinnati, and Daniel and 
Joseph Rosenbaum, Anderson, Ind. 











A NOTABLE RECORD 





House of Robert C. Green’s Son, Pottsville, 
Pa., Celebrates Seventy-Fifth Anniversary 


PottTsviLLE, Pa., April 28.—The house of 
Robert C. Green’s Son, the oldest established 
retail jewelry concern in this vicinity, is 
celebrating its 75th anniversary. This is a 
record which but few concerns have 
achieved, and during all that period the busi- 
ness has developed and has extended its 
scope of service until today the house oc- 
cupies a position as one of the best jewelry 
stores in the anthracite coal section of Penn- 
sylvania. 

The firm was founded in 1847 by Robert 
C. Green, who lived to prosper to the ripe 
age of 87 years. His death occurred in De- 
cember, 1912. Many of the older members 
of the jewelry trade will recall with pleas- 
ure their dealings with Mr. Green, whose 
reputation for courtesy and honor was well 
known in the jewelry trade. He was a man 
who was closely connected with the develop- 
ments of Pottsville. Born in South Carolina 
he brought with him to Pennsylvania the 
good old southern traits of culture and 
christianity. He learned his trade of watch- 
maker and jeweler in Philadelphia, and 
moved to Pottsville at the age of 21. He 
started in a modest way to make his way 
in the world. His skilled workmanship won 
recognition for him and his business devel- 
oped rapidly. ; 

In 1885 his son, Robert C. Green, Jr., be- 


THE JEWELERS’ 


came associated as his partner in the busi- 
ness, In 1905 he purchased his father’s in- 
terest in the business, the elder Mr. Green 
retiring to enjoy the fruits of his labor. 

The present organization is directed by 
Mr. Green and his son, William C, Green, 
who looks after the purchasing and sales 
promotion. During the World War the 
younger Green served overseas as a lieuten- 
ant of infantry in the Regular Army. 








DEATH OF A. C. BITTERMAN 





Widely Known Evansville, Ind., Jeweler 
Passes Away After a Long Period 
of Failing Health 

Evansvitte, Ind., April 29.—Arthur C. 
Bitterman, one of the best known jewelers 
in southern Indiana, died at his home in 
this city on Tuesday morning, April 25. 
He was 40 years old and was born and 
reared in Evansville. Mr. Bitterman had 
been in failing health for the past several 
years but his illness took a serious turn 
within the last six months and for several 
weeks past he had been unable to leave his 
home at 722 Hopkins Pl. His death had 
been expected for several days. 

Mr. Bitterman was the second son of 
Mr. and Mrs. Adolph Bitterman, of this 
city. His father was one of the pioneer 
jewelers of the city and is widely known 
to the trade in many States. 

Mr. Bitterman was vice-president of 
Bitterman Bros., retail jewelers and also 
was associated with his father in the firm 
of A. Bitterman & Son, wholesale jewelers. 
He had been in the business for several 
years, in fact it might be said, that he grew 
up in the business and he was popular with 
the trade and was widely known as he oc- 
casionally made trips on the road in the 
interest of A. Bitterman & Son. His death 
will cause regret among many people who 
knew him well. He had a jovial and pleas- 
ant disposition and made friends easily. 

In addition to his parents Mr. Bitter- 
man is survived by his widow and one 
daughter, Janice, nine years old and two 
brothers, Jack Bitterman and Theodore 
Bitterman, with whom he was associated in 
business. He also leaves two sisters, Mrs. 
Harry Loewenthal and Mrs. Delia B. Kahn. 
His wife was formerly Miss Janice James, 
a society woman of Paducah, Ky., who was 
popular in a wide circle of friends in that 
city. The wedding of Miss James and Mr. 
Bitterman took place at Paducah, Ky., 
March 7th, 1912, and they came to Evans- 
ville to reside. 

Mr. Bitterman for many years had been 
a member of the Washington Avenue Tem- 
ple here and he also held membership in the 
Evansville Lodge of Elks and the Masons. 
He was a man who had built up a reputa- 
tion for honesty and fair dealing with his 
fellowman. 

Funeral services were held from the 
family home at 722 Hopkins Pl., on Thurs- 
day morning at 10 o’clock and the services 
were largely attended. The body was laid 
to rest at the beautiful Rose Hill cemetery 
here and the floral offerings were numerous 
and beautiful. 


H. J. Thoendel & Son are the success- 
sors of Charles Reufer, Forest Park, Ill. 
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WATCH EXPORTS 


Statistics Showing Value of American 
Watches and Parts Shipped to Foreign 
Countries During February 

Wasuinoton, D. C., April 29.—Statistics 
showing the number and value of watches 
exported to other countries as well as the 
value of parts of watches shipped out of 
the United States, during the month of 
February, has just been completed by the 
Bureau of Foreign and Domestic Commerce. 

According to the figures announced the 
total value of watches exported during 
February amounted to $20,545. This is a 
big increase over the previous month’s 
watch exportations when the total value of 
timepieces shipped from this country only 
amounted to $12,847. There was a big 
falling off, however, in the value of parts 
of watches exported during February which 
amounted to only $16,568 as compared with 
$35,309 sent out in January. During Feb- 
ruary there were 13,370 complete watches 
exported which is an increase of more than 
3,500 over the previous month. A com- 
plete list of countries to which these were 
sent are given as follows: 


Domestic Exports or WATCHES FROM THE 








Countries s§ 33 383 
Ce AL AGS 
Switzerland «ci ssisiecicex. 72 900 
ee 4,024 2,916 
DCOGIANM aoa sleieisccccvervine 2,448 1,782 
Canada—Maritime Prov. 2 | Sere 
Quebec and Ontario.. 3,162 4,345 16,337 
Praine Praviiesssc<ss ie aus 231 
Br. Col. and Yukon... 1 ee 
British Honduras....... 156 167 
Ee 1 Za 
6s daainrintacedins y 12 
PR iecstieic ied, 1 6 
1 oe 670 2,155 
Newfoundland, Labra- 
ME os ater alacataraleteraloatka 1 5 
Ai ii oo we ciieny 42 542 
Viren: Is. of Us Sivisci 186 204 
a itacatarcewe ewan 658 3,000 
RAMEN Sista cert ews cates 100 2,450 
Kwantung, leased terri- 
BE ticki csanvasdutacs 150 280 
OC): 1,694 1,686 
Pi ssveviakexaeed 13,370 20,545 16,568 








In a report recently submitted to the 
sureau of Foreign and Domestic Commerce, 
Washington, D. C., Vice-Consul Dillard B. 
Lasseter, writes from Antung, China, as 
follows: “Practically no interest has been 
shown by American manufacturers and ex- 
porters in the existing market for optical 
goods and supplies, jewelers’ equipment, and 
timepieces. The opportunity for the sale of 
such products is still good, and if properly 
followed up, an appreciable amount of busi- 
ness will result. Chinese newspapers in the 
larger cities of north China and Manchuria 
constantly carry advertisements of Ameri- 
can watches and clocks for sale, but these 
articles can not be found on the Antung 
market. In the meantime, Japanese time- 
pieces continue to supply the demand in in- 
creasing numbers, where a year ago Chinese 
shops did not attempt to sell them.” 
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Philadelphia Jewelers Attend Educational Meeting 








Members of Jewelers’ Club Enjoy Excellent Addresses by Miss Elizabeth 
Maguire and C. E. Crothers 











PHILADELPHIA, Pa., April 25.—An edu- 
cational meeting, one of a series given un- 
der the auspices of the Jewelers’ Club of 
Philadelphia, was held last night in the 
auditorium of the Philadelphia Chamber of 
Commerce, 12th and Walnut Sts. There 
were two addresses, the first by Miss Eliza- 
beth V, Maguire, who delivered a brief talk 
on “The Jewelry Store from a Woman's 
Viewpoint,’ and the second a stereopticon 
lecture of C, E. Crothers, of Byard F. 
Brogan, 805 Sansom St., manufacturer of 
gold and platinum jewelry. Mr. Crothers 
took as his subject: “Modern Methods in 
the Manufacture of Gold and Platinum 
Jewelry.” 

3artley J, Doyle, president of the club, 
presided at the meeting. 

“There is no environment a woman loves 
so much as jewelry,” said Miss Maguire, 
“and I wonder if jewelers have taken ad- 
vantage of the wonderful possibilities that 
jewelry has for exploitation. My criticism 
is given with the idea of helping you, for 
this is one of the hardest years we have 
ever faced. It is hard to sell on a declining 
market and we have every right to apply 
all of our resources to put this year across. 

“T go in and out of stores a great deal. 
That’s my business; but I have never got- 
ten over being ill at ease in a jewelry store. 
The dignity of a jewelry store scares men 
and women. How are you going to over- 
come this? I know the names of a few 
stones; I know gold; I know platinum, but 
only in a vague way. A lot of my work 
is among garment manufacturers who are 
continually educating the public. You 
jewelers don’t resort to educational work. 
I would suggest that you have educational 
talks to explain to the public the mystery 
and romance of jewelry. It would help to 
warm your store and would also have a 
retroactive effect. Your salesman would 
get better acquainted with the goods they 
sell and be in a better position to make 
sales. 

“In your advertising displays you are los- 
ing sight of the most important element in 
advertising—romance. Your stones are 
stilted; your windows are too stilted. Go 
down in history and think of how much of 
it you could use -in advertising jewelry. 
Imagine how the story of the necklace that 
was to have been presented to Du Barry by 
Louis XVI; the $300,000 pearl that Cesar 
bought, could be woven into your adver- 
tising, 

“Jewelry is sold through the appeal to 
the emotions. Just so long as men love 
women, jewelry will be sold. You men 
seem to be losing sight of this. Jewelers 
don’t get as much publicity in the news col- 
umns of the newspapers as they should. 
Look at the tremendous 
amount of free advertising that the garment 
manufacturers get when they produce a new 
dress. Jewelers can get publicity by laying 
stress on fashion. We have fashion shows 
displaying everything a woman wears ex- 
cept jewelry. Why don’t you show jewelry 


from time to time at these fashion shows?” 

The speaker then referred to the recent 
Easter parade held on the boardwalk at At- 
lantic City, and said that the newspapers 
were filled with descriptions of the gowns 
the women wore, but not a line about the 
jewels that were worn. Miss Maguire ex- 
pressed the thought that jewelers could get 
a tremendous amount of free advertising in 
the news columns for jewelry if an attempt 
were made along those lines, 

“There is no item a woman loves so 
much as jewelry,” continued Miss Maguire, 
“and she will wear a shabby dress, if she 
has to, in order to get a ring. Your slogan, 
‘Gifts That Last,’ is too practical. Women 
don’t care about that. They want some- 
thing that expresses sentiment.” 

The speaker then explained that it might 
prove profitable to some jewelers to adver- 
tise that they store jewelry in safe deposit 
vaults. She stated that this might lead to 
increased business. 

“Furriers store fur coats throughout the 
Summer,” said Miss Maguire. ‘They 
charge storage for that and it gives them 
an opportunity to suggest that a coat needs 
repairing or remodeling. That brings them 
more business. Why don’t some of you 
jewelers store diamonds in a safety vault? 
Then when a customer brings jewels to 
your store for storage you could perhaps 
suggest remodeling old jewelry or remount- 
ing or a larger diamond for a piece of 
jewelry. It seems to me that some jeweler 
could make it profitable.” 

Miss Maguire also suggested that local 
jewelers might get more business by an- 
nouncing that they would clean jewelry at 
reduced rates or without cost during a 
municipal clean-up week, which is to be 
held in this city the second week in May. 

“Have a scarfpin week,” she added, “and 
all of you jewelers wear a different scarf- 
pin every day. But, of course, you all have 
to wear scarfpins yourselves if you expect 
the public to buy them.” When she had 
completed her speech, Miss Maguire was 
vigorously applauded, 

It was then announced that Philadelphia 
jewelers were planning a Jewelry Fashion 
Show to be held at the Bellevue Stratford 
Hotel next October and said that every 
Philadelphia jeweler would be asked to co- 
operate to make it a success, 

President Doyle then called upon Mr. 
Crothers to address the meeting. 

Mr, Crothers delivered a stereopticon lec- 
ture, illustrating his talk on the manufac- 
ture of gold and platinum jewelry with 40 
lantern slides. 

“T would like to say a few words in con- 
nection with the metal platinum and _ its 
revenue-producing possibilities,” said Mr. 
Crothers before he began showing the 
stereopticon views. 

“The past few years have witnessed great 
strides in the use of platinum in the jewel- 
ers’ art. The early prejudice against plati- 
num has almost entirely been overcome and 
nearly everyone appreciates the fact that 
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diamonds appear more brilliant and larger 
when set in platinum. This fact alone is 
the. greatest selling argument that can be 
advanced in favor of the use of platinum, 
There are still many jewelers, and I make 
this statement advisedly, who fail to realize 
the great revenue-producing possibilities of 
platinum jewelry. Let me suggest a few 
points that come to the attention of the re- 
tail jeweler almost every day which very 
often, if the proper suggestion is made, 
leads to a good sale, and this is just the 
motive that brings us here tonight, namely, 
increased sales. The most important point 
to be borne in mind is that in selling jewel- 
ry, particularly the better grade, that the 
demand for the same must be created. 
Clothing, shoes and wasting commodities 
must be replaced periodically; but jewelry 
can be done without, and unless the desire 
is engendered there is no sale. There are 
many ways of creating the desire for jewel- 
ry: advertising, window display and sug- 
gestion being a few. A customer desires 
to have an old Tiffany style ring repointed. 
Suggest a new platinum or platinum top 
mounting. Keep on display in a prominent 
place a book of designs showing the pos- 
sibilities of remounting old jewelry. A 
customer may have some old jewelry that 
she hesitates to wear on account of its an- 
tiquity. In the design book she discovers a 
new thought. Why not have the old dia- 
monds remounted. The desire has been 
created which leads to a good sale. An en- 
thusiastic customer is made who, in turn, 
becomes an advertising medium, 

“The first reference in European history 
to the metal subsequently christened plati- 
num is in a book by Julius Scalinger, pub- 
lished about the year 1600, in which he 
speaks of an infusible metal found in the 
mines of Mexico and Darien (now known 
as Panama). About the year 1819 heavy 
white grains of platinum were noticed in 
washings from gold mines in the Ural 
Mountains, which separate Russia from Si- 
beria; and three years later rich deposits 
were found. The Ural Mountains have 
since furnished a large portion of the 
world’s supply. Next to Russia, Colombia 
in South America is the biggest source. 
Traces of platinum have been found in Cali- 
fornia, Oregon, Alaska, Canada, Mexico, 
Brazil and a few other countries, but not 
in paying quantities. The specific gravity 
of pure platinum is 21.4, which is only one 
point less than that of osmium, the heaviest 
metal ever known. The specific gravity of 
gold is 19.2. Platinum, then, is 21.4 times 
heavier than water at its maximum density, 
and twice as heavy as lead. 

“Pure platinum on account of its softness 
is seldom used in the jewelry art, except 
for sweating or welding purposes. The 
more expensive alloys, principally of 
platinum and iridium, are used on account 
of their greater hardness and wearing quali- 
ties. Iridio-platinum is commonly called 
hard platinum, the principal alloys being 5 
per cent. and 10 per cent. In very fine and 
delicate work requiring strength, 20 per 
cent, is often used. There has recently ap- 
peared on the market a so-called hard plati- 
num, indicated as 5 per cent. and 10 per 
cent. platinum. These should be watched, 
as no iridium is used, but instead some base 
metal hardener is employed which is sure 
to affect the quality and luster of the fin- 
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ished work. Platinum melts at 3,227 de- 
grees Fahr., or nearly twice the heat re- 
quired to melt gold, which is 1,863 Fahr. 
Melting is done in the oxy-hydrogen flame, 
which method was first introduced by Dr. 
Robert Hare, of Philadelphia, about 1810. 
Dr, Hare was also the inventor of the blow- 
pipe, so well known to jewelers. 

“We have all read in the trade papers 
and other sources how the wedding ring has 
been used as a marriage token for ages, and 
I shall not dwell on that subject except to 
mention that I noticed in a recent issue of 
a daily paper three views of a highly orna- 
mented ring supposed to have been given 
by Martin Luther to his wife in the year 
1525, showing that the ornamented wedding 
ring is not of recent design. More recently 
we have the seamless gold band, which is 
now fast giving way to the engraved or or- 
namented wedding ring in both platinum 
and gold. Aside from melting the metals, 
platinum and gold wedding rings are made 
in exactly the same manner.” 

Mr. Crothers then explained the various 
steps taken in the manufacture of carved 
wedding rings, the development of a plati- 
num brooch and a die-made ring. 

At the close of the meeting Phillip Kind 
thanked Miss Maguire on behalf of the club, 
while Charles Hambly expressed the appre- 
ciation of the club to Mr, Crothers for his 
excellent lecture, 








HELD FOR TRIAL 





Man Charged with Pawning Diamond Rings 
Bought on Instalment Plan, and Passing 
Worthless Checks, Arrested at 
Birmingham, Ala. 

3IRMINGHAM, Ala., April 28—Charged 
with pawning diamond rings which he 
bought from jewelers on the instalment 
plan, and passing worthless checks, J, A. 
Persons, Montgomery, but formerly a resi- 
dent of Ensley, Ala., was arrested Wednes- 
day afternoon and placed in the city jail. 

Persons is charged with pawning a $550 
diamond ring in Atlanta, which, it is 
charged, he purchased from Bromberg & 
Co. in Birmingham some months ago. 
After getting the ring, Persons is alleged to 
have disappeared, and it is claimed that no 
trace of him could be found. After consid- 
erable correspondence on the part of the 
3irmingham jewelry firm, the ring was lo- 
cated in Atlanta in a pawnshop, and Per- 
sons was traced back to Birmingham, 

It is also charged against Persons that he 
secured a diamond ring from the Dilworth 
Jewelry Co., Jasper, Ala. on the partial 
payment plan, and that he later pawned this 
ring in Tuscaloosa, Ala, 

Persons was arrested at the store of Bear- 
men’s Clothing Co. in Birmingham while in 
the act, it is alleged, of getting a worthless 
check cashed. He is also charged with 
passing bad checks on the Mabson Hotel 
and on the Golson Clothing Co. 

At the time of his arrest Persons denied 
the charges brought against him by various 
persons. It is said by officers that later, 
when he was cross-examined, that Persons 
admitted that he was guilty of all the 
charges brought against him. 

Persons is a man far above the average 
crook in education and intelligence. He told 
the officers that he was a graduate of the 
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University of Alabama, and that for two 
years he was a student at Washington and 
Lee University. 

He was taken to Tuscaloosa Thursday to 
answer to the charge of pawning a diamond 
ring there which he bought in Jasper, and 
which, it is alleged, he had not paid for. 
Officer J, A. Ryan, of Tuscaloosa, came to 
Birmingham after Persons, 

Persons would have been taken to At- 
lanta to answer to charges there against him, 
but the Tuscaloosa officers arrived first. 








IMPORTANT ARREST 


Boston Police Grab Four Men Whom They 
Believe Were About to Rob Many 
Jewelry Stores 
Boston, Mass., April 29.—By the arrest 
last night of four young men posing as 
musicians the police believe that they fore- 
stalled a bold plot to rifle the safes of 
“down-town” jewelry stores. One jeweler 
from the Jewelers’ Building visited the jail 
where the men are held in $50,000 bail, and 
he is said to have identified one of them as 
the dapper youth who, in the guise of a 
prospective customer, made a keen inspec- 
tion of diamonds and other precious stones 
in his office. The name of the jeweler is 

withheld by the police for the present. 

The appearance of the men and the fact 
that they used a violin case, a mandolin case 
and a music case as places in which to 
secrete burglars’ tools of the most complete 
and modern type resulted in the quartet 
being termed by the police as the “jazz or- 
chestra safe gang.” All four prisoners were 
clothed in the height of fashion, each carry- 
ing a cane and wearing silk gloves. 

When booked the prisoners described 
themselves as from New York City, Plain- 
field, N. Y., and Chicago. 

Inspectors Alexander and Claflin were on 
pickpocket duty when Alexander saw a 
young man, one of the four under arrest, 
acting in a suspicious manner. The officers 
trailed the man to a South End hotel, and 
after learning that the suspect and three 
other men had registered at the hotel, se- 
cured the aid of three inspectors. The 
police then gained entrance to the men’s 
room by a ruse and at the point of revol- 
vers placed the four under arrest. 

A search of the premises was started. 
A violin case was found, which was large 
enough to admit the carrying of a full sized 
sectional jimmy, such as is used for prying 
open strong safes. The jimmy was later 
discovered on the top of a wardrobe in the 
room. The mandolin case served as a 
means of storing the bit stock. In the back 
of the music case, behind popular jazz 
music, were found drills, small flashlights 
and more than a score of small instruments 
used by safe blowers. The police also 
found a 38-calibre automatic pistol with a 
Maxim silencer attached. Another pistol 
also was found. 

While the men were being questioned at 
headquarters they denied they were the 
owners of the burglars’ tools and declared 
they were in Boston on business. They 
were indignant toward the police. 

Later the police detained two men of this 
city and a girl who were at the hotel where 
the four men were arrested. Earlier in 
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the night they inquired for the four and 
visited the room occupied by the quartet. 


. The girl denied that she had any knowledge 


of the burglars’ tools. She was released 


on bail of $1,000. 








DEATH OF ABRAM YEAKEL 





Veteran Watchmaker and Jeweler Passes 
Away at the Age of Seventy-Six Years 


PERKASIE, Pa., April 21—The funeral of 
Abram Yeakel, watchmaker and jeweler and 
one of the pioneer business men of Perkasie, 
was held this afternoon from his late resi- 
dence on Market St. Later services were 
held in the Mennonite Meeting House. Revs. 
Jacob Clemens, of Lansdale, Pa., and Wil- 
son Moyer, of Souderton, Pa., officiated at 
the funeral. Interment was made at St. 
Stephens Reformed Cemetery, 

Mr. Yeakel, who was 76 years old was i 
in business here for more than 25 years. ! 
He was born in Blooming Glen, April 3, ! 
1846, and at an early age served as an ap- 
prentice under John Garis, of Fair Hill. 
He first established himself in business in 
Sellersville, but after a short time moved 
to Doylestown, Pa., where he opened a 
store. Mr. Yeakel returned to Perkasie 
in 1875 and remained in business here for 
14 years. In 1889 he formed a partnership 
with Richard Cressman and the firm 
opened a store in Sellersville under the 
name of Cressman and Yeakel. Later the 
firm opened a jewelry store in Allentown, 
Pa, The partnership was dissolved in 1894 
and Mr. Yeakel returned here and re-estab- 
lished himself in business. Five years ago 
he sold his business to his son, Wilson 
Yeakel, who is now carrying on the busi- 
ness. However, after disposing of his in- 
terest in the business, Mr. Yeakel continued 
to repair clocks and was at his bench until 
last Fall. 

Mr. Yeakel is:survived by a widow, four 
sons and two daughters. 








DEATH OF G. W. BROOKS 





Well Known Maker of Silverware Cases 
Passes Away at Newton, Mass., 
in His 77th Year 

Boston, Mass., April 29.—Major George 
W. Brooks, for 44 years identified with the 
jewelry business, making jewelry and sil- 
verware cases under the firm name of the 
Brooks Mfg. Co., at 221 High St., died at 
his home-in Newton last night. 

Major Brooks, who was the youngest 
volunteer to go to the Civil War from New- 
ton, was born in Lamoine, Me., and was in 
his 77th year. He was a member of Ed- 
ward W. Kinsley Post 113, G. A. R., the 
Boston Chamber of Commerce, the Boston 
City Club, and of the Blue Lodge and Alep- 
po Temple. 

At the outbreak of the Civil War Major 
Brooks enlisted as a drummer boy when 
only 16 years of age. He was discharged 
on account of sickness but, recovering, he 
again enlisted and remained until the end 
of the war. He subsequently became iden- 
tified with the Dennison Mfg: Co., and later 
started in business for himself. 

Deceased is survived by his widow, an 
adopted daughter and three sisters. 
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Iowa Jewelers Hold Annual Convention 











Members of State Retail Jewelers’ Association Meet at Cedar Rapids—Busi- 
ness Problems Discussed, Resolutions Adopted and Officers Chosen 
for the Ensuing Year 














Cepar Rapips, Ia., April 26—With a little 
larger attendance than preceding years, the 
annual convention of the Iowa Retail Jewel- 
ers’ Association started “on time” as per 
schedule and was “ticked” off in regular 
jewelry store time. The first day’s program 
started promptly at 9:30 a. m., Monday. The 
convention was called to order by President 
L. C. Tallman of Ames. An address of 
welcome was made by Mayor C, D. Huston 
of Cedar Rapids. President Tallman replied. 

Committees on resolutions, auditing, and 
nominating were then appointed and L. K. 
Burkett, secretary and treasurer, Alton, Ia., 
made his report for this fiscal year. 

Professor Ralph E. Himstead gave an ad- 
dress on “Salesmanship” which is quoted 
here in part: 

“Take the instinct of ornamentation,” said 
Prof. Himstead. “The love for clothes 
that not only satisfies a need, but are chosen 
for their ornamental value is an illustration 
of the instinct by which the clothing mer- 
chant may profit. 

“Jewelry falls in the same class. Jewelry 
has now come to be considered almost as 
essential as clothing. And the instinct to 
bedeck the body is as inherent in men as in 
women.” 

The merchant may also make an appeal to 
his patrons through a natural instinct to 
hoard, possessed by many people, Prof. Him- 
stead pointed out. The boy who collects 
stamps, the girl who collects doll dresses, the 
millionaire who keeps on hoarding money, 
not for the need of it but for the love of 
hoarding, are instances of an instinct which 
many folk possess to a degree. and which 
they may gratify by purchasing articles 
merely for the sake of possessing them. 

Luncheon was partaken of with the Rotary 
Club. 

MONDAY AFTERNOON 

The afternoon session began with an ad- 
dress by Prof. Paul Young, who is in charge 
of the Radio Station at Coe College, Cedar 
Rapids, his subject being “The Radio.” 
During his address he elaborated upon the 
developments which have been made in the 
air and what may be possible in the future. 
He traced the various developments in the 
air, beginning with the advent of the heavier 
than air machine and showing how scientists 
have gained knowledge of the air by different 
experiments with various inventions. In 
this connection he enumerated the various 
ways in which the elements of the air have 
made possible these scientific developments. 
In conclusion he dwelt upon the possibilities 
of the future development of the air, remark- 
ing that in future wars it might be possible 
to control battleships and planes by wireless 
and that even greater things might be ac- 
complished in time of peace. 

Too much “Static” prevented Prof. Young 
in giving a radio concert which had been 
planned, after the banquet. 


The Banquet 
Business was forgotten and dull care and 


worry were thrown to the winds for the an- 
nual banquet. The menu was one that might 
well tempt the epicure. Everything moved 
along with a precision and in such a happy 
manner as to make the event one long to be 
remembered. Dr. A. L. Murray of the Even- 
ing Gazette, was the speaker. A. C. Taylor 
presided as toastmaster, and L. C. Tallman 
of Ames, president of the State Association, 
gave a brief message of greeting. Roses and 
carnations made the tables bright, and were 
favors for the women. 

Following the banquet a number of special- 





L, C. TALLMAN, RE-ELECTED PRESIDENT 


ties by way of entertainment were provided. 
The rest of the evening was given over to 
dancing. 

TUESDAY 


The second day of the convention began 
with the presentation of resolutions for the 
committee to consider. 

Walter H. Mellor, field secretary of the 
A. N. R. J. A., talked from the standpoint 
of “As the Field Sceretary Sees It.” Many 
matters of interest to the retail dealers were 
discussed in a comprehensive way. Also, the 
districting of Iowa and of the membership 
drive. 

Lunch was taken with the Gyro Club. A 
number of speakers made it known that the 
jewelers were welcome. The diners enjoyed 
a program furnished by the Gyros. 

President Tallman gave a comprehensive 
report of the last national convention which 
was held at Buffalo and quoted at some 
length from a speech made by President 
Hufnagel at St. Paul, Minn. 

The committee on resolutions presented the 


following resolutions of which all were 
adopted : 
Resolutions 
Resotvep, That we call the attention of the 


judges of the State to heavy losses sustained by 


73 


our craft through burglary and theft and also to 
the danger to life through holdups, and request that 
maximum sentences be more liberally imposed on 
all persons convicted of these crimes. 

_ * * 

RESOLVED, That we again call the attention of our 
members to the loaner watch and free engraving 
evils, and ask their support in abating same. 

. . * 


RESOLVED, That we endorse the Bonus Bill with 
a Sales Tax adequate to cover governmental expense 


due to the late war. 
* * + 


ReEso_veD, That we approve most heartily the 
work of the Research Bureau, the Jewelers’ Vigi- 
lance Committee, the National Publicity Bureau, 
the Horological Institute of America, the American 
Fair Trade League, and our national officers, and 
pledge our most earnest support and co-operation. 

* * + 


RESOLVED, That we endorse the National Jewel- 
ers’ Mutual Fire Insurance Co., and recommend it 


to our members. 
* * + 


RESOLVED, That we express our appreciation and 
extend our thanks to the 24-Karat Club, the Mon- 
trose Hotel, the Rotary Club, the local press, the 
Gyro Club, of Cedar Rapids; Prof. Young, of Coe 
College; Prof. Himstead, of Cornell College; Mr. 
Lundgren, of the Elgin Watch Co., and all others 
who assisted in making our program the success 


that it was, 
* * * 


RESOLVED, That we express our appreciation and 
thanks to all the manufacturers and wholesalers that 
contributed to the success of our convention. 

* * _ 

The auditing committee made its report 
and the following officers were elected for 
the ensuing year: L. C. Tallman, Ames, 
president, re-elected; Ralph Plumb, Des 
Moines, vice-president; C. S. Lemmon of 
Washington, secretary and __ treasurer. 
Adolph Boyson of Cedar Rapids and R. 
B. Swenson of Ottumwa were elected as 
directors. EE. F. Renaud was chosen as 
State representative to the national conven- 
tion and C. S. Lemmon as alternate dele- 
gate. The next State convention will be 
held at Des Moines. The date has not yet 
been settled upon. 

The visiting jewelers were entertained 
by a sight seeing ride over the city which 
ended the 17th successful convention of 
the Iowa Retail Jewelers’ Association. 

A partial list of exhibitors at the con- 
vention were: Henry Paulson & Co. 
Jeffrey & Harris, Swartchild & Co., 
Stein & Ellbogen, Dennison Mfg. Co., As- 
sociated Silver Co., Norris, Alister-Ball Co., 
1847 Rogers Brothers, A. C. Becken Co., 
The Waltham Watch Co. The Elgin 
National Watch Co., Benj. Allen & Co., 
Maritz Watch Mfg. Co. A. & Z. Chain 
Co., M. A. Lumbard, Riggs Optical Co. 








The Occult in Gems and Charms 





SAYS George H. Bratley in his “Power 

of Gems and Charms:” “A few years 
ago wireless telegraphy, aerial navigation, 
human radiations, and many other achieve- 
ments of modern science would have been 
laughed at as the vain imaginings of a su- 
perstitious dreamer. Today these things 
are labeled science; therefore the writer 
ventures to suggest that the efficacy of 
charms and precious stones may be recog- 
nized and placed on a scientific basis before 
many years are past.” 








Mrs. Andrew C. Hover, wife of A. C. 
Hover, jeweler at 172 Market St., Paterson, 
N. J., died recently. Mrs. Hover did most 
of the buying for the jewelry store. 
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That the jewelry trade in New York is 
gradually drifting to the uptown section of 
the metropolis is evidenced more plainly this 
year than ever before by the greater num- 
ber of trade removals to that part >f the 
city. Moving day this year finds many con- 
cerns leaving the Maiden Lane district for 
new locations in the area starting at about 
West 40th St., and extending almost to West 
50th St. Some of these concerns have 
located in certain buildings on the side 
streets while others have centered in a few 
buildings on Fifth Ave. Some firms in the 
industry have settled in streets below West 
40th St., but they are few and widely scat- 
tered. Despite the fact, however, that the 
banking and insurance interests are making 
big inroads on that section of downtown 
always known as the jewelry district, in the 
vicinity of Maiden Lane, this location still 
remains a jewelry district and will un- 
doubtedly maintain the reputation of being 
the city’s jewelry center for some time. 


A. 

Samuel Abramson, manufacturing jeweler, from 
41 Maiden Lane to 40 John St. 

Acme Platinum Mfg. Co., jewelry manufactur- 
ers, from 354 Broadway to 141 Fulton St. 

Aisenstein & Donchin, Inc., wholesale dealers 
in silverware and clocks, from 13 Eldridge St. 
to 75 Canal St. 

Armeny Co., wholesalers in precious stones and 


diamond jewelry, from 90 Nassau St., to 60 
Varick St. 
Auerhahn Levy Co., wholesalers and manu- 


facturers of jewelry and novelties, from 1133 


Broadway to 290 Fifth Ave. 
B 


B. A. Ballou & Co., Inc., manufacturing jewel- 
ers, local office from 13 Maiden Lane to 366 Fifth 
Ave. 

John R. Bares, importer and cutter of precious 
stones, from 56 W. 46th St., to 7 W. 45th St. 

Baroda Pearl Co., manufacturers, from 35 W. 
36th St. to 141 Fifth Ave, 

Louis Batlin, wholesaler in silverware and cut 
glass, from 191 Orchard St., to 314 Bowery. 

Ernest Belmont, wholesale diamond dealer, from 
15 John St. to 14 John St. 

Berland & Schanfein, manufacturing jeweler, 
from 71 Nassau St., to 36-40 John St. 

Bernstein & Roskin, manufacturing jewelers, 
from 25 Maiden Lane to 74 Lafayette St. 

Beyer & Rohrbach, dealers in diamonds and 
precious stones, from 7 Maiden Lane to 23 
Maiden Lane. 

J. Blitz, manufacturing jeweler from 82 Nassau 
St. to 64 Fulton St. 

Blum & Solow, dealers in jewelers supplies, 
from 5 Eldridge St., to 24 Eldridge St. 

J. Braunstein & Co., manufacturing jewelers, 
from 72 Spring St. to 36 John St. 


i. 

M. & E. Chalem, wholesale dealers in dia- 
monds, pearls and precious stones, from 180 
Broadway to 106 Fulton St. 

Chamberlain & Frazee, wholesalers and retail- 
ers in watches and jewelry, from 12 John St. to 
7 E. 46th St. 

Harris Cohen, jobber and jeweler, from room 
805 to room 1005 at 49 Maiden Lane. 

Cristall & Sussles, jewelers, from 6 Maiden 
Lane to 68 Nassau St. 


Davidson & Schwab, manufacturing jewelers, 
from 126 W. 46th St., to 58 W. 40th St. 

John DeBruyn, diamond setter, from 18 W. 
57th St., to 125 Canal St. 

DeLuca Bros., retail jewelers, 
115th St., to 2244 First Ave. 


from 334 E. 
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J. Demblitz, diamond setter, from 37 Maiden 
Lane to 87 Nassau St. 

Dinhofer Bros., manufacturing jewelers, from 
54 Lafayette St., to 150 Lafayette St. 

Doubrava Co., importers of onyx, amber, etc., 
from 61 Maiden Lane to 61 Beekman St. 

DuBois Jewelry Co., retailers, from 503 Fifth 
Ave. to 43 E. 42nd St. 

E. 

Eclipse Fountain Pen Co., manufacturers, from 
161 Grant St., to 42 E. Houston St. and 298 Mul- 
berry St. 

B. Edlin & Son, manufacturer of mountings, from 
90 Nassau St., to 40 John St. 

I, Efrus, manufacturer of platinum jewelry, 
from 206 Broadway to 12 John St. 

Walter Eitelbach & Co., importers and dealers 
in precious stones and Oriental pearls, from 180 
Broadway to 576 Fifth Ave. 

Elbaum & Freres, diamcnd cutters and im- 
porters, from 95 Nasau St., to 15 Maiden Lane. 

Elbe Jewelry Mfg. Co. (now L-B Jewelry Mfg. 
Co.), manufacturing jewelers, from fifth floor to 
room 606 at 1465 Broadway. 

Elem Watch Co., S. A., Ltd., wholesalers, from 
49 Maiden Lane to 198 Broadway. 

E. Engel, diamond setter, from 
Lane to 79 Nassau St. 

William Engel, engraver, from 37 Maiden Lane 
to 79 Nassau St. 

Monroe Engelsman, from 21 Maiden Lane to 87 
Nassau St. 

A. & S. Espositer, lapidaries, from 25 Maiden 
Lane to 33 W. 46th St. 

F, 


Marx Finestone, manufacturer of fountain pens, 
from 161 Grant St., to 42 E. Houston St. and 
298 Mulberry St. 

A. M. Forman Co., manufacturer of chains and 
bracelets, from 35 Warren St. to 142 Fulton St. 

Joseph Friedman Co., manufacturing jewelers, 
from 8 E. 12th St., to 106 Sixth Ave. 

Friedman & Parkowitz, importers of watches and 
movements, to rooms 1005 and 1006 in the same 
building, 49 Maiden Lane. 

G. 

Gattle & Hunter, importers of diamonds and 
precious stones, from 13 Maiden Lane to 576 
Fifth Ave. 

Gemart Jewelry Co., Inc., manufacturers of plat- 
inum and gold mountings, from 133 Canal St., to 
121 Canal St. 

Geneva Pearl Co., 
St., to 87 Nassau St. 

Bert Goldman & Co., manufacturers of rings and 
diamond importers, to room 609 in the same 
building, 2 Maiden Lane. 

Gold Seal Jewelers, manufacturers of mesh bags 
and importers of pearls, from 87 Nassau St., to 
366 Fifth Ave. 

Goldmuntz Bros., diamond importers, from 87 
Nassau St., to 170 Broadway. 

Grabhorn & Dubiner, manufacturing jewelers, 
from room 301 to rooms 1307 and 1308, 71 Nassau 
St. 

George Grand Co., manufacturers of rhine- 
stone jewelry, from 121 Canal St., to 25 Maiden 
Lane. 

Henry Green, sapphire 
Broadway to 527 Fifth Ave. 

A. Groenman, dealer in diamonds, from room 
123 to room 63, 12 John St. 

Louis Gurfein, importer if diamonds, 
Maiden Lane to 68 Nassau St. 

Gutwirth Bros. & Co., wholesale diamond deal- 
ers, from 45 John St., to 95 Nassau St. 


H, 

Haimovitz-Klein, Inc., ring manufacturer, from 
49 Maiden Lane to 40 John St. 

Hammel, Riglander & Co., wholesale jewelers, 
from 57 Maiden Lane to 209 W. 14th St. 

E. Hemmendinger, installment, from 45 John 
St., to 33 W. 46th St. 

Paul Hess, diamond dealer, from 93 Nassau St., 
to 65 Nassau St. 


37. Maiden 


wholesalers, from 12 John 


specialist, from 170 


from 6 
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Oscar Heyman & Bros., manufacturers of 
mountings, from 71 Nassau St., to 58 W. 40th St. 

Carl T. Holder, retail jeweler, from 2937 Third 
Ave., to 2944 Third Ave. 

F. W. Howell, wholesale dealer in pearls and 
precious stones, from 3 Maiden Lane to 87 Nas- 
sau St. - 

I. 


International Jewelry Workers Union, 
63 Park Row to room 714 at 1674 Broadway. 


J. 


L. Jabner, manufacturer of platinum mountings, 
from 47 Lispenard St., to 102 Fulton St. 

Jaffe & Krakower, wholesale jewelers, from 87 
Nassau St., to 35 Maiden Lane 

Jentleson & Kaplan, wholesale jewelers, from 
71 Nassau St., to 36 John St. 

George F. Jordan, wholesale 


87 Nassau St., to 13 Maiden Lane. 
K 


A. Kamion, manufacturing jeweler, from 125 
Canal St., to 161 Grand St. 

Charles L. Kann, wholesale jeweler, from 65 
Nassau St., to 87 Nassau St. 

Rufus H. Kimball, Inc., manufacturer’s agent, 
from 111 Fifth Ave, to 267 Fifth Ave. 

Arthur H. Kirkpatrick, diamonds, pearls and 
precious stones, from 170 Broadway to 527 Fifth 
Ave. 

L. M. Kirsch, platinumsmith and jewelry man- 
ufacturer, from 47 Maiden Lane to 562 Fifth 
Ave. 

K. K, Importing Co., Inc., from 41 Maiden Lane 
to ©4 Canal St. 

Ben Klein, jobber in Swiss and American 
watches, to the fifth floor in same building, 7 
Maiden Lane. 

Leo Klein, diamonds and jewelry, 71 Nassau St., 
from room 507 to room 1505, same building. 

I, Kohl, watchmaker, from 135 Canal St., to 121 
Canal St. 

Carl R. Kohlhepp and Henry J. 
facturers and wholesalers, from 26 W. 
to 2 W. 47th St. 

George W. Korper, importer of pearls and prec- 
ious stones, from 452 Fifth Ave., to 527 Fifth 
Ave. 

M. Kraut & Co., wholesale jewelers, from 134 
W. 32nd St., to 119 W. 33rd St. 

Julius Krisch, manufacturing jeweler, from 2293 
Third Ave. to 192 E. 125th St. 

William L. Kuhn, diamond setter, 71 Nassau 
St., from room 507 to rocm 1505, same building. 

Herman C. Kupper, dealer in china, crockery 
and cut glass, to 39-41 W. 23rd St. 

L. 


Walter Lampl, manufacturer of platinum and 
gold chains, from room 1101 to room 1003 in 
9 Maiden Lane. 

J. S. Lapidus, diamond setter, from 81 Nassau 
St., to 36 John St. 

Lassner & Bamberger, Inc., importers of pearls 
and precious stones, from 59 Maiden Lane to 21 
Maiden Lane. 

Larter & Sons, manufacturing jewelers, from 21 
Maiden Lane to 15 Maiden Lane. 

Benjamin Lazrus, maker of watches, from 206 
Broadway to 34 Park Row. 

L-B Jewelry Mfg. Co. (formerly Elbe Jewelry 
Mfg. Co.), manufacturing jewelers, from fifth 
floor to room 606 at 1465 Broadway. 

LeCount & Sims, silverware dealers and engrav- 
ers, from the eighth floor to 9 Maiden Lane to the 
fourth floor, same building. 

J. Lehman, importer of watch movements, from 
93 Nassau St., to 9 Maiden Lane. 

Levi & Weisburger, importers of precious and 
from 198 Broadway to 170 


from 


jeweler, from 


Rippas, manu- 
36th St., 


semi-precious stones, 
Breadway. 

Abraham Levy, retail jeweler, from 50 Church 
St., to 6 Maiden Lane. 

Ralph J. Levy, dealer in jewelry, diamonds and 
watches, from 11 John to 12 John St. 

Sylvan Levy, manufacturing jeweler, from 45 
John St., to 33 W. 46th St. 

Carl Lindermann, diamond 
Maiden Lane, to 108 Fulton St. 

S. Lipsky, watch repairer and jobber, to 49 
Maiden Lane. 

Lorraine Jewelry Mfg. Co., makers of diamond 
and platinum mountings, from 57 E. 125th St., to 
114 Fulton St. 

Lorraine Watch Co., from 206 
Broadway, to 12 John St. : 

J. M. Lyon & Co., doing an installment business, 
from 1 Maiden Lane to 2 Maiden Lane. 


setter, from 35 


wholesalers, 
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M. 


Maddock & Miller, Inc., dealers in china, crock- 
ery and cut glass, from 54 Murray St., to 39-41 
W. 23rd St. 

M. H. Mann & Co., cutters of diamonds, from 
45 John St., to 170 Broadway. 

Samuel Marinbach, retail jeweler, from 95 For- 
syth St., to 78 Essex St. 

May & Lungershousen, manufacturers of plati- 


num mountings, from 420 E. 149th St., to 46 
Gold St. : 
Meodow & Fialkow, wholesale dealers in dia- 


monds and jewelry, from 115 E. 114th St., to 
1395 Fifth Ave. 

I, Michelson & Sons, manufacturers of plati- 
num jewelry, from 89 Fulton St., to 15 Maiden 
Lane. 

I. Mohel, engraver and dealer in diamonds and 
jewelry, from 101 Norfolk St. to 98 Essex St. 

Molnar & Morgenroth, manufacturing jewelers, 
from 15 W. 44th St., to 2 E. 47th St. 

E. Monnier, manufacturer of chains and mount- 
ings, from 519 W. 23rd St., to 7-11 W. 45th St. 

Moore & Hoffman, silversmiths, of Newark, 
N. J., local office to Bush Terminal Sales building, 
132 W. 42nd St. 

S. E. Morro Co., manufacturing jewelers, from 
147 Fulton St., to 293 Seventh Ave. 


N. 


National Novelty Jewelry Co., jewelry jobber, 
from 160 Fifth Ave., to 116 Nassau St. 

Martin Nolde, diamond setter, from 135 Canal 
St., to 121 Canal St. 

H. Nordlinger’s Sons, Inc., importers of precious 
and semi-precious stones, from 15 Maiden Lane to 
70 W. 40th St. 

Normal Trading Co., importers of watches, pearls 
and novelties, from 134 W. 32nd St., to 119 W. 
33rd St. 

oO. 

R. Oblatt, dealer in pearls and precious stones, 
from 37 Maiden Lane, to 527 Fifth Ave. 

H. Z. & H. Oppenheimer, diamond importers, 
from 1 Maiden Lane, to 170 Broadway. 


P. 

Parisienne Jewelry Mfg. Co., rhinestone jewelry 
manufacturers, from 154 W. 14th St., to 80 Nas- 
sau St. 

Parkway Silver Co., wholesalers, from 82 Schiff 
Parkway to 62 Canal St. 

David Polak, importer and cutter of diamonds, 
from 200 Broadway to 170 Broadway. 

Poltock & Seeler, wholesalers, from 9 Maiden 
Lane, to 15 Maiden Lane. 

Maurice Poser, diamond importer, from 1 Maiden 
Lane, to 12 John St. 

F. B. Pracht Co., engravers and cutters, from 
74 Lafayette St., to 108 Fulton St. 

Prager & Prager, wholesale jewelers, from 47 
W. 34th St., to 366 Fifth Ave. 

J. N. Provenzano, manufacturing jeweler, from 
110 W. 30th St. to 29 W. 38th St. 


R. 


H. E. Rauchman, engraver and chaser, 
room 401 to room 806, 49 Maiden Lane. 

Elias Rees & Son, makers of diamond mount- 
ings, from 54 Lafayette St., to 150 Lafayette St. 

W. Reichert & Co., wholesale dealers in jewelry 
and novelties, from 320 Fifth Ave., to 15 W. 
37th St. 

Rex Jewelry Co., wholesalers, from 215 Bowery, 
to 121 Canal St. 

Henry J. Rippas and Carl R. Kohlhepp, manu- 
facturers and wholesalers, from 26 W. 36th St., 
to 2 W. 47th St. 

Joseph Robinson, importer 
monds, from the second to 
Maiden Lane. 

Rogers, Lunt & Bowlen Co., silverware manu- 
facturers, from 17th floor to the 20th floor, 15 
Maiden Lane. 

Morris Rcsenfeld, diamond 
Tohn St., to 68 Nassau St. 

” Rosen & Loseff, jewelry manufacturers, from 
41 Maiden Lane, to 71 Nassau St. 

Rosenthal’s Curiosity Shop, retail 
from 1360 Broadway, to 1367 Broadway. 

Rothschild & Loopuit, diamond cutters and im- 
porters, from 71 Grand St. and 170 Broadway, to 
535 Pearl St. 


from 


dealer in dia- 
floor, 35 


and 
the ninth 


importer, from 15 


jewelers, 


Ss 


B. Salter, wholesale and retail jeweler, from 
109 Delancey St., to 212 Broadway. 

O. Schapiro, manufacturer of chains, from 82 
Nassau St., to 64 Fulton St. 

J. Schnelwar, manufacturing jeweler, from 284 


Pearl St., to 71 Nassau St. 
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e 

Albert Schornstein, sales store, from 2338 
Eighth Ave., to 458 W. 125th St. 

L. Schwartz, from the fourth to the eighth floor, 
9 Maiden Lane, 

Schwartz Bros., retail jewelers, 
Broadway, to 1454 Broadway. 

Ernest Seymour, wholesale dealer in watch and 
clock glasses, from 60 Nassau St., to 40 John St. 

Shapiro Bros. (formerly A. Shapiro & Co.), 
mounting manufacturers, from 22 Willoughby St., 
Brooklyn, to 145 W. 45th St., New York. 

Shiman Bros, & Co., manufacturing jewelers, 
from 87 Maiden Lane, to 234 W. 39th St. 

Sills & Hirsch, diamond setters, from 100 W. 
43rd St., to 104 W. 44th St. 

R. F. Simmons Co., manufacturing jewelers, 
from 9 to 15 Maiden Lane. 

H. Singer, wholesale dealer in jewelry and sil- 
verware, from 35 Maiden Lane to 358 Fifth Ave. 

Singer, Stern & Co., importers and wholesalers 
of clocks and watches and manufacturers of 
optical and fancy goods, from 79 Fifth Ave., to 
27 Union Square, W. 

Skaletzky & Reisman, manufacturing jewelers, 
from 115 Nassau St., to 64 Fulton St. 

Sluyter & Blitz, diamond cutters, 
Fulton St., to 129 Fulton St. 

Charles W. Sommer & Bro., Inc., importers of 
pearls and precious stones, from 24 Maiden Lane 
and 452 Fifth Ave., to 527 Fifth Ave. 

Robert Stoll, badge manufacturer, from 12 John 
St., to 19 Chiff. St. 


from 1370 


from 108 


ly 


Traub Mig. Co., manufacturing jewelers (De- 
troit, Mich.), local office to room 805, 576 Fifth 
Ave. 

Traub Mfg. Co., manufacturers of jewelry 
boxes, from 110 Nassau St., to 184 Lafayette St. 

Toledano Exporting Co., from 81 New St., to 
18 Broadway. 

U. 


David Ullman & Co., manufacturing jewclers, 
from 350 Broadway, to 347 Fifth Ave. 

Jnited Jewelers, Inc., wholesalers, 
Fifth Ave., to 16 E. 40th St. 


Vv 
Charles Vajda, diamond setter, from 62 W. 45th 
St., to 562 Fifth Ave. 


W. 

Max Wallach, refiner and 
Forsyth St., to 26 Forsyth St. 

Harry Wander, manufacturers of mountings, 
from 114 Fulton St., to 116 Fulton St. 

William J. Ward Co., wholesale jeweler, from 
9 Maiden Lane to 15 Maiden Lane. 

M. Washkoff, manufacturer of bracelets, from 
25 Maiden Lane to 121 Fulton St. 

N. J. Weil, Inc., wholesale diamond 
from 452 Fifth Ave., to 527 Fifth Ave. 

Wernick Bros., manufacturers of jeweiry and 
findings, from 46 Gold St., to 29 Eldridge St. 

Samuel Wesley, wholesaler of diamonds and 
jewelry, from 13 Maiden Lane to 180 Broadway. 

Hayden W. Wheeler & Co., dealers in diamonds, 
jewelry and watches, from 170 Broadway to 58 W. 
40th St. 

Whitelaw Bros., wholesalers and retailers in 
diamonds and jewelry, from 45 John St., to 68 
Nassau St. 

J. Wollstein Co., assayers and refiners, from store 
at 12 John St., to room 23-24 in same building. 


BROOKLYN 


from 469 


assayer, from 41 


dealers, 





David Hartstein, retail jeweler, from 2753 
Atlantic Ave., to 780 Broadway. 
Removals in Chicago 
Cuicaco, April 30.—Removals in the 
Chicago trade since Jan. 1 include the fol- 


lowing: 

A 
Arndt & Co., manufacturer, from 710 Mal 
Washington St. 

B 

Baker & Co., Chicago office, frem 15th 
Mallers building to 1412-13 Mallers building. 

Bates & Co., manufacturers dials, from 302 Hey- 
worth building to 1520 Montana St. 

I. T. Behr, watchmaker, from 611 
building, to 306 Columbus building. 

W. E. Bentley, representing Pugbee & Niles and 
Moore Bros., from 1216 Heyworth building, to 1512 
Heyworth building. 

Louis A. Blackington, representing Flagg & Mou- 
rey, from Columbus Vaults to 402 Goddard build- 
ing. 


me 
lers building to 15 E, 


floor 


Columbus 
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Bleadens Jewelry Shop, manufacturer, from 25 
W. Madison St. to 8 S. Dearborn St. 

Bohl Jewelry Mfg. Co., manufacturer, from 6 W. 
Randolph St. to 7. W. Madison St. 

Burton L. Brown, watchmaker, from 506 Colum- 
bus building to 512 Columbus building. 

Buffalo Jewelry Case Co., L. M. Frank, manager, 
Chicago office, from 1216 Heyworth building to 
1512 Heyworth building. 

c 


Ed. Cain & Co., wholesale, from eighth floor 
Mallers building, to 604 Mallers building. 

Chicago Buckle Co., manufacturer, 1003 Mallers 
building to 909 Mallers building. , 

D 

A. Donine, manufacturer, from 127 N. Dearborn 
St. to 709 Mallers building. 

Bowd-Rodgers Co., Chicago office, from 402 Hey- 
worth building to 1102 Heyworth building, 


E 

Fred Engel, diamond setter, from 36 S. State St. 

to 1515 Heyworth building. 
F 

Louis H. Finch, representative, from 1215 Hey- 
worth building to 1507 Heyworth building. 

Leon G. Foulkes, from 1104 Chicago Savings 
building to 506 Columbus building. 

Martin Fox, diamonds, from 1110 
building to 1102 Heyworth building. 

G 

Charles A. Garlick, representative, from Colum- 
bus Vaults to 402 Goddard building. 

J. Gottlieb, watch importer, from Palmer House 
to Masonic Vaults. 

Charles F. Goldberg, diamonds, from 5 S. Wa- 
bash Ave. to 1111 Heyworth building. 

Harold K. Green, representative, from 402 Hey- 
worth building to 1102 Heyworth building. 

H 

Ilammel, Riglander & Co., Emil Pick, manager, 
Chicago office, from 1216 Heyworth building to 
1512 Heyworth building. 

Hamilton & Hamilton, Jr., Harry Rosenshield, 
manager, Chicago office, from 58 E. Washington 
St. to 302 Heyworth building. 

Charles E, Hancock Co., Louis H. Green, mana- 
ger, Chicago office, from 402 Heyworth building to 
1102 Heyworth building. 


Heyworth 


I 
International Buckle Mfg. Co., manufacturer, 
from 602 Mallers building to 710 Mallers building. 
J 


Jewelry Sales Co., enamelers, from Garrick build- 
ing to 68 Mentor building. 

D. Jacobs, chain manufacturer, from 25 W. Madi- 
son St. to § S. Dearborn St. 

Ira Jones, representative, from Shops building, to 
9 N. Wabash Ave. 


K 
Saul Katz, manufacturer, from 1006 Masonic 
Temple to 1017 Masonic Temple. 
W. A. Kirkham, wholesaler, ninth floor, from 


Kesner building to 501 Kesner building. 

Kesl Bros., enamelers, from 11th floor Garrick 
building to seventh floor Garrick building. 

Frank Krementz Co., B. O. Hess, manager, Chi- 
cago office, from 804 Columbus building to 709 
Columbus building. 

C. G. Kuhlo & Co., wholesaler, from 1211 Hey- 
worth building to 1314 Heyworth building. 


Lk, 
F. Lewald & Co., wholesaler, from 500 S. Wells 


St. to 330 S. Franklin St. 
A. Levine, watchmaker, from 900 Heyworth 
building to 1108 Heyworth building. 
M 


Miller & Orling, engineers and enamelers, from 
Garrick building to 230 N. Wells St. 


P 


Alan Pinero, representative, from 1102 Heyworth 
building to 803 Heyworth building. 


R 


R. E. Redeker & Co., manufacturer, from 32 N. 
State St. to seventh floor Garrick building. 

Paul Richter, cut glass, from €02 Shops building 
to 1535 Mascnic Temple. 

Ed. Rogers, watchmaker, from 1305 Heyworth to 
15th floor Heyworth. 

Henry Rufesion, Inc., Chicago office, from 
Columbus building to 702 Cclumbus building. 


S 
Shinderman, 


506 


Morris M. wholesale, from 1305 
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| Artificial Pearl Necklaces 


a superior reproduction 








direct from France 


GATTLE & HUNTER 


576 Fifth Ave., at 47th St., New York 


Telephone Bryant 7085 


Importers of Pearls, Diamonds and Other Precious Stones 
























































a. FREDERICK W. RAUCH 
522 Fifth Ave. New York 


Pearl NecKlaces 


created by an expert in the perfect blending ot 
color and graduation of size 























| | Pearl Ropes Loose Pearls for Additions 
| Fancy Cut Diamonds and Precious Stones 























PEARL TASSEL EFFECTS 


Seed Pearl Bracelets and Pearl Sautoirs 


ORIENTAL PEARL NECKLACES 
From $25.00 Up 


SEED PEARL NECKLACES 


The most complete line of above on the market 


CROSSMAN COMPANY 


3 Maiden Lane New York 
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Columbus building to 609 Columbus building. 

Gustav Sitka, watchmaker, from 2829 Archer 
Ave. to 6 W. Randolph St. 

Solomon & Co., watchmakers, from 1210 Hartford 
building to 510 Hartford building. 

1. 

Temple Jewelry Mfg. Co., manufacturers, from 
ninth floor Reliance building to third floor Reliance 
building. 

U 


B. G. Uher & Co., wholesale, from 121 N. Wa- 
bash Ave., to fifth floor DeMoyne building. 


Vv 
Victoria Watch Co., Inc., materials, from 8 S. 
Dearborn St. to 302 Masonic Temple. 
A. Volk, setter, from 13th Masonic Temple to 
1112 Masonic Temple. 
W 


A. Wittnauer Co., J. B. Crawford, manager, Chi- 
cago office, from Masonic Vaults to 804 Columbus 
building. 

Wexler Bros., wholesale, from 1504 Kesner build- 
ing to 1400 Kesner building. 

Robert Wolberg, watchmaker, from W. Van 
Buren St. to 900 Heyworth building. 


Paul W. E. Wittstein, wholesale, from 302 Hey- 


worth building to 1102 Heyworth building. 
¥ 


Fred York, diamonds, from 807 Columbus build- 
ing to 1400 Columbus building. 


Following is the list of May removals: 
A 
J. L. Art & Co., aucticneers, from 422 S. State 
St. to 21 S. Wabash Ave. 
George P. Anderson, retail, from 3313 W. Fuller- 
ton Ave. to 3624 W. Fullerton Ave. 
B 
Bouer & Goldstein, manufacturer, from 64 E., 
Jackson boulevard to 1408 Stevens building. 
F 
A, J. Friedman, manufacturer, from 7 W. Madi- 
son St. to 1303 Heyworth building. 
William Forstrom, retail, from 3303 N. Clark 
St. to 3307 N. Clark St. 
G 
M. Gittleson, repairer, from 1104 Chicago Saving 
Bank building to 907 Chicago Saving Bank building. 
Ave. to 218 S. Wabash Ave. 
M 
Moore & Evans, wholesale, from 32 S. Wabash 
Ave. to 218 S. Wabash Ave. 
Al. Moss, representative, from 1107 Heyworth 
building, to 1202 Heyworth building. 
N 
Earl W. Newton, representative, from 706 Hey- 
worth building to 7 N. Wabash Ave. 
P 
I. Plax & Co., manufacturer, from 5 S. Wabash 
Ave. to 505-6 Loop End building. 
Q 
Q. & S. Jewelry Mfg. Co., manufacturer, from 
1104 Chicago Saving Bank building to 907 Chicago 
Saving Bank building. 
R 
R. C. Rowbotham, representative, from 
Heyworth building to 402 Heyworth building. 
W 
Warren Mfg. Co., wholesale, from 1104 Chicago 
Saving Bank building to 907 Chicago Saving Bank 
building. 


NEW OFFICES 


1102 


AND BUSINESSES SINCE 
JAN. 1, 1922 

W. R. Anderson Co., manufacturers, 914 Reli- 
ance building. 

Arcade Jewelers’, retail, 3322 W. 26th St. 

E. & J. Bass, Inc., H. Charmack, manager (Chi- 
cago office), 31 N. State St. 

Buss-Linthicum-Thorson, Inc., wholesale watches, 
601 Columbus building. 

Chicago Jewelers’ Tool Works, materials, down- 
town office, 177 N. State St. 

F. & J. Jewelry Co., manufacturers, 1420 Ma- 
sonic Temple. 

Fraternity Shop, wholesale, 704 North American 
building. 

Fried-Landsman & 
Columbus building. 

T. K. Fishel-C. A. Bugli (Chicago office), Colum- 
bus Vaults. 

Gross Mfg. Co., manufacturers, 1456 S. Wabash 
Ave. 


Co., manufacturers, 1305 
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Ginsberg & Mendelson, manufacturers and whole- 
salers, 15th floor Masonic Temple. 

S. Ginsburg, wholesale, 604 Mallers building. 

George Grosscup, wholesale, 812 Heyworth build- 


ing. 

J. A. & S. W. Granbery Co., William G, Lenhart, 
manager (Chicago office), 1110 Heyworth building. 
Robert Hallcox, watchmaker, Room 414, 140 N. 
State St. 

Mark Horwitz, 
Vaults. 

Hutchinson & Huestis, R. R. Schuber, manufac- 
turer (Chicago office), Columbus Vaults. 

H. Klein & Fils, diamonds, 1316 Masonic Tem- 
ple. 

A. Kronberg, repairer, 144 Mentor Building. 

Frank A. Leber, retail, 3817 W. 26th St. 

L. D. Mezei, setter, 909 Mallers building. 

Carl Michael, manufacturer, 507 Chicago Savings 
Bank building. 

Mindell & Godefrin, manufacturers, sixth floor 
Goddard building. 

Frank D. Oe6ergel, 
building. 

Rasmussen & Meyers, wholesale, 1508 Heyworth 
building. : 

Saart Bros. Co., George C. Lesch, manager 
(Chicago office), 422 Silversmith building. 

Alex. Sabsevitz, M. Leibson, manager (Chicago 
office), 702 Columbus building. 

Shiman-Miller Co., Louis Federman, 
(Chicago office), 1215 Heyworth building. 

B.Silver, wholesale, 1514 Heyworth building. 

Snow & Westcott Co., Paul A. Gowell, manager 
(Chicago office), 159 N. State St. 

C. P. Smith, watchmaker, 611 Columbus building 

Sperber & Gintzler, diamonds, 601 Mallers 
building. 

Standard Calibre Co., Charles T. Ahlborn, man- 
ager (Chicago office), 1215 Heyworth building. 

Trocky’s Jewelry Co., retail, 32 N. State St. 

John Wechter, wholesale, 58-64 W. Randolph St. 

Maurice Weiss, representative, Columbus Vaults. 

Zdanyz & Norbut, retail, 3246 S. Halsted St. 


wholesale, Masonic Temple 


watchmaker, 502 Columbus 


manager 








HELD UP AND ROBBED 


Jeweler Hit Over the Head by Thugs Who 
Escaped with Brief Case Containing 
Gems and Jewelry Valued 
at About $140,000 


3ALTIMORE, Md., April 29.—Max Beren- 
stein, 2317 Whittier Ave., widely known to 
the jewelry trade of this city, Washington 
and many Maryland towns, was held up and 
robbed of a brief case containing jewelry 
and diamonds valued at approximately 
$140,000, according to a report made to the 
detective bureau Tuesday. Mr. Berenstein 
was murderously assaulted with the butt of 
a pistol. His scalp and face were cut in 
several places. 

According to Detective Lieutenants H. 
P. Schanberger and C. F, Barranger the 
robbery is surrounded by a number of mys- 
terious features. The detectives say that, 
from their investigation, they are convinced 
that the broker was waylaid by men who 
knew him and who had carefully planned 
the attack. No insurance was carried on 
the stock, which included hundreds of un- 
mounted diamonds. Mr. Berenstein has 
been confined to his bed since the attack. 

The attack was one of the most daring 
that has happened here for several years. 
Police officials were amazed when told that 
such a valuable stock in jewelry was car- 
ried about in a brief case. Mr. Berenstein 
left his home shortly before 9 o’clock and 
when he reached Evergreen Terrace and 
Edgemont Ave., a short distance from his 
home, he was approached by two men who 
commanded him to keep quiet. Sensing 
what was about to happen Mr. Berenstein 
took a firmer grip on his brief case and 
glanced about for help. At this juncture 
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an automobile approached and almost in- 
stantly one of the men seized the brief case 
and attempted to tear it from the broker’s 
grasp. “Give him the gun!” exclaimed one 
of the bandits and almost instantly Mr. 
Berenstein was struck on the head with the 
pistol. Several other blows were rained on 
his head until he released his grasp on the 
case. , 

The assailants leaped in the automobile 
and the machine was driven away at high 
rate of speed. Two citizens who witnessed 
the attack were so terrified that they were 
unable to prevent the robbery or intercept 
the fleeing highwaymen. Policemen’ in 
automobiles and motorcycles were hurried 
to the scene and roads leading from the 
city were covered but no trace was found 
of the highwaymen. Diligent police inquiry 
was made along roads for miles around 
and information was obtained, which, it is 
believed will result in the arrest of the 
highwaymen. 

Lieutenant Schanberger, who commands 
the jewelry division of the detective bureau, 
was reticent in discussing the case. He ad- 
mitted, however, that the attack was evi- 
dently prearranged and that the thieves had 
taken every precaution to conceal their iden- 
tity and to take their victim by surprise. 
Detectives at work on the case are convinced 
that Mr, Berenstein had been stalked for 
several days prior to the robbery and that 
his usual movements were known to the 
highwaymen before the attack on the jeweler 
was made. 

Police of New York, Philadelphia, Wash- 
ington, Pittsburgh and other cities have been 
asked to be on the lookout for the jewelry. 
It is believed that the men who stole the 
jewelry know something about the trade 
and an attempt will be made to sell the 
diamonds at somewhat reduced prices to 
jewelers or brokers. 








GET LOOT WORTH $2,000 


Thieves Break Into Office of Des Moines 
Jeweler and Force Open the Safe 


Des Mornes, Ia, April 27.—Thieves 
robbed Sid M. Swander, manufacturing 
jeweler in the Davidson building, of $2,000 
worth of hand-made jewelry early today by 
battering the combination knobs off of the 
safe door and manipulating the tumblers in 
the lock with a screwdriver, 

The thieves gained entrance to the build- 
ing through a trap door in the roof.. Once 
inside, they pried the door to Swander’s 
establishment open with an iron bar. 

The jeweler was the first to discover his 
loss, He stated that there was at least 
$2,000 worth of jewelry in the room which 
the thieves overlooked. Swander carried no 
insurance on the stolen goods. 

Two other places were entered 
robbed in much the same manner. 
believe the same gang did the work, 





and 
Police 








John Regner, a jeweler at Kenosha, 
Wis., who has been ill for the past six 
and a half months, visited his store a few 
mornings ago. He is now convalescing 
and gaining strength. He has submitted 
to several operations but is now believed 
to be on the way to recovery. 
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~ CAMEOS in QUANTITY J 


lots,—beautifully cut, in a rare variety of designs. Black and White Stone, Tiger’s 
Eye, Brown, Red, Grey, and Hematite. 














We aim to have an ample stock on hand at all times, but this special offering 





merits your immediate consideration for it is unusually comprehensive. You can be * 
sure of securing NOW, what might require time later on. All desirable shapes and 
sizes. 


H. NORDLINGER’S SONS, Inc. 


Importers and Dealers in Precious and Imitation Stones 


New York Office, 70 West 40th St. 
Paris, 32 Rue Beaurepaire Gablonz, a/N., 16 Steingasse Providence, 63 Washington St. aa 


" ‘a 


SAPPHIRES 
EMERALDS 






































STAR 
SAPPHIRES 


SEAL 
SAPPHIRES 


EMERALD CUT and SQUARE CUT RUBIES 
CALIBRE Upward to 5 carats for single stone rings. ALSO AND 
ay ay A Fancy Cut Diamonds 


SPECIALIST in SAPPHIRES and IMPORTER and CUTTER of PRECIOUS STONES 


HENRY GREEN 


527 Fifth Avenue New York 



















Australian Sapphires 


For Bracelets and Rings cut to order 


CALIBRE CUTTING A SPECIALTY 
ESPOSITER, VARNI CO.,, inc. 


Lapidaries and Importers of Precious Stones 


15 Maiden Lane New York 


Stephen Varni, Pres. Harry F. Garofalo, Treas. 
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Oklahoma Retailers Hold Rousing Convention 











Members of State Jewelers’ Association Extend Convention One Day and 
Reorganize Association—New Officers Elected and Resolutions Adopted 














OxKLAHomMa City, Okla., April 28.—Ckla- 
homa Retail Jewelers’ Association history 
was made in Oklahoma City last Tuesday, 
when, at the hour of adjournment, members 
moved by an address of Nels Darling, lec- 
turer and efficiency expert, elected to con- 
tinue their annual convention through 
Wednesday, call in all the missing jewelers 
of the State and proceed to conduct a whirl- 
wind campaign for membership. 

The convention so far had been unique in 
the annals of State jewelers from a number 
of standpoints. The extension drive made 
the meeting the most important of the or- 
ganization’s history. 

Mr. Darling, who is an association ex- 
pert, spoke first on “Pushing for Profits.” 
Before he had completed this address, a cau- 
cus of jewelers had decided he would ad- 
dress them the next day on the perfection 
of a wider organization and assist in the 





A. M. 


COX, RETIRING PRESIDENT 


inauguration of new policies and the out- 
lining of new activities. 

W. F. Arnett, Edmond, was elected 
president; G. A. Howe, Duncan, vice-presi- 
dent, and W, W, Holt, Stillwater, secre- 
tary-treasurer, of the rejuvenated body on 
Wednesday. 

The organization perfected by members 
on advice of Mr. Darling includes in its 
membership traveling salesmen, calling on 
the trade in Oklahoma, and clerks, recom- 
mended by proprietors of jewelry stores. 

Under the unit plan adopted, an initiate 
unit costs $10. Succeeding units cost half 
this sum. Clerks and employes are to be 
taken in at a membership cost of $2, while 
traveling salesmen will pay $5. Under Mr. 
Darling’s plan, President Arnett will ap- 
point an executive committee within the 
coming few days which will meet at various 
times to shape policies of the association. 


Frank Robertson, Blackwell, was ap- 
pointed to revise the constitution of the 
Oklahoma organization so it will fit the unit 
plan adopted. This revision is to take place 
within the coming three weeks. 

The jewelers’ association added 50 names 
to its roster by action taken Wednesday. Its 
members and officers predict the reorganiza- 
tion will spell a doubled membership. Ex- 
ecutive committee members will carry the 
campaign for members into every town and 





PRESIDENT-ELECT 


W. F. ARNETT, 
village in the State by direction of the as- 
sociation. 


Monday 


The convention was called to order Mon- 
day morning, April 24, by Arthur M. Cox, 
Pawhuska, president of the association. He 
briefly outlined the history of the associa- 
tion. W. J. Pettee, president of the Cham- 
ber of Commerce of Oklahoma City, wel- 
comed the visiting jewelers, 100 of whom 
were in attendance. 

Arthur A. Everts, Dallas, Tex., acted as 
substitute for his brother, R. C. Everts, of 
Weatherford, in replying to the welcome. 
The reply was brief, the Texas jeweler call- 
ing attention to the fact that he was on the 
program for an address during the after- 
noon session. 

The president in summing up the work 
of the association during the past year 
stressed its right to feel optimistic toward 
future activities. Greater co-operation is 
to be seen between wholesalers and manu- 
facturers and their representatives than was 
in evidence two years ago, he said. 

“Traveling men are welcome here,” he 
said. “Formerly they didn’t feel we treated 
them with cordiality; but today half the 
chairs in this room are theirs.” 

Joe Mazer, Omaha, “Daddy” of the Okla- 


homa Retail Jewelers’ Association and for- 


CIRCULAR 


81 


mer president of the organization, conducted 
a “question box” during the first morning’s 
session, with the result inquiries from vari- 
ous members on selling policies drew com- 
posite replies. 

The question box decided that “Gifts that 
Last” should continue to serve as the pub- 
licity slogan of State jewelers. “Jewelry, a 
Necessity,” was suggested as an Oklahoma 
motto for jewelers. An exchange bureau 
for jewelers was proposed and the idea in- 
dorsed. 

At the first day’s luncheon, jewelers were 
the guests of the Paramount Jewelry Co., 
Oklahoma City. Joe Mazer was tendered 
the post of toastmaster and presided. 


Monday Afternoon 


An address by Arthur A. Everts, of Dal- 
las, touching on his experiences, opened the 
afternoon session. 

Mr. Everts urged the jewelers to “use 
brains more than hands.” He stressed the 
jewelers’ need of making friends and of 
holding them. He urged the jeweler to 
travel, widen his viewpoint for his own 
affairs and those of his community. 
“Jewelry, a Necessity,” was made the sum 
of an argument in which he touched on the 





WwW. W. 


HOLT, SECRETARY 


sentiment which marks the purchase of en- 


gagement rings, wedding rings, watches, 
baby presents and silverware. “We hurry 
too much,” the Dallas jeweler believed. 


“We should give our customers time. We 
should be courteous to them and honest with 
them.” 

Mr. Everts advised the jewelers to be 
more friendly with their competitors. “Take 
them to lunch. Good will come of it,” he 
asserted. As a move toward the extension 
of business, Mr. Everts urged jewelry men 
to give more attention to their windows. 
“Put an oyster fork by a cocktail glass. 
Place a salad fork by a salad plate,” he 
said. “The suggestion is what you want.” 

Mr. Everts declared sales of alarm clocks 
can be pushed by demonstrating daytime 
uses of the hells. An alarm clock, he point- 
ed out, will tell a housewife when to take 
bread out of the stove, and a business man 








1922. 
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4 It is impossible to cut an Aquamarine thin eames 

4 and retain its BRILLIANCY. Price, $1.00 

= Lacking BRILLIANCY an Aquamarine has — 

. absolutely no merit. The Jewelers’ Circular Publishing Ce. 
- Hence, an Aquamarine cut too thin is prac- 11 John St., corner Broadway, New York 
4 tically unsalable, and therefore expensive at any 

z price. ~—«|: Ss Attention—Manufacturers 
. ONYX RING STONES 
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American Gem & Pearl Company 
6 West 48th Street, NEW YORK 


ONYX and AMBER BEADS 


THE DOUBRAVA CO. 
61 Beekman St. New York 























51 Me DVWWVWVWNW WNW NWNWVN NWN NAVAN ANN WAV WN AWWN AW WAN AWNT 





~ LONDON PARIS 

= 26 Holborn Viaduct 44 Rue Lafayette TELEPHONE 7410 Cortland 

= FROM MINES TO MARKET DOELL 

. LAPIDARY 

. Precious and Semi-Precious Stones 
STN YEON ON UNIS | 15 John Street NEW YORK 

















i i i i a i i i i i i i i SSSA AA AA STIS 


: Repairin | 
ENU UNQUESTIONABLY — the } JEWELR vo 
finest scientifically produced — rompt Service—Reasonable Prices 





b4 A Trial Order Will Convince You 


I'S. Patent Omo pearls in the world. va UNGER JEWELRY CO. 
. State St. CHICAGO, ILL. 


FRANK C. OSMERS ; 


2 West 47th St., New York, N. Y. ? 4 
NECKLACES “scccn"" | TF WoNscee | 
, (THE BEAD KING) 


SSS EO OOOO, 4 : 
tees ine ot BEADWORK 

























































ont tt en | 
e e . ve us at nex ob on tria 
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when to leave his office in time to attend 
an important meeting. 

“Keep your stock down. Get rid of old 
stuff. Brighten your showcases,” the Dal- 
las jeweler advised his fellows, 

The following committees were appointed : 

Resolutions—Frank H. Robertson, Black- 
well; George A. Howe, Duncan, and 
Charles H. John, Enid. 

Nominating—F. W. Holms, Sayre; M. O. 
Stanley, Ponca City, and William Holt, 
Stillwater. 

Auditing—E. E. Jones, Weatherford; H. 
E. Inman, Stroud, and George R. Holmes, 
Hennesy. 

A theater party was attended by jewelers 
Monday evening. 

Tuesday 

The details of silver manufacture, from 
the time the ore is taken from the ground 
until the moment the last polishing process 





EX-PRESIDENT JOSEPH MAZER, SPEAKER AT 
THE CONVENTION 


is completed, were given to the jewelers in 
a motion picture exposition put on by the 
Holmes & Edwards Silver Co., Tuesday 
morning. 

ADDRESS BY JOSEPH GOLDSTONE 


Joseph Goldstone, Chicago, representative 
of the Blauer-Goldstone Co., opened a talk 
on the pearl industry with the legend of the 
Island of Travencoe. Bringing his story up 
to date, he related the evolution of the cul- 
tured pearl and then dealt with the various 
manufactured pearls. 

“Artificial pearls,” he said, “are divided 
into three classes: 

“Mother of pearl base, wax filled and 
glass base. The mother of pearl base is 
manufactured from the pearl shell, while 
the wax-filled and glass base pearls are 
blown. This work requires the most skilled 
glass blowers and is done in rooms that must 
be air tight.” 

Mr. Goldstone urged jewelers to take ad- 
vantage of the free publicity which has made 
pearls the style. “No article ever offered 
the American public has received so much 
free publicity as artificial pearls,” he said, 
and declared “no woman feels completely 
dressed unless she has a strand about her 
neck.” 
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A resolution to act in prejudice of the 
Western Clock Co. in the event it retains 
a policy enabling mercantile establishments 
to carry its alarm clocks and requesting a 
return to old practices, or discontinuance of 
the use of the name, ‘Big Ben,” which, it 
is claimed, was exploited by the retail jewel- 
er, was adopted. 

A second urged manufacturers of De 
Molay emblems to confine their sale to re- 
tail jewelers. 

“Analyze your turnover. 

“You don't have to sell things you don’t 
want to sell. 

“You increase expense when you increase 
sales. Count that expense. 

“Treat your employes so loyalty will be 
inspired. 

“Be sure your clerks know how to sell. 
Don’t expect them to be cheerful if you go 
around with a grouch. 

“An employe who merely hands out what 
he is asked for, is not selling anything. He’s 
an errand boy.” 

These were observations and bits of ad- 
vice handed out by Nels Darling in the final 
address of Tuesday’s session. Mr. Darling’s 
admonition for closer association work, 
greater co-operation and bold steps ahead, 
boosted the enthusiasm of the association 
members to a point where a motion for an- 
other day’s session and the filing of tele- 
grams to missing jewelers, carried without 
the slightest opposition. 

The following resolutions were adopted: 


Resolutions 

Wuerras, Your committee deems that the success 
of the 16th annual conventicn has been in some 
measure the result of special effort in our behalt, 
be it 

RESOLVED, That we thank the Chamber of Com- 
merce of Oklahoma City for their publicity, aid and 
welcome. 

We thank the speakers for their kindly counsel 
and entertainment. 

The exhibitors for their presence and by their 
displays. F 

The Paramount Jewelry Co. for the excellent 
luncheon on Monday. 

The traveling salesmen for the excellent luncheon 
on Tuesday. 

The Elgin National Watch Co. for their kindly 
consideration in supplying the badges for the asse- 
ciaticn this year. 

The Huckins Hotel management for rooms and 
excellent service. 

The Holmes & Edward Silver Co. for its enter- 
taining illustrated lecture. 


* . * 


WueErREAS, The Western Clock Co. of La Salle, 
Ill.. by the abandonment of its sales policy, has 
humiliated the trade by enabling cut rate mercantile 
establishments to sell in unlimited quantity an 
alarm clock, under the name and on the reputation 
established by the retail jeweler; be it 

ResoLtvep, That the Western Clock Co. be re- 
quested to restore the policy under which reputa- 
tion of the ‘*Big Ben” alarm clock was established, 
and withdraw from sale all clocks so sold—or, dis- 
continue the use of the name “Big Ben” in con- 
nection with alarm clocks; be it further 

RESOLVED, That in event the Western Clock Co. 
refuse the selection of option, that the said company 
shall have forfeited the respect of the Oklahoma 
Retail Jewelers’ Association. 


* * * 


Wuereas, DeMolay emblems have restricted sale 
for a definite period, and 

Wuereas, The manufacturers of DeMolay em- 
blems have, in our judgment, gone out the natural 
channels for the marketing of this emblem, and 

Wuereas, The Oklahoma Retail Jewelers’ Asso- 
ciation believes the interest of all concerned, may 
be best conserved by restricting the sale of emblems 
through the retail jeweler; be it 

RESOLveD, That said manufacturers be requested 
by the association to confine the sale of these em- 
blems to the legitimate channels. 
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GOLF TOURNAMENT 
Annual Contest Between the San Francisco 
Wholesalers and Retailers Proves an 
Excellent Event 
San Francisco, Cal., April 26—Twenty- 
one members of the San Francisco jewelry 
trades enjoyed their second annual golf 
tournament at the Lakeside Country Club 

on Tuesday, April 18. 

The gruelling contest of the day was be- 
tween the scratch men, R. C. Wilcox and 
J. A. Young, who were tied at the 36th hole 
for the low gross score, and the match was 
carried to the 38th green before Wilcox, 
with a well placed machie shot to the pin, 
won from his skillful opponent. 

Trophies were awarded as follows: R. 
C. Wilcox, low gross; Charles Fischer, low 
net; J. A. Young, best nine, gross. 

The San Francisco golfers were honored 
by having as their guests George H. Wil- 
cox, president of The International Silver 
Co., and R. C. Wilcox, manager of The 
Barbour Silver Co. 

There were 21 competitors and they made 
the following scores: 








WHOLESALERS RETAILERS 

i, As YOURE eccae 28 fe ee 82 
Rs C. WaeeE... occ 78 B. W. Freer. c.ccce OF 
G. H. Wilcox...... 91 Pi, (RI ws 0:6 0 94 
A. W. Van Ness... 83 M. A. Hirschman.. 87 
William Fulton.... 98 A. 3, FPeaneies «<< 82 
H. C. Van Ness... 86 J. Niderost ....... 75 
a ar 80 G. Lindeman ......103 
j.. F. Weasieg..... 85 TD,  Gacecas 87 
Charles Fisher .... 73 J. Waterman ..... 96 
te ee 107 E. Saunders ...... 93 
Ra, COBCRR <a: a-dieiccais 95 

Creditors Start Bankruptcy Proceedings 


Against Moses Wolfe, New York and 
Receivers Are Named 


Involuntary bankruptcy proceedings were 
started in the United States District Court, 
last Wednesday, against Moses Wolfe, deal- 
er in diamonds and jewelry, 15 Maiden Lane, 
New York. The petitioning creditors are 
Morris B. Hack, who holds a claim for $1,- 
247.75, John F. Paulis, $1,147.50 and Ralph 
N. Frink, $500. 

According to the statement in the petition, 
Mr. Wolfe has assets which are reported to 
approximate $35,000, while the liabilities are 
estimated at $75,000 in the petition. 

The petition charges that while insolvent 
the alleged bankrupt removed and transferred 
stock worth $10,000 in an effort to hinder, 
delay and defraud creditors. It is also 
charged that he made preferential payments 
amounting to approximately $3,000. 

On Thursday, Judge Hand appointed 
Abraham Suderov and William Loeb as re- 
ceivers under a bond of $10,000. 








The Burd building, 9th and Chestnut Sts., 
Philadelphia, Pa. has been sold by 
J. Harker Chadwick to Samuel T. Hall, 
subject to ground rent of $16,500. The 
building, a four-story structure stands on 
a lot 34 by 235 and its assessed value is 
$275,000. M. Sickles & Sons occupy a 
portion of the first and second floors of 
the building and have a leave lease until 
June 1, 1927. A number of other jewelers 
also occupy smaller portions of the build- 
ing, but it is understood that their leases 
do not run for a great length of time. 
It is said that the purchasers will make 
a number of needed improvements. 
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_not simply make Ster 
but they also create eins works of art 
in tableware. Adam Style, here illus- 
trated, is Scr ‘Sables of exceptional 
worth. No one except an artist could 
have designed sucha pattern. The design, 
the details of ornament, and the composi- 
tion show that this is no work of mere . 
designers. It is the work of artists, men 
who thoroughly know the history of orna- 
ment and how to select and apply it to 
tableware. 
The Period Styles now being — 
in Treasure Silver are unequaled in beauty 
and value, and are winning much favor 
with the better class of trade. 
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Connecticut Jewelers Meet at Hartford 











Members of Nutmeg State Retail Jewelers’ Association Hold Instructive Con- 
vention—Trade Topics Discussed, Officers Elected and Banquet Enjoyed 














Hartrorp, Conn., April 26.—Represent- 
ing every county in this State, every State 
in New England and in addition to these 
New York, New Jersey and Illinois, retail 
jewelers, wholesalers and manufacturers 
were in attendence in this city this morning 
at the ninth annual convention of the Con- 
necticut Retail Jewelers’ Association, Good 
fellowship reigned but it was observed that 
in spite of all the handshaking, and the greet- 
ing among friends and business associates, 
there was above all the pronounced eager- 
ness, and manifest more than any other year, 
to talk over business matters from all angles 
which the retail jeweler could start from. 
The exchange of words did good for each 
learned of the other’s success or troubles in 
the various departments conducted in the 
retail jewelry business, the diamond sales 
the past year, how watches were going at 
the present time, how many clocks were 
being taken from the shelves for cash sales, 
and what disposition had been made of 
sterling and silver plated ware with more 
or less full reports from the watchmaker’s 
department, particularly the repairing end 
of this interesting part of the retail jewelers’ 
life work. 

While the Connecticut Retail Jewelers’ 
Association can not boast of a large in- 
crease in membership since the last business 
session, it can be said that the officers 
elected are optimistic for the future and 
the tendency during the two days session 
in this city was to forge ahead for better 
results during the remaining months of this 
year and also 1923. Accomplishments dur- 
ing the past few months were quoted to the 
attending jewelers by the officials of the 
organization and what had been left unsaid 
during the business meeting came later from 
the speakers who had so kindly consented 
to be present and address the jewelers on 
subjects which they considered of vital im- 
portance to all retail jewelers. Those who 
came to the meetings left with a better 
knowledge of the retail jewelry business 
and some very important facts for the future 
had been pointed out to them. 

One of the most interesting features of 
the gathering, which was held in three rooms 
and the adjacent hall of the New Bond 
Hotel, was the exhibition of sterling and 
plated silverware by the associate members 
of the association, manufacturers who have 
been making their products in this State 
for many decades. With a spirit of co- 
operation, 19 of Hartford’s retail jewelry 
firms took out a full page ‘advertisement in 
a local evening paper, announcing to the 
public that their annual convention was to 
be held. In this advertisement the public 
was cordially invited to call and look over 
the various pieces of merchandise on ex- 
hibition and inspect them, asking all the 
questions they might wish to. The result 
of this invitation to the public was that 
hundreds dropped into the exhibition rooms 
during the day and saw for themselves, 
all kinds of silverware, some of which have 
>not as yet been put on the market by the 


silverware manufacturers of this State. 

A score of resolutions were offered and 
voted on by the members of the association, 
and all in some way or another concern cer- 
tain matters of importance to the jewelers 
and their annual convention discussions. 

The members and their guests arrived 
at the Hotel Bond shortly before 10 o’clock 
yesterday morning, one hour being given 
over to the registration in charge of Secre- 
tary Samuel H. Havens of Hartford. When 
the large book had been closed 135 jewelers 
and guests had registered. 





FRANK M. TODD, PRESIDENT-ELECT 


The meeting was called to order by Pres- 
ident George L, Lux of Hartford in the 
convention hall, just off the mezzanine floor 
of the Hotel Bond, and in close proximity 
to the various exhibits in the other rooms. 
President Lux in a brief address welcomed 
the members to another annual meeting of 
the association and proceeded at once to 
conduct the business of the association. 
Letters of regret for not being able to at- 
tend the gathering were read by Secretary 
Havens from Arthur G. Mansur, vice- 
president of the A. N. R. J. A. who re- 
sides in Burlington, Vt., and who is just re- 
covering from a severe attack of the grip, 
having been advised by his physician not to 
take any trips until stronger: from Samuel 
Freeman, president of the Maine Retail 
Jewelers’ Association, and D. E. Gordon, 
president of the New Hampshire Retail 
Jewelers’ Association. 

President Lux then called for the annual 
report of the secretary and treasurer, an 
office which was combined last year. The 
full report of secretary-treasurer Havens 
follows: 


REPORTS OF SECRETARY HAVENS 
At the present time we have on our roll of mem- 
bership 56 jewelers who are paid up for the year 
1921. We also have 10 jewelers who paid dues for 
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1920, but who have not paid for 1921. There are 
also 17 jewelers whom we are carrying on our rolls 
who have not paid dues for two years or more. 
Some of these, we think, have gone out of business. 
Others have just allowed their membership to lapse 
by non-payment of dues. Your secretary believes 
that these names should be stricken from the roll. 
It is hoped that the members who are now in ar- 
rears for only one year will soon pay up and be in 
good standing. 

At the present time we have four associate mem- 
bers, manufacturing jewelers of this State, as fol- 
lows: The Whiting Mfg. Co., Bridgeport; R. Wal- 
lace & Sons’ Mfg. Co., Wallingford; Handy & Har- 
man, Bridgeport; The International Silver Co., 
Meriden, 

We are very gratified to have the financial as 
well as the moral support of these large manufac- 
turers in our association and we are hoping that 
this day will bring further applications for mem- 
bership by other manufacturers ‘affiliated with the 
jewelry trade throughout the State, 


The early part of this month a letter was sent to 
about 35 manufacturers in the State, asking them 
to unite with our association. 

Throughout the year a number of communica- 
tions have been sent to our members in regard to 
the jewelry taxes that were before Congress for 
consideration and your secretary’s office co-operated 
to a considerable extent with the Jewelers’ War 
Revenue Tax Committee to endeavor to lay before 
our members the desirability of communicating with 
their representatives at Washington to try to influ- 
ence them to keep down the taxes on jewelry, etc., 
and, if possible, abolish the prevailing 5 per cent. 
tax that is now upon us, 

It also sent our communications in regard to the 
Sales Tax which was hoped would be adopttd in 
place of the so-called Luxury Tax. We believe 
that many of our members co-operated by sending 
their opinions to Washington and only regret that 
the efforts we made were not successful in having 
the Luxury Tax abolished and the Sales Tax 
adopted. 

Two years ago a resclution was passed at our 
annual meeting to the effect that it would be desir- 
able to have more than one meeting of our associa- 
tion during the year. Your president and secre- 
tary endeavored to arrange a meeting during Octo- 
ber or November of last year, but conditions were 
such that it was found impossible to bring it to a 
successful issue. 

A question was raised in one of our executive 
committee meetings ‘as to the desirability of estab- 
lishing some stated month for our annual meeting 
so that it would be understood that the annual 
meeting must be held some time during the month 
selected. 

Another plan that was adopted by our executive 
committee at the same meeting was to request our 
associate members to hold an exhibition of their 
wares in the hotel where our convention was to be 
held. It was believed that great interest would 
be aroused in the products of our associate members 
if at least once a year the products of these mann- 
facturers could be brought to the attention of all 
of our active members and also gvien public ad- 
vertisement and display during our convention as- 
sembly. Two of our associate members entered 
into our plans most enthusiastically and you will 
see their exhibits in rooms adjacent to our hall 
today. 

If we could enlist the co-operation of at least 
10 or 12 of the largest manufacturers throughout 
the State, it is believed that the annual display of 
their products would be of great benefit, not only 
to themselves, but to the retail trade throughout the 
State as well. Another year, we trust, will bring 
this to pass. 

At the last meeting of your executive committee 
it was deemed desirable that said committee should 
enroll itself as a nominating committee to nominate 
officers for the ensuing year, as it was thought that 
more time would be given to the careful considera- 
tion of the nominees than could be done during the 
short time that can be given such a committee be- 
fore the election of the officers on the convention 
day. The nominations of this committee will be 
presented to you when the time for the election of 
officers arrives. 

Your secretary wishes to give his thanks to those 
who have assisted him throughout the past year, 
especially those members of the executive committee 
who have co-operated in the work for the prepara- 
tions for this annual convention. 


Secretary Havens explained in detail the 
paragraph pertaining to the members who 
were in arrears and those who had not, it 
would seem, taken an interest in the welfare 
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of the association. Some of the members 
were in favor of dropping these jewelers 
from the association. However, each name 
was taken separately and action was taken 
for the future. Several were dropped by 
vote and others will be conferred with 
during the year for the purpose of learning 
just what their intentions are with the as- 
sociation. The financial report of Treasurer 
Havens showed that the receipts for 1921 
had been $1,604.87 and the disbursements 
$1,106.27, the balance on hand therefore be- 
ing $498.60. All bilis had been paid with 
the exception of $200 for research work. 
This item was held up and it was finally 
voted to refer the item to the members of the 
executive committee with power to act as 
they see fit. Some of the retail jewelers 
are not in favor of paying this bill and were 
frank to say so. 

On the recommendation of Fred Weber, 
Meriden, Conn., the names of George 
Anschuetz, a retail jeweler, Meriden, and 
William F. Lally, president of the Meriden 
Jewelry Mfg. Co., were proposed and voted 
favorably on for membership in the associa- 
tion. 

Announcement was then made by Pres- 
ident Lux that at a previous meeting a nomi- 
nating committee consisting of Mr. Lux, 
George H. Dyson, New Britain, Conn., 
Samuel H. Havens, Hartford, and J. C. 
Whittlesey, Rockville, had voted to place 
the following names before the convention 
as officers for the coming year: President, 
Frank M. Todd, Bridgeport; first vice-pres- 
ident, Anthony M. Hull, Wallingford; 
second vice-president, Samuel H. Havens, 
Hartford: secretary and treasurer, Edward 
M. Thompson, Hartford. 


On the conclusion of the reading of the 
names by President Lux, Mr. Todd, the 
nominee for president, rose and stated that 
he would prefer to have his name taken from 
the list. Mr. Thompson, nominee for secre- 
tary and treasurer, who is a member of the 
Merton W. Bassett Co., Hartford, also ad- 
vised the members later that he could not 
hold the office for business reasons. There 
is a small salary attached to this office for 
the work involved. After a conference it 
was finally decided to place the name of 
George P. Spaar, Torrington, Conn., on the 
slate for the office of secretary and treas- 
urer. Mr. Spaar accepted and in the mean- 
time Mr. Todd, nominee for president, re- 
considered. On the motion of George H. 
Dyson it was decided to make the vote 
unanimous by having the secretary cast one 
ballot. The election was therefore as fol- 
lows: President, Frank M. Todd, Bridge- 
port: first vice-president, Anthony W. Hull, 
Wallingford; second vice-president, Samuel 
H. Havens, Hartford; secretary and treas- 
urer, George P. Spaar, Torrington; Ex- 
ecutive Committee, J. C. Tracy, Willimantic ; 
Fred Weber, Meriden; Lee Roberts, Bris- 
tol; L. L. Gregory, Derby; George H. 
Dyson, New Britain; Frederick Crabb, New 
Haven; J. C. Whittlesey, Rockville; C. C. 
Costello, New London; George L. Lux, 
Hartford, and George W. True, Middletown. 
Delegates to the national convention, George 
L. Lux and Merton W. Bassett. 

Arrangements for lunch having been 
made by Merton W. Bassett, the morning 
session was adjourned at 1.30 o’clock and 
those in attendance proceeded to the tables 
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in the other section of the convention hall. 

Among those present at the convention 
and lunch and who remained for the ban- 
quet and after dinner address in the evening 
were the following: 

George W. True, Middletown; George L. 
Lux, Hartford; Lee Roberts, Bristol; W. L. 
Hough, New Haven; Howard A. Martin, 
Boston, Mass.; William S. Preston, Burling- 
ton, Vt.; Russell W. Parish, Burlington, 
Vt.; Frank M. Todd, Bridgeport; Oscar I. 
Markham, Deep River; Edwin H. Williams, 
and Mrs. Williams, Bridgeport; Mrs. George 
L. Lux, Hartford; Anthony W. Hull, Wal- 
lingford, Ellis Gifford, Fall River, Mass.; 
Harry S. Haywood, Wallingford; Austin 
Pratt, Wallingford, W. L. Ingraham, Wal- 
lingford; John B. Morse, Wallingford; 
Henry A. Norton, Wallingford; H. W. Dun- 
ham, Meriden; Nelson Stretch, Meriden; R. 
I. Clark, Meriden; Frank Thompson, Meri- 
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den; C. A. Rice, Meriden; Arthur Brooks, 
Meriden; G. C. Gerrich, Bridgeport; R. F. 
Drew, Stratford; James H. Noyes, New 
York; Irwin F. Ryan, Elgin, Ill.; Fred 
Weber, Meriden; A. E. Hart of Hart Bros., 
Newark, N. J.; G. Guilmartin of the Gor- 
ham Mfg. Co., Providence, R. I.; J. C. 
Tracy, Willimantic; F. H. Plunkett, Boston, 
Mass.; Edward D. Cole, Boston; Henry R. 
Arnold, of D. C. Percival & Co., Boston; 
Frederick H. Sloan, Hartford; A. G. Gil- 
man, C. F. Lawton, Oliver Markham, Deep 
River; Philip H. Stevens, Hartford; Frank 
H. Smith, Hartford; Arthur Terwiliger, 
Hartford; F. H. Elliott, Boston, Mass.; J. 
C. Whittlesey, Rockville; R. J. Atwell, Mid- 
dletown; Miss Emma Gundlach, Hartford; 
Louis Gundlach, Hartford; C. M. Bristol, 
Hartford; F. R. Hollister, Providence, R. I.; 
C. F. Lawton, Boston, Mass.; Mr. and Mrs. 
Merton W. Bassett, Hartford; Mr. and Mrs. 
Samuel H. Havens, Hartford; Mr. and Mrs. 
Albert I. Kohn, Hartford; James Kane, 
Mr. and Mrs. George H. Dyson, New Bri- 
tain; Mr. and Mrs. Clarence Wessell, New 
Britain; W. R. Willis, Waltham, Mass.; 
Mr. and Mrs. L. R. Smith, Lowell, Mass.; 
A. S. Flint, Waltham, Mass.; William J. 
Marshall, Waltham, Mass.; George P. 
Spaar, Torrington; Edward M, Thompson, 
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Hartford; Frank H. Mann, Hartford; 
Charles J. Hayck, Meriden; U. Langner, 
Meriden; Edward J. Brown, Hartford; J. 
E. McCourt, Boston; David Nesuser, Bos- 
ton; A. H. Brooks, Meriden; R. H. Shep- 
ard, New York. 

The afternoon session was called to order 
promptly at 2:30 o’clock with Mr. Lux in 
the chair. As there was no further new 
business to be transacted Mr. Lux proceeded 
to introduce to the members Ellis Gifford, 
president of the Massachusetts Retail Jewel- 
ers’ Association, 

ADDRESS OF ELLIS GIFFORD 


Mr. Gifford extended the greetings 
of his association to the local one. He 
gave a brief outline of the routine work 
of the trade cammittee and also spoke 
of the fact that silverware manufacturers 
had been sending out price lists in the open 
mails, He considered the silverware situa- 
tion in this country at the present time a 
most interesting subject, giving a brief re- 
port of the gatherings of silverware manu- 
facturers and retail jewelers at New York 
and Buffalo, some time ago, which with a 
great deal of correspondence had resulted in 
a better feeling between the manufacturers 
and the retail jewelers, he believed. He said 
that the manufacturers had come to a full 
realization as to the problems of the jewelers 
in handling silverware. The situation had 
been talked over thoroughly and he felt 
optimistic and saw a wonderful chance for 
this line handled by the jewelers. In the 
future, he said all prices quoted by the manu- 
facturers to jewelers will be on a retail 
figure basis. 

Mr. Gifford showed how the sterling silver 
industry dated back to the Dark Ages and 
increased in small places, such as the shop 
conducted by Paul Revere, until today we 
have the factory system. There should be 
some insurance and allowance made for the 
future. Plated ware has a history dating 
back but 75 years. He said that the members 
of the trade committee were absolutely sure 
that the manufacturers had not been making 
an exorbitant profit at the expense of the 
retail jewelers and the makers also realized 
that there was no money for the jewelers in 
the sale of silver at the present margins of 
markup. Mr. Gifford told of the sales of 
silver spoons in certain sections of his State, 
showing that the actual per capita distribu- 
tion of sterling silver in a year is less than 
the price of standing room in the average 
moving picture theatre. Many of the man- 
ufacturers have adopted, he reported, a new 
form of billing, allowing 40 per cent. off of 
the bill prices and two per cent. cash within 
30 days, this system being much better, he 
thought, than the old one. 

He spoke of the adoption of a new engrav- 
ing card by the New York Retail Jewelers’ 
Association, there being a great advantage 
because of the fact there were only a few 
designs to pick from. The price of each de- 
sign was carried over each sample and the 
figures were there without any words from 
the retail jewelers, thus indicating that pay 
was expected for the work when a customer 
brought up the matter at the jeweler’s store. 
ADDRESS OF PRESIDENT HUFNAGEL OF THE 
b» MM J. A. 


Following Mr. Gifford’s address President 
Lux said that the association was very 
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fortunate in having with it during the after- 
noon, the president of the A. N. R. J. A, 
Edward H. Hufnagel of Mount Vernon, 
N. Y., who spoke for over three hours. He 
said that he was glad to get acquainted with 
the Connecticut jewelers so he came up to 
Hartford, which was only a step from Mount 
Vernon. He wanted to talk from the 
shoulder concerning the vital questions of 
the retail jewelry business and the future. 

The average jeweler, he said, was not well 
off but some of them had something on the 
side for an income and the average jeweler 
was proud of his place and considered it a 
nice busimess to be in. The business was one 
of the oldest in the world, having been heard 
of as far back as 4,000 B. C. He urged 
publicity for the jewelers and advised that 
the Rotarians and the Kiwanas talk about 
the business. 
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Mr. Hufnagel said that he thought it a 
good plan for the retail jeweler to carry 
beads in stock, filling the demand that is 
now found in the department store for this 
kind of merchandise. He said that he 
hoped all the jewelers read the trade papers 
and the news concerning the Harvard Re- 
search Bureau, where certain facts of more 
than ordinary interest to the jeweler had 
been divulged but which for a long time 
had been hidden. For the good of their 
own business and the trade he asked that 
all reports be sent to the Bureau of Re- 
search. 

He spoke of the confidence that the public 
has in a jeweler, leaving diamonds and 
watches without a receipt. Every jeweler 
he felt should get from 10 to 15 per cent. for 
the risk that he has in his business and the 
possibility of success with a jeweler are as 
good as any business. 

He said that a retail jeweler should not 
attempt to do everything in his place, that 
is be the watchmaker and the salesman too. 
A jeweler to be successful can’t be the 
whole show and be a top notcher in all the 
departments of his store, he said. 

Mr. Hufnagel spoke of the sales tax, 
showing that 65 per cent of the merchan- 
dise handled by a retail jeweler is not a 
luxury but an essential. Jewelry, he added, 
is the most necessary line we have in stock 
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for sale. He spoke of the dropping of the 
tax on cosmetics, and furs, which he con- 
sidered a luxury. 

The speaker continued by stating that the 
jewelry business was an under advertised 
one but jewelers can not spend more than 
a certain amount of their money for ad- 
vertising. However, great results could be 
achieved through co-operation and the use 
of the slogans “Gifts That Last” and 
“Make Your Jeweler Your Gift Counselor” 
by using them in letter heads, in the dis- 
play windows and the newspapers. There 
are 26,000 retail jewelers in this country 
and all should get behind the slogan and 
give weight. He said that it was the wrong 
policy to get people to believe that it was 
best to buy cheap merchandise. 


Mr. Hufnagel concluded his talk by giv- 


ing an informal report on the doings of the 
Horological Institute of America, covering 
the facts as given by E. P. Lilley, Milford, 
Mass., as outlined and reported in full in 
the April 5, issue of Tae JEWELERS’ Cir- 
CULAR, 


The Banquet 


The banquet in the evening was late in 
getting underway due to the late arrivals 
and the visitors flocking to the silverware 
exhibition rooms on the same floor with 
the dining hall. Each table for the banquet 
was attractively decorated with daisies, car- 
nations and sweet peas. Souvenirs and 
badges were done away with this year. At 
the head table were Second Vice-President 
Samuel H. Havens, Retiring President 
George L. Lux, President Edward H. Huf- 
nagel of the A. N. R. J. A., Feri Felix 
Weiss, Boston, Mass., James H. Noyes, 
Secretary of the Jewelers’ Security Alliance, 
Russell W. Parrish, President of the Ver- 
mont Retail Jewelers’ Association, William 
S. Preston, Secretary of the Vermont Retail 
Jewelers’ Association, and President Elect 
Frank M. Todd of the Connecticut Associa- 
tion. 

As the diners were seated they were sup- 
plied with song books of the Hartford Ad- 
vertising Club, music being furnished by 
an orchestra from the Hotel Bond and a 
cabaret singer. 

Retiring President Lux, who acted as 
toastmaster, formally introduced the guests 
at the head table, all of whom responded 
briefly. President elect Todd stated that 
he hoped the next meeting would be in 
3ridgeport. Ile expected every associa- 
tion member to work hard during the com- 
ing year, “or as the ring master of the 
circus, there will be a whip snapped.” 
“There will be more members too,” he 
added. He was loudly applauded for his 
remarks. 

As the members and guests were about 
to enjoy a plate of fried chicken, George 
H. Dyson, New Britain, called for order 
and turning to Retiring President Lux, said, 
“President George—You have been at the 
head of this organization for over three 
faithful years and have been sincere in keep- 
ing the State Association together. No 
words that I could say fully tell of the good 
will, fellowship and the service you have 
rendered. We regret that it has become 
necessary to put the mantle of president 
on another’s shoulders. We present to you 
this token of our esteem.” 
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The gift, in a specially designed case, was 
a watch of 14 karat green gold in carved 
Washington style. The figures on the dial 
are raised and the timepiece has 19 jewels, 
and is the latest thin model. On opening 
the case, Mr. Lux said, “I accept this gift 
with the spirit with which it was given.” 
“What is it George?” yelled a friend from 
one of the rear tables. “It’s a beauty,” re- 
plied Mr. Lux and the watch was later 
passed along to all the tables. 

When the tables had been cleared Toast- 
master Lux introduced James H. Noyes, 
secretary of the Jewelers’ Security Alliance, 
who is just finishing his 25th year’s serv- 
ice with that organization. Mr. Noyes has 
seen the membership of the Alliance grow 
from 1,500 to 7,200, the present enrollment. 
The Alliance is now, he said, the largest 
jewelry organization in the trade. Since 





GEORGE L. LUX, RETIRING PRESIDENT 


1883 it has spent $305,000 for detective work 
and $160,000 for rewards. 
ADDRESS OF F. F. WEISS 

The speaker of the evening was Feri 
Felix Weiss, author of “The Sieve,” and a 
well known United States Immigrant and 
Chinese inspector at the Port of Boston and 
during the war a special agent of the 
3ureau of Investigation. U. S. Department 
of Justice. He is considered one of the 
best equipped lecturers to convey facts of 
international importance to the public. Mr. 
Weiss is the man who took Dr. Muck, the 
man who pursued German spies on the 
Dean murder case, trailed Hindu revolu- 
tionists, faced death at the hands of Italian 
and Spanish anarchists, raided the I. W. 
W. and was shot at in the May Day riots. 
His talk made a big impression with the 
retail jewelers and it was their opinion that 
his speech was one of the best and most in- 
teresting heard here in many years. 

He first outlined Uncle Sam’s Immigra- 
tion Sieve, as he called the United States 
Immigration Service; then he described the 
propaganda carried on by foreign spies in 
America who came under his watchful eye 
while in the Bureau of Investigation. 

“The time has come,” he said, “for the 
American people to consider seriously the 
immigration problem. We used to get a 





88 


million immigrants a year; we are getting 
only 300,000 per year now, though millions 
are anxious to come here from Europe and 
Asia. This falling off in immigration must 
be ascribed to the 3 per cent restriction 
law.” —— 

The speaker, however, though an immi- 
grant himself, believes that the time is ripe 
to stop immigration entirely for at least 
five years till we have established order and 
happiness in our own household. If there 
was no law to keep out undesirables the 
country would be overcrowded as 
China is today. 

He admitted that there are still many 
well meaning Americans who think it un- 
necessary to have an immigration inspector 
at the port of entry, because there was none 
to tell the Pilgrim Fathers and Mothers 
whether they could set their foot on Ply- 
mouth Rock. These people lack the insight 
into our present troubles, unable to realize 
that times and people have changed from 
1620 to 1922. 

The following resolutions were adopted 
by the jewelers: 


soon 


Resolutions 


We, the members of the Connecticut Retail Jewel- 
ers’ Association, in convention assembled, offer the 
following resolution: 

We hereby give expression to the following senti- 
ments, statements and declarations: Rec: nstruction, 
readjustment; a return to normalcy is the great 
problem of the hour. To speed this is the patriotic 
and humane duty of every citizen. Contentment, 
happiness, security, business prosperity depend 


upon it. 
* o * 


We respectfully request the abrogation of the 


5 per cent. sales tax, believing it to be discrimina- 
tory and positively unjust. 
* * 


We resent having the merchandise of the jewel- 
ers referred to as “luxuries,” believing the larger 
proportion of such stock to be a positive necessity. 

As a component part of the commercial life of 
the United States we ask “fair play,” and respect- 
fully request Congress that full and profound con- 
sideration be given to the representations of the 
jewelers of the United States as made by the 
Tewelers’ War Revenue Tax Committee, headed vy 
Meyer D. Rothschild as chairman. 

* * * 

We deplore the advertising of wholesale net 
prices sent through the mails or made in trade 
publications by manufacturers and wholesalers, and 
we respectfully request the cessation of this prac- 
tice by adopting other methods of information. 

* * * 


Appreciating the great benefit and service ren- 
dered our trade by the establishment of an insur- 
ance company, we earnestly request our members 
to support its endeavors not only in theory, but 
through practical demonstration and through the 
ownership of a policy. 

a * 

We insist upon the cessation of the practice of 
using any other metal than iridium for the pur- 
pose of hardening platinum which is sold to the 
jewelry trade and recommend the adoption of the 
plan of billing platinum with the percentage of 
iridium stated in fll. 

* * * 

The work of our Vigilance Committee is heartily 
endorsed in its recommendation that the word 
“Sheffield” be eliminated from use as applied to 
electroplated hollowware and suggest to our mem- 
bers that they use due care in marketing products 
thus stamped and refer to plated hollowware as 
“electroplated hollowware.” 

* * * 

We are convinced that the efforts which the 
Jewelers Security Alliance is making to limit and 
punish robbery and theft should receive our fullest 
co-operation and support. First, by using our in- 
fluence with the Legislature and the courts to secure 
more severe punishment for the “gunmen” who 
have become so dangerous to our trade and often 
take life as well as property. In many States the 
sentence for such crimes has been made imprison- 
ment for life. Second, each member should take 
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an active interest in the prosecution of any burg- 
lars or thieves who are arrested in their vicinity, 
and prevent release on small bail, which can be 
forfeited to escape trial, or prevent their being 
placed on probation, which should only be allowed 
to first offenders. Third, by careful attention to 
the warnings and suggestions sent out by the Alli- 
ance from time to time giving information regard- 
ing the methods of criminals and the best means of 
prevention, co-operating with the bankers and other 
merchants in providing and maintaining all avail- 
able safeguards. 
* * * 

We heartily endorse the efforts being made by 
our New England Jewelers’ Institute and commen: 
the officers of the New England Retail Jewelers’ 
Association in the splendid work accomplished in 
the first year of its existence. 

* * * 

We urge and most emphatically request the adop- 
tion of a National Stamping Law making it com- 
pulsory that the product be marked plainly to indi- 
cate the quality and that this quality be safeguarded 
by the addition of a legalized quality mark. 

* 2 * 

To supply our country with a sufficient number 
of competent and expert watchmakers is one of the 
great tasks and problems confronting not only the 
jeweler, but the people of America and the United 
States as a nation. We applaud the advent of the 
Morological Institute of America recently founded 
in Washington; recognize in its founding the be- 
ginning of a new era for horological advancement 
in our nation; pledge to it the full support of our 
association and hereby call upon all our members 
to give it their most complete co-operation, morally 
and financially. 

* * * 

This association approves the use of the word 
“Sterling” alone and without combination with 
other words in referring to products in which the 
fine silver content is 925 parts to the thousand; 
that the word “silver” be not used in referring to 
electroplate or any metal not containing fine silver; 
that plated wares be referred to as “Electro-plate,” 
this indicating both the method of manufacture and 
the fact that the preduct is plate, not silver. That 
the use of the word “Sheffield” for plated hollow- 
ware he discontinued and that such products be re- 
ferred to as ‘‘electroplated hollowware.” 

* * * 

That the Connecticut Retail Jewelers’ Association 
endorse the action taken by the executive committee 
of the American National Retail Jewelers’ Associa- 
tion in formulating a code of business practices for 
the jewelry trade that will be acceptable as a stand- 
ard, and will have for its object the betterment of 
trade conditions. 

* * * 

We desire to express our appreciation of the 
courtesy extended us by the management of the 
Hotel Bond; the hearty co-operation of the manu- 
facturers in arranging disolays of their merchan- 
dise, and the interest of the press. 

* * . 

That we encourage the promotion of the slogan. 

“Gifts that Last.” 


* * * 


The Exhibits 


The silverware exhibits by the Interna- 
tional Silver Co., Meriden, Conn., The R. 
Wallace & Sons Mfg. Co., Wallingford, 
Conn., and the Weidlich Bros. Mfg. Co., 
Bridgeport, Conn., all associate members 
of the Connecticut Retail Jewelers’ Associa- 
tion, proved to be a great feature which 
attracted the public of Hartford to the con- 
vention rooms. 

The display of the International Silver 
Co. was in charge of H. W. Dunham, Nel- 
son Stretch, R. E. Clark, Frank Thompson, 
C. V. Rice and Arthur Brooks. The fac- 
tories represented were 1847 Rogers Bros., 
silverplate, Meriden Britannia Co., Holmes 
& Edwards, Meriden Silverplate Co., Forbes 
Silver Co., Wilcox Silverplate Co., Wilcox 
& Evertsen and the Wm. Rogers Mfg. Co. 
Edwin H. Williams of Bridgeport was in 
charge of the Holmes & Edwards exhibition. 
Included in the display were a fork and 
knife, sterling, used by American officers 
during the Revoluntionary War. 
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In the room occupied by the R. Wallace 
& Sons Mfg. Co., the following were in 
charge of the various patterns shown: 
Harry S. Haywood, Austin Pratt, W. L. 
Ingraham, John B. Morse and Henry A. 
Norton, The display included the Madame 
Louise, Princess Mary, to be delivered to 
the trade on June 1, the Hostess, Cabot and 
Dauphine patterns. 

The display of Weidlich Bros. Mfg. Co., 
was shown on the ground floor of the Hotel 
Bond and included all of the latest patterns 
from the Bridgeport factory of that com- 
pany and attended by representatives from 
that city. 

Wednesday 


Promptly this morning a score of auto- 
mobiles were in readiness at 9:30 o’clock in 
front of the Bond Hotel to take all the 
guests and members at the convention for 
a ride about the City of Hartford. The first 
Stop occurred at Elizabeth Park and from 
there the party drove to Keney Park, at the 
north end, a thoroughfare over 10 miles long. 
Returning to the city the visitors were taken 
to the Travelers Insurance Co. Tower in this 
city. Here, on such a clear day as it turned 
out to be, an excellent view of the Con- 
necticut River and the surrounding moun- 
tains, as far south as New Haven, Conn., 
and as far north as Holyoke, Mass., could 
be seen, At the Morgan Memorial the col- 
lections in the various rooms were enjoyed, 
and also the valuable paintings. Choice 
pieces of porcelain ware, vases from all 
countries and many other objects were 
viewed with extreme interest by the visi- 
tors. 

The final stop was at the State Library, 
just across Capitol Ave. from the State 
capitol. Here the exhibitions, relics and 
souvenirs of the late war and scores of 
documents were viewed by the jewelers. 
Governor Everitt J. Lake, who had planned 
to be present at the gathering of the jewel- 
ers, was unable to be present this year. 

In Hartford, 19 of the retail jewelers 
whose stores are located in the center of the 
city or in side streets from Main St., gave 
to the public and members of the associa- 
tion one of the finest exhibitions, a special 
display of diamonds, watches, clocks, art 
goods, ivory sets, and in fact every kind of 
merchandise sold by a retail jeweler, at- 
tracting many people to the various places 
conducted by the members. Full stocks 
were handled for this feature of the two 
days’ convention, and the result was that 
many customers appreciated the courteous 
service given them, 








The Barnett-Tench Jewelry Mfg. Co. has 
been chartered in the office of the Secretary 
of State at Trenton, N. J., to operate from 
763 Broad St., Newark, with John A. 
Bernhard as agent, in manufacturing, buy- 
ing, selling, importing, exporting, repairing, 
trading and dealing in jewelry of all kinds, 
including goods, wares and merchandise of 
all kinds made wholly or partly of gold, 
silver and other metals, glass and leather 
ware of all kinds, novelties of all kinds, 
watches, watch cases and movements or 
parts thereof, and any and all articles 
usually manufactured by manufacturing 
jewelers, and to manufacture, buy, sell, im- 
port, export and deal in all kinds of jewelry. 

















May 3, 1922. 


THE JEWELERS’ 

















The News from England 











Death of Lawrence Barnett Phillips, Inventor of Keyless Watch—Thieves Rob 
Hull Jewelers—Special Silver Displays in Retail Stores—Jewelry in 
the Confectionery and Tobacco Stores 














Lonvon, April 21—The inventor of the 
keyless watch, Lawrence Barnett Phillips, 
has just died at his home in west London, 
after a two weeks’ illness. Mr. Phillips, 
who was born in 1842, in Bloomsbury 
Square, was, apart from being an authority 
on watchmaking and chronology, an artist, 
author, scientist and antiquary. The name 
of Phillips is well-known here. Members 
of the watchmaker’s family are proprietors 
of the Leicester Galleries, west London. 
The keyless watch inventor was only 18 
years old when he discovered the principle 
of the rocking bar mechanism for watch 
winding, now universally adopted this side 
by makers of keyless time pieces. Phillips 
was 19 when he set up in business for him- 
self as a wholesale chronometer and watch 
manufacturer. When he was 24 he pub- 
lished his “Autographic Album,” and 
while still in his 20s published the “Horo- 
logical Rating Tables.” The inventor retired 
from business in 1882 and took up painting 
as a hobby, being a frequent exhibitor at the 
Royal Academy. 

* x x 

Jewel thieves armed with a crowbar 
attacked the store of Harrison & Co., the 
Hull jewelers, the other morning soon after 
the establishment was opened for business. 
The two would-be thieves entered the store 
and rushed for some trays of jewelry. 
Walter Harrison, a senior member of the 
jewelry house, grappled with the intruders 
and was felled from a blow on the temple 
with the crowbar. Despite his injuries the 
jeweler managed to give chase up the street 
but eventually collapsed to the sidewalk. 
Very few articles of jewelry were obtained 
owing to the resistance put up in the store. 
One arrest has been made. 

k ok x 

In an article on “Diamonds” the London 
Evening News says that although at the 
present time most of our diamonds come 
from South Africa, Brazil and Australia are 
supplying some stones that are said to sur- 
pass the best South African gem in brilli- 
ancy. In treating the rough stone, the 
newspaper says, it is usual to cut the stone 
along the natural line of cleavage or by a 
very fine saw which has been treated with 
diamond dust and oil, a medium also used 
for shaping and polishing the facets. 

* *x* * 

Special silver displays have featured the 
windows of the metropolitan and suburban 
jeweler this month, some striking designs 
in solid silver having high-class filigree work 
being a particular attraction for the annual 
Spring purchaser of good silver ware for 
the table. All the leading jewelry houses 
are concentrating on silver displays, which 
is a pretty good sign as to the way the “wind 
blows.” Good silver ware obviously is in 
demand this side. But it must be good. 
And the design must be unusual and at least 
artistic. Special solid silver lines in break- 
fast and dinner services, luncheonette serv- 





ices and tete-a-tete services are being pushed 
with gratifying results. This probably ac- 
counts for the frequency of the good silver 
ware display in the average retail jeweler’s 
trim this side. 
xk * * 

A section of the retail trade here that has 
taken up certain jewelry lines not always 
to the satisfaction of the legitimate jeweler 
is the retail tobacconist-and-confectioner. 
The latter finds a profitable sideline to his 
pipe tobacco, cigars and cigarets in the 
automatic petrol lighter (put up in silver 
or electro-plate), the gold and silver match- 
box with snap lid for women smokers, gold 
and silver tipped cigaret holders, gold and 
silver jeweled cigaret cases and gold and sil- 
ver decorated snuff boxes. All these articles 
go hand in hand with the sale of tobacco 
lines, a fact that the tobacconist-and-confec- 
tioner discovered long since. Where a tobac- 
conist is alongside a retail jeweler the latter’s 
business is affected to no small extent in 
the matter of smokers’ jewelry lines. The 
same also applies to the retail chemist here 
since the latter is finding certain jewelry 
lines that fit in well with the ordinary 
druggists’ goods are profitable. Such lines 
include silver mesh bags, gold and silver 
containers for scents and perfumes, silver 
and tortoiseshe]l toilet sets and_ electro- 
plate mirrors and clocks for the boudoir. 
Sut this sort of competition the retail 
jeweler is powerless to prevent and his only 
policy, in circumstances like these (where 
he is sandwiched between a tobacconist and 
a druggist) is to beat them on quality and 
attractiveness. 








Plans Under Way for Annual Convention 
of Empire State Retail Jewelers’ Asso- 
ciation at Saratoga Springs, 

July 3, 4 and 5 


suFFALO, N. Y., May 1.—Notices to mem- 
bers calling their attention to the annual 
convention of the New York State Retail 
Jewelers’ Association and urging their at- 
tendance are being mailed this week by Sec- 
retary Alfred O. Bald. The convention this 
year will be held on July 3, 4 and 5 in 
Saratoga Springs where many will recall 
the enjoyable time had on the occasion of 
the 1919 gathering. 

This popular watering place will be at 
the height of its season in July and the 
wonderful country surrounding the Springs 
will be seen at its best, Secretary Bald is 
advising members. It is planned to have 
the convention take on an international as- 
pect this year through invitations sent to 
officers of the Canadian association. 
Thomas Roden, Toronto, head of the organ- 
ization across the border, will be asked to 
deliver an address. 

The Fourth of July program for delegates 
and their wives will include a trip on beau- 
tiful Lake George, one of the most enchant- 
ing bits of water in the State. On return 
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from the lake trip dinner will be served at 
the hotel and special entertainment for the 
evening is planned. Mr. Bald is now busy 
arranging the program, soliciting advertis- 
ing which will appear therein. 

President F. P. D. Jennings of Albany 
will have charge of arrangements for 
speakers at the convention. Further par- 
ticulars will be supplied members from 
time to time between now and convention 
time. Buffalo is expected to send at least 
15 delegates. 








Montreal Manufacturing and Wholesale Jew- 
elers Form Organization to Be Known 
as the Manufacturers and Wholesale 
Jewelers of Montreal 


MonTrEAL, Can., April 26.—A meeting of 
manufacturing and wholesale jewelers was 
held at Freeman’s Hotel on Monday eve- 
ning for the purpose of forming an organ- 
ization to be known as the Manufacturers 
and Wholesale Jewelers of Montreal. The 
chair was occupied by J. Barrington. 

R. W. Gould, of the Canadian Manufac- 
turers’ Association, spoke on organization 
work pointing out what had been accom- 
plished by the Canadian Manufacturers’ As 
sociation since its formation 50 years ago 
including legislation, reduction of overhead 
costs, improved sales methods and the solu- 
tion of transportation problems. 

A. Ryan, federal government inspector of 
solid and silver metals, urged the main- 
tenance of the present Stamping Act im 
order to preserve the highest possible stand- 
ard in the manufacture of jewelry. 

Officers will be elected at a future meet- 
ing. 








Death of H. T. Hansen, of Hansen & 
Schriber, Akron, O. 


Akron, O., May 1.—Harry T. Hanson, 34, 
head of the jewelry firm of Hansen & 
Schrier, 12 I. Market St., is dead. Until two 
years ago he was head of H. T. Hansen 
& Co., manufacturing jewelers and diamond 
setters with offices in the Central Savings 
and Trust Building. He entered partner- 
ship with G. N. Schriber two years ago. 

Mr. Hansen came to Akron six years ago 
from New Jersey. A _ sister, Mrs. Fred 
Schutt, lives at River Edge, N. J., and a 
brother, John, is in Hillside, N. J. 

Deceased lived at 660 Rider Ave. with his 
wife, mother and two children. Following 
funeral services there the remains were sent 
to Brooklyn, N. Y., for burial. 








Two new creations in Pyralin toiletware 
are announced by the du Pont Co., both of 
which are distinguished by an unusual two 
color effect. This is achieved by an over- 
lay of the shell or ivory pyralin, as the case 
may be, on an amber base, the resultant 
effect of which is to beautifully outline each 
article in a gold tint. The new creations 
are an indication of some of the latent 
possibilities of pyroxylin plastics. These 
plastics give almost limitless scope in 
achieving beauty and lend _ themselves 
especially to the development of the most 
harmonious color effects. At the present 
time, according to the du Pont Co., both 
new creations are being applied in articles 
in the Du Barry pattern. 
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Hold 15th Annual Convention at Atlantic City 


Members of the National Wholesale Jewelers’ Association Discuss Important Topics with 
Manufacturers at Enjoyable Conclave Held at New Jersey’s Great Sea Coast Resort 
—Officers Elected and Program Containing Many Important Addresses Com- 
pleted in Record-Breaking Time—Discussions Characterized by Unusual 





Frankness on All Sides 














Atiantic City, April 29—The 15th an- 
nual convention of the National Wholesale 
Jewelers’ Association ended here last night 
instead of this morning as scheduled, after 
two days’ sessions that, though long and 
strenuous, were exceedingly interesting and 
at all times edifying to the members who 
attended. The entire proceedings were most 
instructive to manufacturer and wholesaler 
alike inasmuch as the sessions were char- 
acterized by a frankness of expression on 
the part of the speakers that is unusual in 
conventions of this kind, but the frankness 
in no way interfered with the friendliness 
or mutual good will of those who took dif- 
ferent sides of the discussion. The manu- 
facturers who attended were able to see the 
trials and tribulations of the wholesaler 
more vividly than ever before, while the 
wholesaler was told what the manufacturer 
was up against under present conditions and 
what he must resort to to keep his organiza- 
tion going. As a result, both got the 
angles of the other and this will to an extent, 
no doubt develop co-operation that was 
strongly insisted on by all speakers as the 
absolute essential for business development 
at the present time. 

Outside of the trade problems, the mem- 
bers learned much of the work of the other 
organizations in the trade and how and 
where they could co-operate with them. 
The one organization that came in for con- 
siderable criticism was the National Jewel- 
ers’ Publicity Association, it seeming to be 
the sense of most of the members present 
at the last session, that too little information 
is given by this organization to its sub- 
scribers and supporters as to the general 
plan of its work in the future, or the way 
it is intended to expend the money raised. 
Sympathy seemed to be expressed with the 
purpose of the movement, the criticism re- 
ferring to the way the work was being 
carried out. 

The one social feature of the gathering 
was a mock trial held Thursday night 
which, though gotten up on the spur of the 
moment, proved to be most diverting and 
enjoyable. 

Thursday’s Session 

The schedule called for the session to 
begin Thursday morning at 10 o’clock but 
this was not possible owing to the fact that 
the executive committee, having been unable 
to meet the night before, started their work 
at 9:30 Thursday, and were held in session 
for nearly an hour and a half. So it was 


just about 11 o’clock that President Bur- 
dick’s gavel fell to call the meeting to order 
in the Vine Room of the Hotel Shelburne, 
one of Atlantic City’s older but prominent 
resorts on the 


Boardwalk. The opening 





session showed small attendance both of 
wholesalers and manufacturers but as the 
preceedings went on more and more drifted 
into the room and before the morning ses- 
sion adjourned, both the associate and active 
members were fairly well represented. 
President Burdick’s which was 


address, 





H. W. BURDICK, RE-ELECTED PRESIDENT 


listened to with careful attention, 


follows: 


was aS 


ADDRESS OF PRESIDENT BURDICK 

We have passed the most trying year for the 
management of our business in the history of our 
association. It has been a season filled with what 
has appeared to be almost unsurmountable obstacles, 
the main ones of which were excess inventory, high 
overhead, depreciation of stock on hand, and no 
demand for merchandise. 

Your executive committee at once suggested what 
has since been termed ‘fA series of inspiritional 
letters,’ written by various members of our asso- 
ciation, a copy of which was mailed by your secre- 
tary to every member, and which the Chair asked 
to be continued every month during the year. The 
tendency of all merchants, owing to the “panicky 
feeling’ created by excess inventory, was to reduce 
stock, regardless of replacement cost, which meant 
nothing short of financial suicide. These letters 
have been of benefit, not only to our members, but 
to some who received them who are not members. 
We know that suggestions contained in some of 
these letters were helpful and were adopted by 
some non-members of our association, for the folly 
of selling staple merchandise at below cost, that 
prevailed in some localities last April, May an 
June, was clearly recognized. 

Let conservatism be our watchword until ‘frozen 
credits can be further reduced, and I would sug- 
gest that many of us would find it profitable to add 
to our office force an expert credit man, even 
though this seems to defeat our great object of 
reducing overhead expenses, for we all know that 
the credit end of the jewelry business, from manu- 








facturer on to the retailer, is openly criticised 
(and justly, tco) by every other line of merchan- 
dising in the country. 

Are we conducting the affairs of our association 
for the greatest benefit to the largest number cf 
members? If not, we are open to suggestions at 
this meeting. Commencing last year, and carrying 
through to the present time, we have received, as 
associate members, a large number of tool, ma- 
terial and finding houses, some of which are the 
largest in the country, and it is readily acknowl- 
edged that this step is one of the most important 
ever taken by our association. We must not stop 
here, but continue to be aggressive until every mate- 
rial house in the country is a member. Should we 
not also ask all importers of material to become 
members of our association? 

It has also been suggested that the activities of 
our association could best be conducted and _ im- 
proved, were we to encourage the holding of zone 
conferences, say three in number, viz: Eastern, 
Middle and Western. The object is that matters 
of importance come up, in which members of some 
particular locality, are vitally interested, while other 
localities may not be concerned. 

ATTITUDE OF SOME 


MANUFACTURERS TOWARD THE 


WHOLESALER 


We have, as associate members of our associa- 
tion, many of the largest and most important man- 
ufacturers of the various lines of merchandise we 
sell. We want all manufacturers to believe that 
their goods can be most thoroughly and economi- 
cally distributed through the wholesaler, and we 
want them to suggest to us any plan that will fur- 
ther and increase the sale of their product through 
the wholesaler, and we assure you, Mr. Manufac- 
turer, of our full and hearty co-operation. 

I call attention to the most successful manufac- 
turer of staple goods in our line, and sold by nearly 
every member of our association who pinned their 
faith to the wholesaler from the beginning, and 
who continues to sell their entire product through 
the wholesaler, and through no other channel, for 
the following reason: they concede that the dis- 
tribution of their goods is more economically 
and _ satisfactorly attained. 

If we can serve one manufacturer of high ideals 
and country-wide integrity who are zealous that 
their product from the time it leaves their factory 
to the time it reaches the consumer through the 
retail jeweler, and who are satisfied that their 
interests are best served through the wholesaler, 
why can we not serve many other manufacturers 
as well? 

There are some 
wholesaler and who 
surplus stock. 

The Chair wishes to congratulate those who are 
here, as well as those who were unable to attend 
this convention, on the fact that we have prog- 
ressed most satisfactorily. inasmuch as our heads 
are still out of water and our craft is eminently 
sea worthy, and fair weather ahead. The sun will 
shine as brightly in the future as it has ever shone 
in the past, and the long-wished for harbor of re- 
laxed anxiety is in sight. 

The idea of helpfulness to all the members, has 
been uppermost in the minds of your executive 
officers, in all of their association work during the 
past year, and to conduct the affairs of the asso- 
ciation for the greatest benefit to the largest number 
of members, has been the constant aim, and I 
want to take this opportunity to express most cor- 
dially, my hearty thanks for the splendid support 
of the executive staff, the advisory board, the ex- 
ecutive committee and the secretary’s office, as well 
as members of our standing committees, in the 
selecticn of which we have been most fortunate, 
every member having worked earnestly and given 


manufacturers who sell the 
insist that we carry their 
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generously of his time. I would be remiss if I 
did not mention especially the work of the member- 
ship committee, under the chairmanship of Mr. 
Julian G. Schwab, from whose report you will hear 
of many new members added to our list, both active 
and associate. 

Let me express, too, the very great pleasure 
I have had in serving you as president, and I as- 
sure you that the honor you have given me will 
always be among my most pleasant memories. 


After the applause had subsided, the re- 
port of Secretary James A. Fernley was 
read by his father, T. James Fernley, the 
advisory secretary, and gave a fairly good 
summary of the activities of the organization 
during the year. He said: 


REPORT OF SECRETARY FERNLEY 
It is again my pleasant duty to present to you 
a report of the work of the office of the secretary 
covering the activities since our West Baden con- 
vention, and recording the 15th year of the work 
of the organization. 














SYDNEY Y. BALL, FIRST VICE-PRESIDENT 


Your association has kept in most intimate touch 
with the members and associate members during the 
year past, and has been constantly endeavoring 
to assist in every possible constructive way in 
working through what has probably been the most 
difficult and trying year in the history of the busi- 
ness. 

The policies laid out by your president and 
other officers, members of the executive committee 
and advisory board have provided for the close 
relations referred to and for the policy of keeping 
in active touch with every one connected with the 
association through membership or associate mem- 
bership. 

As a result of these policies, your association 
has communicated with you as frequently as the 
importance of the matters under consideration has 
justified, presenting these subjects to you in con- 
siderable detail, and we, therefore, refer but briefly 


to the matters which have been covered in com- 
munication to you as mmbers. 
INSURANCE PROBLEMS 
Your association investigated into the matter 


of insurance costs, taking up with the members 
the subject of their experience, and compiling a 
report indicating the views of the various members 
throughout the country as well as their experi- 
ence. 

This has covered both insurance with Mutual 
Companies such as the Jewelers Safety Fund So- 
ciety and with Lloyd’s of London. 

As a result of all of this, consideration of the 
problems and of the resulting correspondence, we 
are to be addressed by the president of the Jewelers 
Safety Fund Society, dealing with the problems 
as they have presented themselves and of the sug- 
gestions for the members of our association to 
think over. 

It has been quite clear that the insurance cost 
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has forced itself upon the renewed attention of 
our members in order that through a careful hand- 
ling of the matter they might receive reduced 
charges. 

It is well known that in the mutual companies 
attention is paid to the moral hazard, and that 
by this fact, a lower insurance cost has been 
reached and maintained than if there were not 
this careful scrutiny of the character of the appli- 
cant for protection. 


WHOLESALE DISTRIBUTION 


The members of the association have been most 
active in the distribution of merchandise during 
the past year, using every effort to develop busi- 
ness along aggressive lines under difficult condi- 
tions, 

Retailers have been well served by the whole- 
saler who has promptly reflected any changes in 
manufacturers’ prices, placing the goods at the 
immediate disposal of the retailers at the new lower 
prices. 

OVERHEAD EXPENSE 


Your association has made some inquiry re- 
garding the overhead expense in wholesale jewelry 
distribution, and while there are some items of 
expense which are fixed, such as rent, it is sug- 
gested that possibly there are economies which 
could be effected in wholesale distribution. 

Many of our members are paying an increasing 
amount of attention to the factor of turnover on 
merchandise, with a view to more efficient opera- 
tion through a greater turnover. 

It is borne in mind at the same time that the 
large variety of merchandise necessary in our busi- 
ness does not encourage as great a turnover as in 
some other lines, but it is believed that there are 
some items wherein we can induce a better turn- 
over of goods. 


COLLECTION OF ACCOUNTS 
The association has sent letters urging payment 
of delinquent accounts, and the response to these 
letters has indicated that payment of the accounts 
has been given better attention through the influence 
of the asscciation. 


COMPENSATION OF 

Attention has been given by the members of 
the association to various methods of compensa- 
ting salesmen, and also regarding the daily ex- 
pense of salesmen. 

This daily traveling expense has averaged from 
$5 to $6 in 1918, but today the average daily trav- 
eling expense has been from $9 to $12 per day. 

Some relief may be had through lower railroad 
rates, which your association has advocated, by 
lower hotel rates which are beginning: to material- 
ize, and also by lower rates by local expressmen 
employed to haul sample trunks between railroad 
stations and hotels. 


SALESMEN 


FEDERAL TAX MATTERS 


Your association has been co-operating with the 
Jewelers War Revenue Tax Committee in the mat- 
ter of Federal Tax Legislation, and information 
has been sent to you from time to time relative 
to the various rulings and pending measures. 

Considerable sentiment has been expressed against 
a sales tax, and it is requested that the members 
in this convention record themselves as opposed 
to or in favor of a sales tax by our Federal Gov- 
ernment. 

Such a tax might mean triple taxation for our 
industry, as represented in the regular Federal 
taxes, the excise taxes and then a sales tax. 


BANKERS CO-OPERATE WITH THE JEWELRY TRADE 


At this convention there will be discussed the 
matter of presenting facts to bankers concerning 
the sound status of the jeweler in making loans. 

During the past several years, it has been very 
clearly demonstrated that the merchandise repre- 
sented in the inventories of those in the jewelry 
industry is less susceptible to drastic price defla- 
tions than the merchandise in many other industries. 

It also is true that the volume of business in our 
products has not suffered the severe slump of 
other lines, although, of course, our volume has 
fallen off materially. 

It therefore seems clear that the members of 
this association can prepare a summary of some vf 
the reasons why the jewelry trade is entitled to 
credit accommodations without unfair discrimin- 
ation, 

PRICE PUBLICITY 

Recently our industry has suffered somewhat 
from price publicity, indicating net prices being 
quoted in open circulars, trade papers and else- 
where, with the attendant danger of these prices 
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falling into hands other than those for which they 
were intended. 

While it has been suggested that the system of 
the long price subject to trade discounts be em- 
ployed, this suggestion has in many cases been 
adversely received. 

It is the belief of some of the trade paper pub- 
lishers that if the adverse sentiment of the trade 
is recorded, those who seek to publish such prices 
will understand that they are running against 
the trade sentiment. 


CO-OPERATION BETWEEN WHOLESALERS 


One of the features of the work of this asso- 
ciation which has been of considerable benefit, is 
that of the better acquaintance among the whole- 
salers with a greater degree of tolerance and even 
the development of friendships among our members. 

It is well known that in time past, the whole- 
salers of jewelry in the same city and in other 
cities have not been willing to concede fairness 
on the part of their competitcrs, and have been 
quick to believe in reports concerning acts of com- 
petitors without checking. This has been entirely 
changed to the benefit of every member. 

Likewise there has been better co-operation with 
the manufacturers and greater willingness to co- 
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operate in the development of increased sales under 
satisfactory conditions. 


WATCH MATERIAL GROUP 


Your watch material group has endeavored to 
work during the year for the furtherance of the 
interest of the members, and a separate meeting 
of the group will be held during this convention. 

Many of the problems of the Watch Material 
Branch deal with more liberal compensation by the 
manufacturer and better business policies through- 
out the industry. 

Due to limitations surrounding some of the work 
which your association can take up, it has not 
been possible to take action on all questions ad- 
vanced, but our activities have continued along the 
lines except those which are unfavorably regarded 
by the Government. 

SELLING PLATINUM MOUNTINGS BY WEIGHT 

Members of the association have expressed them- 
selves as opposed to the practice of buying and 
selling platinum mountings by the pwt. because 
they consider it bad business policy, leading to 
corrupt trade practices, and they greatly prefer 
the method of selling platinum mountings and 
other goods of this characted by the piece. 

Due notice has been given of this preference on 
the part of the members of this association. 
WANTED 


OVERSTOCK AND GOODS 


The association will continue to perform the ser- 
vice of acting as a clearance house on items of over- 
stock held by any member or to circularize the mem- 
bers in case merchandise is wanted by any mem- 
ber so there may be mutual benefit in the sale of it 
by another member. aan 

This department of the work of the association 
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Sabbath School 
Studies Unique 
Window Display 


For the first time within our mem- 
ory the display presented in the shop 
window of a local merchant has be- 
come the subject of a special study by 
a class of Sabbath School pupils. 

The display in question is that now 
appearing in the window of Land- 
scheft’s Jewelry Store on Carroll 
street, wherein the decorator has ar- 
ranged at apparently considerable ex- 
pense an exact reproduction of a 
scene famous in biblical history. 

The scene as a whole, done in soft 
but beautiful coloring, represents the 
walls and the north-east tower-gate 
entrance to the City of Cairo. In the 
center of the wall appears the public 
fountain and nearby the hooded fig- 
ure of a woman bearing a filled water 
jar. Another hooded figure appears at 
the left, while seated in the fore- 
ground appears the ever present Cairo 
street beggar. A most life-like camel 
and driver resting in the shade of the 
wall complete the picture. 

It was to this display that Miss 
Miles of the First Congregational 
Church, yesterday afternoon escorted 
her enthusiastic group of Sunday 
School pupils. Mr. Landscheft ex- 
plained the whole scene to the children 
in a very interesting manner. 





























Read What A Newspaper 
Published About This Year’s 
W.W.W. Window Display! 


To the left appears an extract from a 
newspaper in an Eastern city where a 
jeweler had placed our display in his 
window. 


What this display has done for that 
jeweler it will do for you. 


No words can do it justice. You must 
see it to appreciate it. It is different 
than anything you have ever seen. It 
is worth hundreds of dollars as a win- 
dow attraction, and costs the W.W.W. 
Jeweler nothing. 


It is magnificent—it is educational—it 
is high class in every way. It interests 
the old and the young. It in no way 
advertises W.W.W. GUARANTEED 
RINGS, but merely you and your store. 
This display is only one of several good 
reasons why you should see this year’s 
W.W.W. Line. 

Remember—we offer not merely good 
Rings but mighty good advertising. 


Remember—that W.W.W. GUAR- 
ANTEED RINGS cost no more than 
ordinary ones. 


White, Wile & Warner 


“Makers of W.W.W. Guaranteed 
Nationally Advertised Rings’ 


Buffalo, N. Y. 
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is open to every member, and overstock lists are 
confined strictly to our members. 


TRAVEL 


Your Advisory Secretary has very widely visited 
members covering over 25,000 miles in the pur- 
suit of the opportunity of conferring with present 
members and of talking with prospective members 
with relation to the work being done by the asso- 
ciation and the greater opportunities of the future. 

The association in this way has enjowed the 
benefit of suggestions from the members, these ex- 
pressions invariably giving valuable information 
which has been employed for the benefit of all. 


EXECUTIVE COMMITTEE AND ADVISORY 
BOARD 


OFFICERS, 


Your officers, executive committee and adviscry 
board have determined the policies of the associa- 
tion, and have indicated the lines along which the 
work should be carried out. 

President Burdick has been thoroughly in touch 
at all times with the work of the association, di- 
recting the secretary’s cffice in the various matters 
which have been taken up and which have continu- 
ally demanded attention through the association 
year. 

To the officers, members of the executive com- 
mittee and advisory board, our thanks are due, and 
hereby extended both in the interest of the work 
which should be and has been taken up on behalf 
of the association and through matters which it has 
been decided were not such as we should take up. 

The association has ample facilities not only for 
continuing, but for increasing the volume of work 
entrusted to it, and is prepared to continue to 
promote the interests of its members and associate 
members, thereby helping to make 1922 and follow- 
ing years more satisfactory, not only for the retail- 
ers and wholesalers, but for the manufacturers in 
their relations with distributors. 


In the discussion that followed, Thomas 
A. Fernley was called upon for some details 
as to the suggestion for a “clearing house” 
for overstock, and explained that this was 
an activity carried on by the organization 
as a convenience for members and not as a 
sales proposition for them. Various ex- 
pressions of opinion were given by whole- 
salers and manufacturers as to the good 
effect of this work. Mr. Mednikow and 
Mr. Schwab and other speakers for the 
wholesalers and Mr. Carr for the manu- 
facturers. 

The nominating committee then appointed 
by President Burdick, consisted of L. bgt 
White, chairman; A. G. Gilmore, J. H. 
Mednikow, Jonas Koch, Benjamin C. Allen, 
George L. Siglan and R. J. Peterson. 

The report from wholesalers and man- 


ufacturers concerning conditions proved 
very instructive. Marcel Mirabeau, who 
lead off, called attention to the fact 
that the diamond situation was the 


crux of the whole situation, as until dia- 
monds were moved, the retail jeweler could 
not be in a position to buy. This situation, 
he showed, was growing better as mélce, 
prices had shown an increase of 25 per cent 
over those of January and new goods were 
going to be higher. 

Henry Thresher of Providence said that 
this was most welcome news, that the public 
bought, and business developed, only on an 
advancing market. He showed how the 
interest of the manufacturer, wholesaler and 
retailer dovetail together and that the con- 
gestion in the flow of goods at the stores 
of the retailers, jammed up business all the 
way back. The duty of all elements of the 
trade, he said, was to move the stock from 
the retailers’ shelves at no matter what the 
cost. The one problem was to take care of 
“overhead” and move stock and something 
must be done now. 

Jonas Koch explained what the wholesale 
dealers had been going through in the past 
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year in the carrying of large stocks, while 
Mr. Carr of Ostby & Barton, spoke on the 
necessity of co-operation of the three 
branches of the trade as most essential. 
Overhead, he said, could only be taken care 
of in two ways, one, by increasing prices, 
and, two, by increasing volume of sales. 
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The first was not practical and the second 
must be considered. 

Victor E. Black, speaking for the manu- 
facturers, said be believed there was busi- 
ness to be had if people went after it in the 
right way and urged the wholesalers to show 
the retailer how to sell stock without 
auctions. The retailer must be encouraged 
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to go after business and he gave some ex- 
amples of how this had been done in certain 
sections. 

E. L. Spencer of Providence, told how 
certain retailers were holding stock on their 
shelves by their inactivity and indisposition 
to cut prices. He talked plainly and frankly 
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to the wholesalers in regard to the depart- 
ment stores and in regard to how he, as a 
manufacturer, had been forced to change 
his policy of 30 years’ standing in order to 
keep his organization going. 

Morris Karpeles felt that the great prob- 
lem lay in the indifference of the wholesaler 
to spending time to educate the retailer and 
using his travellers for this purpose. He 
spoke of the retailers’ competition with the 
department stores and how hard was the 
position of the little man who could not 
afford high priced’ sales managers, high 
priced window dressers and advertising 
men, in fighting those who could. The re- 
tailer has to depend upon the wholesaler, he 
said, and if he cannot sell his present stock, 
manufacturers and wholesalers should help 
him do so. The department stores are 
scouring the markets for the latest goods 
here and in Europe with which they are 
forcing trade. He urged that the members 
of the association work together to give a 
service that would help the retailer meet 
this competition by developing sales man- 
agement and solving the problems that the 
little jeweler has confronting him at. all 
times. 

Mr. Abrahamson, secretary of the Ohio 
Retail Jewelers’ Association, who was 
present, took the ground that the conditions 
of the country at present were such that 
more merchandise could not be absorbed. 
He felt that the retailers were good business 
men but they were up against a condition 
that even the best talent could not change. 

Others who participated in the discussion 
were Mr. Aisenstein, of New York, . Mr. 
Gilmore of Smith, Paterson Co., Boston, 
and Louis Sickles of Philadelphia, the latter 
calling attention to the fact that the depart- 
ment stores were sending their buyers to 
Europe because the new goods could not be 
gotten here at the proper prices. He urged 
them all to help create a demand for jewelry. 

New members elected at the morning 
session included Richter & Phillips Co., 
Cincinnati; Jerome Meyer & Sons, Wilkes 
Barre, Pa.; the Hadley Co. Providence, and 
Snefler Bros., of Newark. 

Before adjournment Thursday morning, 
the members were given some good news in 
a telegram sent from New Orleans to the 
effect that at the triennial encampment of 
Knights Templar in that city, it had been 
decided that the design for the official button 
of that order should be open to all manu- 
facturers. 

Telegrams of greeting were ordered sent 
to ex-President Fred D. Thearle of Chicago 
and Joseph E. Regan, Indianapolis, who 
were unable to attend. 


THURSDAY AFTERNOON 


The morning session having kept up until 
after one, the afternoon session started a 
little late and opened with the introduction 
of F A. Berger, who spoke very briefly on 
the distribution of pearls. He said: 


ADDRESS OF F. A. BERGER 
Gentlemen: 

I will address you briefly regarding the pearl 
market. 

I urge you to realize that every wearer of an 
imitation pearl necklace is a prospective buyer of a 
new and better one to replace her present deterio- 
rated strand, that is as detrimental to her appear- 
ance as a badly worn pair of shces. 

This wearer has perhaps purchased five or six 
strands in her lifetime, and on the occasion of each 
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purchase she is more discriminating, for she has 
received a pearl education. She examines each 
bead for color, shape, contour, finish of hole, and 
finally examines the entire strand for its gradua- 
tion and appearance. She is familiar with all 
brands, and can be counted on to make an intélli- 
gent selection. 

Gentlemen, that person is the individual 
keeps up the demand for the items we make. 

The retail jeweler, also, has received an artificial 
pearl education—his years of experience catering to 
the demands of his customers make the jeweler 
today a discriminating buyer. He examines your 
shipments not for the beauty or fragrance of the 
box—but he examines each bead of a necklace with 
considerable care; he knows. 

Do you realize the progress the jeweler and his 
customer have made in the knowledge of artificial 
pearls? It is his active item today. First he re- 
quires a reputable brand; secondly, he demands 
perfection of make, finish and durability; thirdly, 
he must be in a position to order his requirements 
intelligently, for he is called on for special gradua- 
tions, lengths and clasps. 

We have made an important survey 
conditions throughout the country. Each 
has been carrying diversified makes of all kinds; 
he is unloading—his great purpose is to have a 
clean line of a brand that will always deliver uni 
form qualities. 


that 


of these 
jeweler 


At the conclusion of Mr. Berger’s address, 
Edward H. Hufnagel, president of the 
American National Retail Jewelers’ Asso- 
ciation, was given a warm welcome and 
delivered an address that was considered 
by many to be inspirational. Mr. Hufnagel 
said: 


ADDRESS OF EDWARD H. HUFNAGEL, PRESIDENT 
OF THE A. N. R. J. A. 


It is true, I believe, that wholesalers, manufac 
turers and retailers are beginning to realize that 
much more can be gained by friendly co-operation 
than by unfriendly acts. 

Not long ago newspaper editors sought to stir 
up strife—in other words, find two black cats that 
they could sic on one another for the purpose of 


crgating news. All sorts of practices were and 
are indulged in by men and women to further 
their own selfish ends, 


There is no accounting for taste, neither is 
there any more explanation for certain actions than 
there is a reason why a horse eating grass grows 
hair, while a goose eating grass grows feathers. 
One thing is common, they both eat grass. This 
fact leads us to believe that certain things are 
fundamental and must be recognized. 

The cost of production and the cost of distri- 
bution are basic factors in the cost of living. Let 
us start our thought along this line and see if 
we cannot find a way to work out a plan that 
will be mutually satisfactory to manufacturers and 
distributors. 

As the price of an article has much to do with 
the quantity that will be absorbed or used by the 
consumer, it stands to reason that we must pro- 
duce desired articles at a price that the public 
is willing to pay. This will insure quantity, con- 


sumption and consequently economy in price. 
How far can we go in the matter of lowering 
cost? 


Just as far as the quality will not become 
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impaired nor the standard lowered. Most mer- 
chants understand that the easiest way to get busi- 
ness is to sell a little below the market price. 
Some resort to questionable methods in accomplish- 
ing this object. They will risk greater hazards, 
such as a partial insurance coverage, extending 
credit where there is a question of integrity, shad- 
ing the quality where there is no law governing 
the same, or skimping in the finish either of the 
article or the packing, to bring the cost down. 
There are a dozen ways that can be resorted to. 

We have ever present with us the ‘Fake’ dia- 
mond house that advertises perfectly cut diamonds 
at ridiculously low prices, etc., etc., ad infinitum. 

Since the war has come to an end we must 
admit that we have passed through a period of 
“moral slump.’’ Sheer necessity has forced many 
business houses to conduct sales in order that they 
might meet pressing obligations. Some of these 
sales were conducted with the thought in mind 
of ccnserving the future respect of clients and the 
trade, others were thrown wide open, principles 
were forgotten and a great injury was done to 
neighboring jewelers. I speak of this subject 
particularly because of what I saw on my exten- 
sive trip around the country. Some retailers over- 
bought at a time when business looked good. When 
the depression came they were caught long cn 
stock and short in cash, and could not meet their 
obligations when they matured. Instead of liqui 
dating slowly and securing a profit on their sales, 
they not only sacrificed their profit, but actually 
Icst considerable money. Their financial statement 
would show that they were not as well off finan 
cially after the sale. 

Too few business people recognize the fact that 
includes overhead charges and cannot cor 
rectly be figured in any other way. Any price 
below this cost nets the seller a loss. We talk a 
lot about turnover, getting costs down, etc., but 
we do not succeed along these lines because the 
public is still imbued with the idea that the jeweler 
sells only luxuries; the public also patronize de 
partment and hardware stores very extensively for 


cost 


many of the quicker turnover lines—the prime 
necessities—such as plated silver table articles, 
watches and clocks. 


The four outstanding lines of a jewelers’ stock, 
and the ones which form the great bulk of his 
sales volume, are diamonds, watches, gold jewelry 
and silverware. It has been found by the Harvard 
Research Bureau that the turnover in these lines 1s 
comparatively slow, averaging not over one time 
per year. This fact makes it very difficult to lower 
the cost of doing business. Store rents have in- 
creased enormously, clerk hire, sales help and 
mechanics’ wages have gone up approximately 75 
per cent. since before the war, and there does not 
seem to be any way for the retailer to get back to 
pre-war conditions. 


New levels have been established on a much 
higher plane. Manufacturers have recourse to 


methods for lowering prices which the retailer can 
not secure. Manufacturing processes through im- 
proved machinery, standardizing the product and 
eliminating unnecessary and unprofitable articles, 
and the introduction of scientific methods of doing 
business will help the manufacturer to lower costs. 
Weeding out the type of business enterpriser who 
is not a good merchant will have its good effect 
upon prices, as losses sustained through failure 
must necessarily have to be charged into cost. 
Why do the wholesale distributors continue to 
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extend credit to people who are known to be 
failures? 

One of the most flagrant troubles in the trade 
is that it is too easy to obtain credit. I have 
watched with a great deal of concern the increas- 
ing number of failures which have taken place 
during the past 16 months and know that this year 
is going to show a very heavy mortality. 

If the wholesale jewelers will consult and follow 
the reports which are so ably presented by the 
National Jewelers Board of Trade, there will be 
fewer failures and more sound condition generally. 
I have known concerns to fail several times and 
after passing through bankruptcy they were imme- 
diately advised that they could procure thousands 
of dollars’ worth of merchandise either on memo- 
randum or credit. Some of the persons referred 
to have not been honest, and I dare say that some 
wholesale jewelers extending credit in many cases 
have neither been honest to themselves nor to their 
regular trade. It is usually this class of business 
man that is the most immoral type we have to deal 
with. He not only disregards his competitors, but 
violates the trust which has been imposed in him 
by selling at suicidal prices the merchandise which 
he has secured from his friend the wholesaler. 

Only the other day at one of our bank directors’ 
meetings we were requested to increase a loan on 
a piece of property to assist the owner to meet his 
living expenses. After a short discussion the bank 
officials decided that they did not wish to see the 
man become more deeply involved by adding to 
his burdens in this manner, and for obvious rea- 
sons the loan was declined. It is much the same 
with certain tradesmen. They have no conception 
of the cost of doing business and put a mark-up on 
merchandise which incurs a lcss, and it is only a 
matter of time before they get into trouble; also 
those who charge outrageous prices for goods, as 
I am told a certain department store in the west 
is doing by offering regular $2 beads for $10. Both 
of these practices are reprehensible and should not 
be tolerated. 

I do not know of anyone who is in a better posi- 
ton to educate the watchmaker jeweler to the 
fallacy of these policies than his friends, the travel- 
ing men and wholesalers who come into intimate 
contact with them. 

During the past 20 years the jewelry trade as a 
whole has not averaged more than two prosperous 
years in 10. This would indicate that there is 
something fundamentally wrong and I believe it 
would be well fcr the constructive minds in our 
trade to help solve the difficulty. 

As intimated, the average jeweler is not a mer- 
chant. He has undervalued his services in repair- 
ing of all kinds and has been a victim of much 
free service. These things have militated against 
his success and it is high time that a new basis be 
established which will insure success to a greater 
number in the future. I believe there are potential 
possibilities which will enlarge the scope of our 
business very materially if we will take the neces- 
sary measures to attract more trade to our estab- 
fishments. Advertising is the way open for us to 
build up an increasing volume. 

I learned in California that the Orange Growers’ 
Association had increased their total volume of 
business from $8,000,000 per year to $83,000,000 
in a short space of time. The florists have made 
tremendous gains bv advertising their slogan, 
“SAY IT WITH FLOWERS,” and the painters 
by the use of the slogan, “SAVE THE SUR- 
FACE.” We jewelers have a better slogan than 
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any of these and if we can build additional busi- 
ness by judicious advertising, as many of us feel 
we can, I would suggest that we give our financial 
and moral support to the National Publicity Bu- 
reau, which has this matter in charge. Numerous 
trades have found it extremely profitable to conduct 
trade extension campaigns, and I do not know why 
we jewelers should not combine and subscribe more 
generously to the efforts which the National Pub- 
licity Bureau is putting forth. 

I have before me at the present time a booklet 
which was produced by the American Face Brick 
Association, picturing beautiful homes, floor plans 
and descriptions of various houses which can he 
built at moderate prices. I have another prepared 
by the United Furniture Industries, and numerous 
other trade extension pamphlets, all of which aim 
to create a greater demand for their products. 

Why should the jewelery trade as a whole not 
unite and have published booklets which could be 
distributed through the 26,000 jewelry establish- 
ments throughout the country, inviting people to 
investigate the beautiful creations of the jewelers’ 
and silversmiths’ art and thereby stimulate a de- 
sire on the part of the consumer for these cultural 
things which help to make the home more attrac- 
tive. We can serve two purposes in so doing: 
One, by gaining business for ourselves, the other 
by elevating the taste of the consumer. 

The printing of prices in advertising matter 
should be either excluded or printed in such a 
way that the consumer does not know the cost. As 
I mentioned before, the cost of an article is not 
the price laid down in the store, but that price plus 
overhead charges. This is something that very 
few consumers understand. Are we not entitled to 
a fair margin of profit cn our business? If whole- 
salers will persist in distributing price lists con- 
taining net wholesale cost in the open mail it will 
continue to be a source of endless irritation, as it 
is unfair to his customer in that it gives a false 
impression. Our association has requested whole- 
salers to mark their merchandise in such a way 
that a discount key, understood by the trade, can 
be used. I believe the time is coming when the 
retail jewelers will take a definite stand and not 
purchase from the wholesalers who insist upon send- 
ing net quotations through the open mail. 

Many of ycu gentlemen distribute watches. You 
are conversant with the great shortage of competent 
watchmakers. Recently the Horological Institute of 
America, in conjunction with the Bureau of Stand- 
ards and the National Research Council, have or- 
ganized, and it is expected within the next few 
years all persons entering the watchmaking profes- 
sion will consent to take examinations prepared by 
the Horological Institute of America and become 
certified. This is a very deep and interesting su- 
ject. If I had ample time I would be able to give 
you a list of great inventors and artists who se- 
cured their training at the watchmaker’s or silver- 
smith’s bench. One or two illustrations will suf- 
fice: Mr. David Brown, of the firm of Brown & 
Sharp Mfg. Co., Providence, R. I., was a skillful 
silversmith. He developed one of the largest pre- 
cision instrument factories in the world at Provi- 
dence, known as the Brown & Sharp Mfg. Co. 

Two watchmakers of Philadelphia were asked to 
make a model of a steam locomotive. Their work 
resulted in the development of the Baldwin Leco- 
motive. Innumerable other illustrations could be 


cited, but time does not permit of further examples. 
Historically, the jewelry business is one of the 
mcst interesting of all crafts. It antedated the 
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Christian era by several thousand years and has 
grown into a perfection that is hardly approached by 
any other line, the master watchmaker today being 
one of the most skillful mechanics in all the varied 
industries. 

Have we not been negligent by not telling all of 
these wonderful things to the people of our pros- 
perous country? I believe there is plenty of busi- 
ness for all if we will go after it in the right way. 
Instead of allowing prospective customers to buy 
everything under the sun, excepting jewelry, 
watches and sterling silverware, we should create 
a desire on their part for these fine and lasting 
articles. 

The members of our association are confined to 
the retailing of jewelry and its kindred lines. We 
do not think that tradesmen should cater to both 
wholesale and retail trade. It is like trying to 
carry water on both shoulders, and will eventually 
make enemies of one faction or the other. This 
double method of merchandising is frowned upon 
by the retail trade in that the wholesaler in many 
cases is dealing directly with his patron’s custom- 
ers and depriving him of many sales which should 
go through retail channels. 

I should like very much to see a more construc- 
tive basis agreed upon, namely, that of increasing 
the demand for our merchandise, so that it will 
give a greater opportunity to both the retailer and 
wholesaler. If we will all of us play the game 
more fairly and follow the advice of the good poet, 
who said: 


““A little more kindness and a little more creed; 
A little more giving and a little less greed; 
A little more smile and a little less frown; 

A little less kicking a man when he’s down; 
A little more ‘we’ and a little less ‘I’; 

A little more laugh and a little less cry; 

A little more flowers on the pathway of life; 
And fewer on graves at the end of the strife,” 


I am sure that we will all be happier in our busi- 
ness and find it more profitable. 

At the conclusion, when the applause had 
ended, President Burdick thanked Mr. Huf- 
nagel on behaif of the wholesalers, both 
for his address and for his work in 
spreading the gospel of good and honest 
business principles and intelligent merchan- 
dising methods, 

Mr. Sickles, in commenting on the speech, 
said that the information had been of great 
value to all who heard it and that it should 
be printed and put in the hands of every 
member of the association, active and asso- 
ciate. He referred to the various topics 
Mr. Hufnagel had taken up and in connec- 
tion with the question of giving prices to 
the public, moved that the members of the 
association be urged to refrain from pub- 
lishing cash or net prices in their advertise- 
ments or in announcements which they send 
in the open mail. The discussion that fol- 
lowed brought out the fact that the Na- 
tional Jewelers Board of Trade had acted 
on similar lines but had gone a little bit 
further, urging that net prices be not used 
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at all’ or that discount sheets not accom- 
pany announcements or catalogs. Ad- 
visory Secretary Fernley urged that the 
motion be not acted on at the present time 
until the executive committee could look 
into the question of whether it was danger- 
ous for the association to express itself in 
regard to anything in connection with 
prices, and the motion was withdrawn. 
Everett L. Spencer followed with a short 
but interesting address on present day con- 
ditions and closer up co-operation between 
the wholesaler and manufacturer. He said: 


ADDRESS OF E. L. SPENCER 


Mr. President and Gentlemen: 

When I received our secretary’s nctice of the 
topic assigned to me to speak about, I first thought 
that I could cover the matter in a short extem- 
poraneous speech. 

After considering, however, the different phases 
of the subject, I felt it would be wiser to reduce 
to writing some of the more vital thoughts, lest 
in a hasty address they become overlooked. 

I might say that I feel highly flattered to be 
considered capable of enlightening such a body 
of business men on such a subject as ‘*Present 
Day Conditions in Our Industry.” 

Probably there never has existed in all the 
history of the industry, just such a situation as 
confronts us at the present time. I can go back 
over a period of 42 years in our industry and 
safely say I cannot recall any such conditions. 

Hardly any one line, constituting the jewelry 
industry has had any substantial boom during the 
past two years, and yet there is one very satis- 
fying fact that stands out quite prominently over 
past depressions in the industry, and that fact is 
the comparatively small number of large failures, 
while there have been more than most of us de- 
sire, yet no very serious results have occurred, as 
in past financial depressions or panics. 

We ask the question—Why?—and one good rea 
son, I feel can be truthfully stated, is because of 
the shortening of credit time during the war time 
boom that came to wholesaler, retailer and manu- 
facturer. 

The short time credit brought a prompt payment 
for the merchandise purchased, consequently the 
merchant owned his goods and even though he 
over bought, he had paid, and when the slump 
came he only had to sell and not buy. 

The manufacturer has suffered, but not as he 
would have if he had sold in the old way, on any 
old time and awaited the day of payment, which, 
in many cases, would never have come. 

I feel that this is a good argument for closer 
co-operation between all parties to shorten their 
credit time, and keep house in a cleaner manner. 

If we are to consider the outlook for future 
business, we have one barometer that has been 
one I have observed for many years to be a good 
one to watch, and that is the steel industry. When 
that is good, we have most always had a good 
jewelry business. As that industry is improving, 
I feel our industry will also revive. 

Conditions were never more intense than at 
present. With the present day scramble to pur- 
chase European goods and pass the American 
product, it means that the American manufactur- 
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ers -must either make more attractive patterns, 
cheaper goods, or change into other channels. 

This is where the wholesaler and retailer can 
co-operate and help. The average manufacturing 
jeweler that has an established plant is placed in 
a trying positicn, and many of you may not know 
just what he has to do to give you service; be 
ready at all times to meet a sudden demand, and 


not disappoint a buyer when he has placed an 
order. 
We have, many times, to order stones from 


abroad a year in advance, we have to decide how 
many to erder, and often the importer does not 
care to take a risk, so orders none for his own 
stock. If we have been wise, we may sell what 
comes in, and we reorder and then get stung, be- 
cause the fad dies out or it takes so long to re- 
ceive the stock that cancellations kill the business. 


We have to produce tools the same way. We 
cannot make hand-made articles to compete with 
machine made, therefore we tie up capital in ex- 
pensive tools, and many times not enough of thie 
articles are sold to pay the cost of the steel. 

The wholesaler can co-operate with the manu- 
facturer in placing their orders in as fair quan- 
tities as their judgment warrants, in paying as 
promptly as they possibly can, and not sending 
the samples frequently purchased to other un- 
scrupulous small attic manufacturers to copy at 
day wage profits, and very often furnish the same 
maker with money in advance to do the work, then 
make the original manufacturer wait a long time 
for his money or try to cut his price or get a 
better discount. 

A few don’ts might be suggestive for closer 
co-operation between the wholesaler and manufac- 
turer: 

Don’t place an order with a proviso that unless 
sent within a very few days, to cancel. Consider 
the other fellow who has ordered first. He has 
some rights, too. 

Don’t get hot under the collar over delays in 
repair work. The majority of manufacturers re- 
alize the importance of this part of the daily an- 
noyance that arises, and try their best to satisfy 
their customers, many times at a loss, knowing 
that it is an important item, as a customer’s cus- 
tomer may lose a customer through their neglect. 

Don’t expect the manufacturer to repair another 
maker’s goods gratis. 

Don’t expect to get your goods the day before 
you order them. 

Don’t expect the manufacturer to ship you re- 
tail orders and pay the charge thereon. 

Many manufacturers send their customers small 
shipments at a loss, as the price is based on whole- 
sale lots and not 1-12 dozens. 

Don’t expect the manufacturer 
discount on every trip. 

Don’t expect the manufacturer to sell you goods 
in January, February and March and date your bill 
July 1, payable January after, because you will 
have to pay an additional price to cover any such 
transaction. 

The whole basis of co-operation is for the manu- 
facturer to present to you saleable merchandise 
at a reasonable profit to him, on as short time as 
he can make the wholesaler see that it is to his 
advantage to buy, discount your bills, and you 
will have the satisfaction of knowing you are 
merchandising on a safe and sound basis. You 
won't over-buy and you won’t have to force your 
customer either. 

Our industry is a new one each day, it is a cre- 
ative business, and the progressive merchant takes 
advantage of every new thing. Yesterday is past 
history. We have to live up to the minute and 
be constantly vigilant, as Longfellow said, ‘“‘Look 
not mournfully into the past, it comes not back 
again. Wisely improve the present, it is thine. 
Go forth to meet the shadowy future without a 
fear, and a manly heart.” 


to change his 


Henry Thresher was called on for a few 
remarks in the same line and also gave an 
interesting address, among the points which 
he stressed being that it was impossible for 
manufacturers to make goods at a popular 
price and at the same time make them in 
small quantities. Small quantities meant 
high price. He said that closer co-opera- 
tion between manufacturer and wholesaler 
will overcome the little frictions which arise 
as the result of the small transactions, such 
as repair jobs, on which subject he went 
into great detail in showing what the manu- 
facturer had to contend with in conditions 
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that the wholesaler did not actually ap- 
preciate. 
REMARKS OF P. B. NOYES 

One of the most interesting addresses of 
the convention which was not on the pro- 
gram was then delivered by Pierpoint B. 
Noyes, president of the Oneida Community, 
Ltd., who was called upon to make a few 
remarks. Though entirely extemporaneous, 
Mr. Noyes’ words were given the closest 
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attention as he laid down fundamental eco- 
nomic principles in regard to manufacturing 
and selling that were most interesting to 
both wholesaler and manufacturer. He 
pointed out especially that conditions at the 
present time corresponded to nothing in 
the past; that business and business prin- 
ciples were now in the making. The 
sentials of merchandising as it exists today 
can not be learned from books or study, 
as the rules are not yet made and they can- 
not be learned from the conditions of the 
past. We must be wide awake to realize 
the economic changes that are taking place 
both in manufacturing and selling and learn 
how to meet the conditions that arise. He 
deplored the old idea of negative rules for 
dealers and manufacturers—“that they must 
not do this and they must not do that.” 
Today, we must learn the positive rules 
those things that we must and should do. 

He stressed the point that certain mer- 
chandise has no prescriptive rights in any 
lines or no lines to any merchandise. We 
cannot say that this line shall be handled 
by that trade and that line by another. The 
proper function of the successful manufac- 
turer and dealer is to bring the product of 
the former to the consumer at the smallest 
possible cost. The ways that will do this 
or the lines through which it can be done 
are the right ways and lines. The question 
of the future is to find the best medium to 
do this. He said that he found that the 
jeweler was the best medium to handle 
plated ware though not the only one. He 


es- 


called attention to the fact that more service 
was given by the wholesalers in the hard- 
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ware trade in pushing plated ware than by 
the wholesalers in the jewelry trade. 

Some kind of resale price is absolutely 
necessary, he said, if the interests of the 
consumer, dealer and the manufacturer are 
to be properly conserved. But this must 
be done without monopoly or profiteering. 
The maintenance of a resale price, he said, 
was really of more importance to the 
wholesaler than to the retailer, and that in 
supporting retail sales prices, we are work- 
ing in a positive way in the direction of 
gocd merchandising. 

Mr. Noyes, who was the last speaker of 
the afternoon session, was roundly ap- 
plauded and many questions were put to 
him by wholesalers and manufacturers 
present, in connection with the principles 
that he had enunciated. The meeting ad- 
journed after the new members elected at 
the session had bcen introduced personally. 


The Mock Trial 

Word had been circulated among the 
members to be present in the meeting room 
at 9 o’clock on Thursday night as charges 
against an association member were to 
come up. They were also urged to bring 
their wives, daughters and sweethearts as 
the proceedings would be most interesting. 
No one knew exactly what was to take 
place, but by 9 o’clock the meeting hall was 
jammed with an expectant audience whe 
soon learned that the proceedings of the 
evening were to take the form of a “trial.” 

In this performance, which was gotten 
up on the spur of the moment, the partici- 
pants were Henry G, Thresher, who acted 
as judge; John W. Sherwood, clerk of the 
court; Morris J. Karpeles, the plaintiff; 
Marcel Mirabeau, defendant; B. J. Doyle, 
counsel for the plaintiff, and T. James 
Fernley, counsel for the defendant. 

The room was arranged as a court room 
with the jury box, to which 12 good men 
(and women) true were soon impaneled, 
and were closely questioned by counsel for 
hoth sides in a way that brought screams 
of laughter from all who attended. With 
one exception, the jury was impaneled as 
called, by the instructions of the judge that 
the men on the jury were supposed to know 
nothing, while women showed they knew a 
great deal. The bible used for swearing 
witnesses and jury was THE JEWELERS’ Cir- 
CULAR, which some declared was the “Bible 
of the jewelry trade.” 

The complaint of Mr, Karpeles relative 
to the sale of a bunch of pearls to Mr. 
Mirabeau which had been returned. The 
witness for the plaintiff being V. E. Black, 
who posed as his bookkeeper, and Mr. 
Meyer, who posed as his shipping clerk, 
the other witnesses being Louis Sickles and 
Edward H. Hufnagel. 

In conducting the trial, Attorneys Fernley 
and Doyle showed the ability of both clever 
lawyers and vaudeville artists combined, 
and the scraps between counsel and the 
funny answers of the witnesses and the liti- 
gants kept the room in an uproar, while the 
decisions of “Judge” Thresher caused peals 
of laughter from the time the case opened 
until he took it from the jury and convicted 
everybody connected with the litigation. 


Friday’s Sessions 
Early Friday morning, the members of 
the jewelers’ supply and watch material 
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group of the association held a conference 
on the veranda of the hotel, E. E. Marshall, 
the chairman, presiding. Various matters 
were discussed in an informal way and the 
officers of the group ‘re-elected. 

The regular session of the convention 
started at 10.45 a. M., and the first part was 
devoted mainly to insurance problems, the 
first speaker being James H. Noyes, secre- 
tary of the Jewelers’ Security Alliance, who 
greeted the wholesalers as former confrere, 
Mr. Noyes having been for 25 years in the 
wholesale business. Much of the informa- 
tion he gave made a profound impression, 
particularly the statement that more than a 
thousand robberies had been committed on 
jewelers during the past year with a loss 
of over $2,000,000. Mr. Noyes said, in part: 


ADDRESS OF JAMES H. NOYES 


It is with a great deal of pleasure that I come 
before your associaticn today to address you cn 
behalf of the Jewelers Security Alliance, of which 
I have the honor of being secretary for the past 
25 years. 

It is especially appropriate that your members 
should be well informed of the progress and work 
of the Alliance, because nearly all the 50 charter 
members who formed the organization in 1883 
were wholesale jewelers, and all but one or two 
of the officers and members of the executive coin- 
mittee, who have charge of the Alliance and direct 
its affairs, are and always have been manufac- 
turing and wholesale jewelers. 

[ presume that very few of those who are now 
actively engaged in the jewelry business have any 
recollection of the state of affairs in 1883, which 
called for the formation of the Alliance. At that 
time there were numerous gangs of expert safe 
burglars traveling about the country who had com- 
paratively little difficulty in cracking the safes 
which were in use in those days and escaping with 
all or the more valuable part of the goods which 
they contained. The pclice were not well organ- 
ized to cope with them, and very few arrests were 
being made, so that the operations of these bur- 
glars were a very serious menace to the jewelry 
trade. The wholesale dealers especially found it 
incumbent upon them to take measures to stop their 
depredations, since any retail jeweler who had 
been visited by one of these gangs of robbers found 
it difficult, and often impossible, to meet his in- 
debtedness, and was obliged to compromise with his 
creditors or go into bankruptcy. 

A number of the New York jewelers therefore 
came together, and with the assistance of Robert 
A. Pinkerton, of the Pinkerton National Detec- 
tive Agency, started the Alliance. 

The new organization found plenty of work to 
do, and through the employment of the Pinkerton 
Agency, many of the most expert and successful 
safe burglars were captured, convicted and _ sen- 
tenced to long terms of imprisonment. This work 
was so effective that the Jewelers Security Alli- 
ance soon became well known to the professional 
cracksmen, and after about 10 years, safe burglary 
became quite infrequent, not an Alliance member 
being attacked for four years from 1897 to 1900, 
and but a few instances of this crime have oc- 
curred among Alliance members each year since that 
time. 

Safe burglary having been largely eliminated, 
new methods began to be used by the criminals 
who prey upon the jewelry trade, and window 
smashing became very common, while sneak thieves 
grew in number and boldness, and in recent years 
hold ups and assaults by armed bandits are occur- 
ring almost every day, and a number of jewelers 
have been killed in attempting to protect their 
property. 

This entire change in methods made it neces- 
sary for the Alliance to inaugurate a new class 
of membership in 1912, with slightly higher dues, 
which provides detective service for all the crimes 
which are likely to happen at a jewelry store, ex 
cept window smashing out of business hours, fcr 
which experience has taught us it is a waste of 
money to employ detectives, because there are no 
clues on which to work. This class is very popu- 
lar, including four-fifths of our membership, and we 
do not take any new members in the original class 
because it dces not give the service needed under 
the present conditions. 

Statistics show that more than 1,000 jewelers 
were robbed in 1921, with losses of nearly $2,000,- 
000. This: great drain on the resources of the 
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trade is impressive evidence of the need of just 
such work as we are, and have been, do:ng for 
nearly 40 years. We assisted 478 members in 
1921, and obtained convictions in 105 cases, 148 
criminals being sentenced, with a number of crimes 
still being investigated at the close of the year. 

We not only help our members when they have 
suffered a loss, but are giving them extremely 
valuable information and advice toward the _ pre- 
vention of burglary and theft, both in our annual 
bulletins and also in special booklets issued from 
time to time, as thieves develop new tricks. 

Another important feature is the following up 
of the trials of any burglars or thieves who are 
arrested for attacks upon Alliance members, using 
the influence of all the members in the vicinity 
upon the prosecuting attorney and the judge to 
see that the matter is given proper consideration 
and a suitable penalty imposed. 

The courts were often tco lenient with criminals, 
and in many instances they were put on probation 
or given a suspended sentence or such a_ short 
imprisonment that it did not have the proper effect. 

Under our directions, the Pinkerton Agency at- 
tends these trials, furnishing the previous record 
cf the accused if any exists, and assists in all 
possible ways to secure justice, so we are getting 
much better sentences than formerly, which will 
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put these criminals out of business for a long 
time to come, and will serve warning on others in 
the vicinity. 

Our annual report, giving a full account of the 
activities of the Alliance during 1921, and much 
other information of interest, will be sent to each 
member of your association, and I will enclose 
with it one of the special booklets giving advice 
and suggestions toward the prevention of burglary 
and theft for your information. 

From the 50 charter members, the Alliance has 
grown year by year until it is now the largest 
organization in our trade, having more members 
than all other organizations combined, there being 
about 7,200 names on our roll. 

We have expended for detective service $305,009, 
and for rewards for the arrest and conviction of 
burglars and thieves $106,000, so you will see 
that we are in no sense a small or insignificant 
factor, but are doing an immense amount of work 
which is out of all proportion to the small amount 
each member pays in annual dues. You will find 
in our bulletin a long list of noted “crooks” of 
all kinds who have been placed behind the bars 
by the Jewelers Security Alliance, and there are 
hundreds of other less prominent criminals who 
have served time from the same cause. 

Our signs have had a constantly growing ir- 
fluence as a preventative of attacks, which is con- 
vincingly proven by the fact that during the past 
two years, when robbery and theft has been more 
prevalent than ever before, but 6 per cent. of 
cur members have been attacked. 

You will get some idea of the scope of our work 
from the fact that at the present time we are 
prosecuting cases at Buffalo, Syracuse, Boston, 
Providence, Toledo, Atlanta, Camden, N. J., Lewis- 
ton, Me., St. Paul, Minn., Davenport, Ia., Nash- 
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ville, Tenn., and are investigating 40 other crimes 
in all parts of the country in which arrests have 
not yet been made. 

The service which the Jewelers Security Alliance 
is rendering, not only to its members, but to the 
entire trade, is so valuable that our executive com- 
mittee believe that every live jeweler should co- 
oprate with us most heartily, and thus enable us 
to make the Alliance still more effective in the 
future. This applies especially to the members cf 
your association, and to all manufacturing and 
wholesale dealers, because in protecting your cus- 
tomers we are protecting you and making vou 
much more secure in extending credit to the many 
retail jewelers whose names are on your books, 
and owing you more or less all the time. 


HOW CAN YOU CO-OPERATE EFFECTIVELY ? 


First, by becoming members and giving us 
the influence which will be exerted by the presence 
of your name on our roll, and by the display of our 
signs at your place of business where your custom- 
ers will see them and know that you endorse the 
Security Alliance. 

Of course, I know that a large proporticn of 
your members are so well protected in other ways 
that they do not feel any need of our services, but 
this was the case with the 50 charter members and 
with many others who have been supporting us for 
years, without any expectation of ever requiring 
any assistance, 

The ccst of membership is so small, running 
from 3 cents to 15 cents per day, that it cannot 
cut any figure in your expense accounts, and cer- 
tainly every one of you can well afford to con- 
tribute such an amount toward the support of an 
organization which is protecting the thousands of 
small retail jewelers who cannot afford insurance 
or any other protection than that given by Alliance 
membership, 

Second, by using your influence with your cus- 
tomers to induce them to become members; we want 
to get our signs on every good jewelry store in 
the country, and when this is accomplished, crooks 
will be ccmpelled to transfer their attention to 
other lines of business. When you are opening a 
new account or extending a larger credit, or sell- 
ing a new jeweler his opening stock, are favorable 
times fcr bringing up the matter and recommending 
our protection, both in your interest and that of 
your customers. 

Third, by instructing your traveling men to note 
whether their customers are members of the Alli- 
ance, and to use their influence to bring in those 
who are not under our protection. We will always 
be glad to send application blanks and printed mat- 
ter to any prospects and to pay commissions to 
travelers for any applieations they can secure. 

In conclusion, let me remind you that we are 
not a money making institution, but purely mutual, 
giving our members protection at cost. When a 
member is attacked we usually expend for detec- 
tive service more than we will receive in dues 
during his entire connection with the Alliance, and 
the «nly reason we can do it is by using the dues 
of the whole membership for the benefit of the 
comparatively small number who are so unfortu- 
nate as to be robbed. 


President Burdick then announced that 
they had with them William T. Gough, 
president of the Jewelers’ Safety Fund So- 
ciety, but asked Mr, Mirabeau to introduce 
him, stating that first Mr, Mirabeau had 
some preliminary remarks he wished to 
make on the subject. Mr. Mirabeau said: 


One of the most serious problems which con- 
fronts the wholesale jeweler today is insurance. I 
mean by this full insurance which covers not only 
trunks, packages and merchandise in transit, but 
also his home stock, gcods owned by customers, 
dealers, brokers, which are left in the wholesaler’s 
care either for inspection, memorandum, or for 
mounting purchases. 

Of course, there is also to be considered insur- 
ance against fire, burglary, water damage, and 
merchandise that is given in charge of employes, 
and unexplained losses. 

The expense to cover all these risks is, today, 
next to the rent question, the most serious problem. 
The Jewelers’ Safety Fund Society, which is our 
mutual protection against certain losses, is perhaps 
the mcst important organization we have in the 
jewelry business. We have the pleasure of having 
the president of this organization with us today, 
and he will fully explain to you the workings of 
his organization. Mr. Gough also promised to 
answer questions which are of interest and benefit 
to all of us. Mr. Goddard, the secretary, is also 
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with us; you all know him, as he has addressed you 
on previous occasions. 

However, the insurance which we can take, and 
which all of us ought to take, through the Jewelers’ 
Safety Fund Society, is limited, and we have to go 
to other insurance companies for such insurance 
which the Jewelers’ Safety Fund cannot cover. 

I do not want to take up your time by citing the 
numerous robberies which have taken place within 
the last year or so. You all know about them. 
Some months ago the National Wholesale Jewelers’ 
Association sent out a questionnaire in regard to 
insurance, and the answers received were very in- 
teresting and instructive. 

I have had interviews with a number of insur- 
ance men and it is their opinion that in a great 
many cases losses could have been avoided if con- 
ditions were normal and the rules and regulations 
of the insurance companies and the Safety Fund 
Society, as well as the Jewelers’ Protective Union, 
would have been followed by the parties who had 
goods entrusted to them. 

It also seems to be their strong opinion that cer 
tain foreign insurance companies have taken on 
risks which were dubious from the start and heavy 
losses followed, and all of us suffered consequently 
through increased insurance rates which varied from 
25 to 100 per cent. This increase of the cost of 
our policies in these companies is a very serious 
matter, as it increases the overhead expense in 
doing business abnormally. There also seems to 
be some reason for complaint amongst the insurance 
men because of insufficient co-operation between the 
insured and the company in the event of loss, espe- 
cially if such loss cannot be explained to the entire 
satisfaction of the insurance societies or companies. 

I hope that in the discussion which will follow 
some of these points will be brought out and ex- 
plained to you more fully. I know I would be 
glad to hear from any of you how it would be pos- 
sible to be absolutely fully insured in every way 
and at the same time bring down our present cost 
of insurance. 

It is possible that on account of the present so- 
called “crime wave” losses of all kinds are heavier 
and with a possible receding of this wave the losses 
to the companies might become smaller and natu- 


rally the cost of insurance premiums must get 
cheaper. However, such a reduction may be far 
off. 

I will not take up any more of your time at 


present, but hope to be allowed to say a few words 
afterwards when our discussion has started. 


Mr. Mirabeau then formally introduced 
Wm. T. Gough, president of the Jewelers’ 
Safety Fund Society, whose remarks were 
given the most careful’ attention and were 


roundly applauded. 


ADDRESS OF WILLIAM T. GOUGH 
Mr. Gough began by remarking that Mr. 
Mirabeau, in his speech, had taken away 
some of his “thunder,” but, nevertheless, he 
still seemed to have a number of bolts left 
in the course of the speech in which he said, 
in part: 


It is juet 38 years ago on the 21st day of this 
month that the jewelers of that time soived for 
themselves the problem of obtaining insurance 
against loss or damage by fire, and theft of their 
merchandise while in course of and subject to the 
perils of transportation by land or water, by secur- 
ing the passage of a special act of the legislature 
of the State of New York, granting a charter to 
the jewelry trade, permitting the formation of the 
society known as the Jewelers’ Safety Fund So- 
ciety. 

The value of the privilege thus acquired cannot 
be over-estimated. The society stands today as a 
unique organization, the only one of its kind and 
operating solely for the benefit of the jewelry 
trade. 

The charter contemplated the formation of a co- 
operative mutual organization which was formed 
and has ever since been operated for the sole bene- 
fit of its members. 

The words, mutual and co-operative, are used so 
often and so commonly used and often misapplicd 
or applied to enterprises operated either solely or in 
part for profit that they become hackneyed terms 
and often one becomes sceptical as to the real pur- 
pose of the undertaking. Therefore, I take pains 
to emphasize the fact that this society is purely 
mutual and wholly co-operative. The value of the 


society and its charter is by no means fully realized. 
The insurance afforded members by the society 
covers their risks 


outside their premises in the 
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custody of salesmen or other employes and in tie 
custody of transportation lines. 

To operate any form of insurance, giving the 
greatest protection possible at the least possible 
cost the one thing most important of all is to reduce 
to a minimum what is known as the “moral 
hazard.” 

In just such degree as the “moral hazard” is 
reduced is the cost of the insurance reduced. 

The process necessarily applied to effectively re- 
duce this “‘moral hazard’’ does not always prove as 
pleasant as it might to those who are sub-standard 


risks. There are three methods by which this 
“moral hazard’? can be reduced, and which are 
used by the Jewelers’ Safety Fund Society. For 


example, first, the moral hazard can be reduced 
by a careful selection of the membership; the ac- 
ceptance of a preferred class of risks only. Second, 
by the promulgation of suggestions calculated to 
reduce as far as possible the careless handling of 
the property insured. Third, by the incorporation 
in the policy contract of insurance such provisions 
as will bar from insurance protection hazards whcre 
the moral risk predominates, but in such form as 
cannot be foreseen or controlled by the first two 
methods for example, dishonest employes, etc. 

The terms, mutual and co-operative, when cor- 
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rectly applied, involve both parties to the contract, 
but the directors and officers of the Jewelers’ Safety 
Fund Society often feel that members forget that 
they have obligations to perform and that they owe 
some duty to their fellow-members. Too often 
members seem to feel it irksome to co-operate when 
something is required of them. Yet they seem to 
find it easy to criticize the operation of these mu 
tual trade organizations. They do not stop to con- 
sider that the efficiency of a mutual co-operative 
body is determined by the measure of mutual co- 
operation given by its members. 

It is nct sufficient to become a member of the 
society and simply lay back and say I am insured 
and sending your travelers out on the road with 
that feeling. There is an obligation resting upon 
the member and that is to do everything in his 
power to co-operate with the officers in every way— 
so that those having charge of the goods will use 
the same care in protecting the property as they 
would if it was not insured. If this is done and 
every member does his share the cost of our insur- 
ance will be greatly reduced. 

In comparing the careful member with the care- 
less one it must be remembered that these policy- 
holders are both exposed to the same risks and 
conditions fundamentally, hence the thing which 
makes the difference between the good risk and the 
poor risk which so vitally affects the cost of loss 
experience and therefore the cost of insurance is 
the difference in the manner in which the risks and 
conditions are met and dealt with. 

“You cannot have your cake and eat it, too.” 
You cannot have a low cost of insurance if you 
permit carelessness on the part of your salesmen 
and other employes. The member, the principal 
can and should control his employes. No one else 
can. . 

The Jewelers’ does not 
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engage solicitors, either on commission or salary 
to secure members or give information, hence I 
take this opportunity to urge that you all investi- 
gate for yourself and secure first hand information 
on all subjects pertaining to the forms of insurance 
furnished by the Jewelers’ Safety Fund Society. 

With these facts before. you, not only as presi- 
dent of the Jewelers’ Safety Fund Society, but also 
as one of your fellow tradesmen, I strongly urge 
and appeal to each and everyone present who is a 
member of our society to do everything in your 
power to co-operate with one another and the so- 
ciety to the fullest extent possible in presenting 
losses. First, by properly instructing your sales- 
men and employes, and, secondly, by seeking out 
and persuading each and everyone of your friends 
and neighbors engaged in our industry, but not 
members of the Jewelers’ Safety Fund Society to 
join with us not only to secure the benefits our 
society has to offer, but also to co-operate with us 
in helping to make the lives and property of those 
of our trade safe and thereby to reduce one of the 
costs of doing business. 

I am not undertaking to deal with the operations 
of the Jewelers’ Protective Union, which has for 
its main object the apprehension and prosecution 
of thieves and which is considered so important 
as means for the prevention of loss that the Jewel- 
ers’ Safety Fund Scciety admits to its own mem- 
bership only those who are either members of 
the Union, or who are about to become members. 

There is one thing which I desire to call your 
very definite attention to and that is the matter of 
keeping stock records, particularly records of sales- 
men’s stocks. It is sometimes amazing when at- 
tempting to adjust losses to find how difficult it is 
for some of our members to actually prove the exact 
amount of their loss. Their records are so incom- 
plete and sometimes inaccurate, that occasionally 
the society is obliged to resort to an arbitrary set- 
tlement, that is a compromise. This is most un- 
satisfactory to both sides. A pleased customer is 
the best advertisement and the society wants all of 
its members to be pleased with its settlements. 

However, I am glad to say that the extreme 
cases in this line are greatly in the minority, but 
there are enough cases of this kind in one degree 
or another to warrant calling particular attention 
to it. 

In closing I wish to leave with you two thoughts 
in particular: First, that the Jewelers’ Safety 
Fund Society belongs to the jewelry trade and that 
each and every jeweler should secure from it all 
the kinds of insurance protection it has to offer 
before looking elsewhere. Second, that this society 
should be looked upon and I am sure it is so looked 
upon by all those now members as a club to which 
it is an honor and a privilege to belong. 


At the conclusion of the remarks, many 
questions were put to Mr. Gough, and some 
of the jewelers told their own experiences 
as to the practice of traveling salesmen hav- 
ing trunks and cases precede or follow them 
by carrier. These men seemed to think that 
because the cases were insured, no careful 
attention was required. Some wholesalers 
explained that they had made the regula- 
tions of the Safety Fund Society and Pro- 
tective Union practically a condition on 
their contracts of employment and urged 
others to do the same. 

On motion of Mr. Mirabeau, and after 
considerable discussion, it was decided to 
recommend that members of the association 
send no valuables by open mail, but instead 
use sealed registered mail or express, and 
that members ask the retail jewelers to re- 
turn goods sent to them in the same way. 


ADDRESS OF GEORGE W. SPIER 


The discussion on the various problems 
relating to insurance was followed by an 
address on the Horological Institute of 
America, by George W. Spier, of Washing- 
ton, president and founder of that organiza- 
tion. Mr, Spier’s reception was a warm one 
and his remarks delivered in the most earn- 
est manner were most cordially received. 

He began by speaking of the problems 
of the manufacturer and wholesaler he had 
heard referred to at the meeting, but he 
stated that they evidently did not know the 
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troubles of the retailer, which, as compared 
with the manufacturer or wholesaler, are in 
a ratio of 10 to one. The greatest of these 
troubles, said he, lies in the repairing de- 
partment, particularly in regard to the watch 
repairing department, 

Mr. Spier said he had heard much said 
about developing the jeweler’s ability as a 
merchant, but we must not lose sight of the 
fact that no matter how good a merchant 
he may be, the jeweler’s position and repu- 
tation in the community is in large part de- 
pendent upon his technical knowledge of 
his trade, This is what gives him standing 
and reputation with most of his customers. 
This is what customers expect of him as a 
jeweler, and if his watch-work and his re- 
pairing fall down, he is under a handicap. 

Mr, Spier spoke both as an ex-watch- 
maker and as a jeweler and as a man who 
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knows the retail jewelry trade in all its 
branches. He told of the troubles in get- 
ting proper watchmakers and called atten- 
tion to the startling fact that every year our 
trade loses about 1,500 watchmakers, who 
go into other lines or go into business. This 
loss is no longer made up by the people 
coming from abroad, nor can it begin to 
be made up by the graduates of schools or 
men coming into the trade. He pictured 
vividly the serious conditions that have 
grown for 25 years and that had made 
necessary the formation of the Horological 
Institute of America, telling how that or- 
ganization had come into being and the help 
given to it by the Government departments, 
particularly the National Research Council 
and the Bureau of Standards. In the new 
Government building to be put up at Wash- 
ington, said he, where this organization is 
to have its headquarters, there will be in 
the center an enormous pendulum that will 
indicate the rotation of the earth, and it is 
probable that this building may be called 
the “Time” building, an everlasting adver- 
tisement to horological science. 

Among the interesting things which Mr. 
Spier read was an editorial from a scien- 
tific paper, showing that civilization owed 
its progress not so much to the scholar as 
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to the inventor of such machines, the loco- 
motive, the steamship and the fast-flying 
vehicles. Then Mr. Spier went on to show 
that many, if not most, of the great inven- 
tors had been watchmakers, and among 
those he cited Baldwin, the inventor of the 
locomotive; Fulton, the inventor of the 
steamship, and among today’s great inven- 
tors, he stated, was the former watchmaker, 
Henry Ford. 

Mr, Spier asked that the National Whole- 
sale Jewelers’ Association be officially rep- 
resented at the meeting of the Horological 
Institute in Washington next week. 

The fact which he brought out in con- 
nection with the Horological Institute in- 
cluded the following: 


Plans have been perfected by the Horological 
Institute of America, organized in Washington last 
May in co-operation with the National Research 
Council, by which the public will be able to recog- 
nize the real worthy watchmaker’s practical ability. 
Means will have been provided by which every 
watchmaker in the trade, without regard to his geo- 
graphical locaticn, can conveniently and economically 
be certified. 

The institute aims to relieve those who wish to 
be certified from all transportation expense and loss 
of working time. Every possible means will he 
taken as a safeguard against fraud of any kind. 
Three grades of certificates are contemplated, and 
the recipient of each particular grade of certificate 
will be properly designated. The designation 
“Certified Horologist’”? has been suggested for the 
first grade. Three different certificates for the 
three different grades of watchmakers are contem- 
plated in order to comprehend as many watchwork- 
ers in the industry as possible, and to extend the 
utmost fairness to all concerned. No watchmaker 
need take the examination unless he wishes, but it 
will be to his advantage to do so. The examina- 
tion for the third grade will, it is understood, be 
comparatively simple. Successful contestants for 
this certificate, however, will be anxious to continue 
their studies and practical work, in order to secure 
the higher certificate, which means increased salary 
with increased knowledge and skill. The incentive, 
therefore, for a watchmaker to keep improving an 
bettering himself is strong. 

The war, as is well known, worked somewhat of 
a revolution in the watchmaking profession, which, 
at one time, was the worst paid in all mechanical 
industries, notwithstanding long years of study and 
practice. Changing economic conditions, however, 
have brought about remarkable changes in this 
field. 


Mr. Spier was followed by Edward H. 
Hufnagel, vice-president of the Horological 
Institute, who gave some further details as 
to the organization, also calling attention to 
the fact that Mr. Spier himself was an in- 
ventor, and that among his great concep- 
tions was that of the institute of which he 
was now the head. Mr. Hufnagel explained 
how examinations will be conducted in vari- 
ous sections of the country, and also ex- 
plained the different classes of membership. 


Mr, Abrahamson followed with a few 
words on the troubles of the retail jewelers 
with watchmakers and how important the 
work of the institute is to retailers. 

The traveling salesmen came in for dis- 
cussion in a short paper delivered by John 


W. Sherwood, who said: 


ADDRESS OF JOHN W. SHERWOOD 


Now, perhaps more than ever, is the urgent need 
for high grade salesmen. 

A change from abnormal prosperity to a sub- 
normal demand for merchandise, creates the sharp- 
est competition among the survival of the fittest. 

The weak must fall. The best man must win. 

The high grade salesmen will. now become the 
manufacturers’ or the wholesalers’ best asset. 

On a recent trip to Chicago in the smoking 
compartment of a Pullman car, a very interesting 
conversation took place between a manufacturer, 
a merchant, a wholesaler jeweler and myself, con- 
cerning the building of a good salesman, wherein 
the merchant, a big fellow physically, and appar- 
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ently financially, held to the opinion that, give him 
a man of 50 per cent. brains and 50 per cent. of 
real, hard, plugging work and he would make a 
crackerjack salesman. Finally my jewelry friend 
said to me: “You have covered the country from 
Maine to California for about 40 years, and in 
close touch with traveling salesmen generally. 
What do you think of that kind of a salesman?” 

Well, my portly friend might make a salesman 
of his man, but I doubt it. He would rob other 
industries of good material and get little for him- 
self. His type of man would make a good inventor, 
a good architect and probably a splendid merchant, 
but a salesman, not often. 

You will probably laugh at the way I would 
split up his percentages. I should select a young 
man of good moral character, clean, gentlemanly 
habits as a starting point; then take 25 per cent. 
brains and 25 per cent. hustle, the balance of the 
50 per cent. I would take in enthusiasm, because 
enthusiasm can and will build brain, and work so 
fast that the young man would socn be 50 per cent. 
brain and 50 per cent. work, plus the profit of 
enthusiasm, with which he would soon become a 
mighty live wire in his line. 





JOHN W. SHERWOOD, WHO ADDRESSED THE 
CONVENTION 


Business today sorely needs men of that type, 
and there is a fortunate future for them. 

Now, salesmen are something like axe handles. 
You can fit an axe with a beautiful birdseye maple, 
or a mahonany veneered handle and it will be a 
winner to look at, but no woodsman would ever 
take that axe to bring down “tall timber.’? That 
veneered handle is like the flashily dressed, glib- 
tongued salesman who is always clamoring for mer- 
chandise that he can sell at cut rates, or a line 
showing no profit to his employer. That sales- 
man would never hold his job long enough to 
wear five, 10 or 15 year service stripes on his 
coat. His day is gone, you may be sure of that. 


I am standing firmly for high grade salesmen. 
How often one hears: “Brown? Oh, yes, he’s a 
crackerjack salesman, but he’s too high priced 
for me.” Gentlemen, given a good line of mer- 
chandise, he is the cheapest man you can employ, 
measured by results. He holds his trade through 
good times and bad times, and gets all the business 
his line will warrant. 

Well, the party seemed to agree with me, except 
my fat friend, who still held to his opinion. How- 
ever, in the readjustment of business conditions, 
salesmanship will play the most prominent part 
in restoring general prosperity. It is the high 
grade salesman, one who can create character, pres- 
tige and sell a product on the merits of the mer- 
chandise, featuring value and service that will 
blaze the trail to that end. 

Now, just a word to you who employ traveling 
salesmen. Meeting as I do many salesmen in dif- 
ferent branches of our industry, you may be sure 
I have some very heart to heart talks with them. 
While it is customary to call your salesmen for 
a conference before starting them on their trips, 
and giving instructions as to the credit allowance 
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for this and that customer, and to try and collect 
Jones’ account, which is past due, and to push some 
line of slow merchandise with which you may 
be stuck, etc., then you say “shoo.” Then you 
pounce on each morning’s mail to see what your 
salesmen have done, and once a week or once 4 
month you scrutinize their expense account very 
caiefully to see what you are getting for the 
salary and expenses you are paying per man. Well, 
this is perfectly all right and should be. But may 
I be bold enough to suggest your getting into a 
little closer touch with your men; explaining to 
them very frankly why you cannot always give 
them everything that happens to be easy sellers? 
That you nor they should sacrifice profits for sales. 
Tell them the whys and wherefores, thus inspiring 
them with your confidence in them as salesmen, 
and they, being willing workers, anxious to do 
and be better, can so strengthen your sales or- 
ganization as to warrant any effort you may spend 
to bring about this desired result. 

Again, a high grade salesman is your best asset 
and your customer’s best friend. 

They'll put your merchandise on the map in a 
money making manner. Such men could become 
valuable partners, or by the same token, they may 
become your most aggressive competitors. High- 
grade salesmen today are powerful factors to be 
reckoned with. You can make them your one best 
investment on an honest “give and take’’ co-opera- 
tive plan. 


Victor E, Black delivered the last address 
of the morning and gave some interesting 
information about the repair problems from 
the manufacturer’s standpoint. Some of the 
instances he cited struck a warm note of 
accord among other manufacturers present. 
Among other things, he said: 


ADDRESS OF VICTOR E, BLACK 


The experience of our company with our mer- 
chandise, and the merchandise of other manufac- 
turing concerns in the same line with various 
jewelry units returned for repairs during the past 
three years has been very interesting, somewhat 
amusing, and a source of much trouble. 

It seems a time honored custom regarding jewelry 
repairs has established a very unfair procedure 
on the part of a concern’s customer; this custom 
which allows the return of tarnished, damaged 
and unsalable merchandise to the manufacturer for 
repair, credit or exchange, gives rise to a situation 
which is unfair to the manufacturer. As far as 
we know, there is no other line of manufacture 
which is disturbed by such evil. During the past 
three years our company has received on an avect- 
age of 10 repair jobs per day for each working 
day, and during the winter months as many as 30 
packages have been received from various shippers, 
ranging in quantity from one piece to many gross. 
The clerical labor necessary to properly record, 
enter in the factory records and return to the sender, 
represents a large amount of money, and in many 
cases it is absolutely a loss to the manufacturer, 
which the customer ultimately has to pay a pro- 
portion of, for the reason the cost of handling 
such repairs finds its way to the various depart- 
mental overheads, and is reflected when costs are 
computed for new merchandise sold to the trade. 

The position of our company has always been 
up to the beginning of 1922, very lenient, seldom 
if ever making charge for repairs performed, even 
if the condition of the merchandise returned in- 
dicated that we were in no way responsible for its 
unsalable condition. A careful study of the situ- 
ation made it imperative for us to begin on or 
about January 1 to charge for repairs performed 
whenever in the judgment of our manager the con- 
dition of the merchandise returned was not due 
to a manufacturing fault. This procedure has in 
a few cases caused amusing comments, mixed with 
sarcasm in some cases, but the position of the 
owner of repaired merchandise was untenable. 

Another peculiar feature associated with the re- 
turn of merchandise to us for repair is that fre- 
quently merchandise not made by us is included 
with others, and in some cases sent exclusively 
for our attention and repair. This seems entirely 
unfair, as we are obliged to make just the same 
records with the exception of factory, in order 
that the merchandise be properly recorded and re- 
turned to the consignor. We recently received 
from one of the big importers some foreign jewelry 
for repair, and our manager authorized the return 
of this lot of merchandise, express collect, and 
with the customary memorandum, “not our make, 
regret and cannot repair.” Possibly this compari- 
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you imagine the possibility of your buying any ar- 
ticle of wearing apparel, allowing it to hang up 
for a period, become moth eaten and dusty, and be 
able to return it to the vendor to be replaced by 
new merchandise, or repaired gratis? 

The policy of our company has always been to 
manufacture jewelry at the cheapest possible cost 
so that our customers may have the benefit of a 
low price, but such an effort is stunted to just the 
extent that we are forced to execute numerous 
repairs upon such articles as are not unsalable 
through faulty manufacture. 

We do not feel that we have brought anything 
new to the attention of this assembly, but it is 
possible we have put it in a little different light 
than heretofore. In conclusion it might be well 
to add that our repair department has been or- 
ganized to a high degree of efficiency, and we fully 
believe that the indirect cost to our customers as 
a result of carrying such repairs, is as low as it 
can possibly be when the efficiency of the depart 
ment is considered. 

As an after thought, it might be well to state 
that during the winter months the heavy volume 
of repairs received greatly interfered with our 
and we are forced in ordet 


production, 


season § 





WOODWARD 
ENGLAND 


BOOTH, MANAGER OF THE NEW 
MANUFACTURING JEWELERS & 
SILVERSMITHS ASSOCIATION 


to satisfy the demand for new goods to defer re- 
pairs from anywhere from one to three months. 
The session Friday morning was brought 
to a close by an informal discussion as to 
the next meeting place for the organization, 
the cities suggested outside of Atlantic City 
being Philadelphia, Chicago and _ Provi- 
dence. Attention was called to the fact that 
the bulk of the membership was in the mid 
dle west and that the attendance when held 
in the east was not large. The question will 
be settled on referendum of the members. 


FRIDAY AFTERNOON SESSION 

The attendance of both manufacturers and 
wholesalers increased as the sessions had 
gone on and at Friday’s sessions the hall 
was quite comfortably filled. Thanks to 
the energy of the officers, an enormous 
amount of business was dispatched with 
the result that before the afternoon was 
over the convention was in a position to 
adjourn and not carry over to Saturday 
as scheduled. But despite the rapidity with 
which matters were taken off, there was 
opportunity for discussion on all topics. 

The proceedings began with a brief re- 
port of the treasurer, L. P. White, of Phila- 
delphia, giving an account of the moneys 
collected and expended during the year and 
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showing a balance in the treasury of about 
$620, and when he was finished, Wood- 
ward Booth, manager of the New England 
Manufacturing Jewelers & Silversmiths’ 
Association, was introduced. 


REMARKS OF WOODWARD BOOTH 


Mr. Booth spoke extemporaneously, but 
made what someone termed a “little gem 
of a speech.” He began by carrying the 
greetings of the New England Manufac- 
turing Jewelers & Silversmiths Association 
to the National Wholesale Jewelers Asso- 
ciation, and then stated that we are living 
in a day of organization at a time when 
only through organized effort are the real 
things beng accomplished. 

To-day, he said, absolute independence 
existed only as an abstract proposition. No 
one was or could be absolutely independent 
of others and this applied to organizations 
as well as individuals. Co-operative effort 
is absolutely essential. At every turn, said 
the speaker, we see organization. 

Speaking for the manufacturers, he re- 
marked that the latter were confronted with 
organization in every fight that they had on 
hand in connection with labor, with tariff, 
with law enforcement and with other mat- 
ters. The business man had to be organized 
to hold his own, and the only way to put 
across anything today was through organi- 
zation. 

One of the major notes emphasized at 
this meeting, said Mr. Booth, was co-opera- 
tion between the three branches of the 
trade and this should be stressed on all 
occasions. “We cannot hope,” said the 
speaker, “to have an organic unity between 
the three groups. Each group has its own 
interests, its own particular problems which 
must be attended to by itself. But there 
are some interests common to all,—some 
problems which must be solved by all for 
the benefit of all. Therefore, on these lines, 
the three groups must work together to get 
a solution that will be satisfactory to all.” 

The problems of the retailer come right 
down to the manufacturer through the 
wholesaler and there should be some kind of 
constructive work done by the manufac- 
turer and wholesaler to help the retailer 
develop along lines of sound merchandising 
methods. We must all set to work to in- 
crease the market for jewelry—to increase 
the volume of jewelry sales to the pub- 
lic. There is no benefit to be derived from 
increasing the sale of a single manufac- 
turer or a group of manufacturers, or a 
single dealer or a group of dealers; when 
this is done at the expense of competitiors. 
The only benefit that can come to the trade 
is through developing the entire market so 
that there are more sales of jewelry. 

Mr. Booth developed his thesis clearly 
and succintly, urging practical more than 
theoretical work. “We may not be able to 
achieve 100 per cent co-operation on all 
lines,” said he, “but we can achieve much 
more than we have done in the past if we 
go about it in the right spirit, particularly 
where we confine our efforts to those things 
that have an identic interest to the three 
branches of the jewelry business.” 

Edgar M. Docherty, president of the New 
England Manufacturing Jewelers’ & Silver- 
smiths’ Association, followed Mr. Booth 
and went into some detail as to the part 




















May 3, 1922. 


that each of the three branches of the trade 
could play in getting more business from 
the public. He emphasized the point that 
the retailer is the “neck of the bottle” in 
all this and he is not responsible for the 
congestion there. We must do what we can 
to increase the flow through that neck. 

He made a plea for all jewelers to “boost” 
jewelry personally as well as through their 
organizations; to wear it and see that it is 
worn by their families, and to use their in- 
fluence in having it given prominence on 
all occasions. 

Mr. Docherty closed by stating that he 
brought an invitation to the association from 
the Providence Chamber of Commerce to 
hold their 1923 convention in that city and 
he also brought another letter from Mayor 
Gainer, of Providence, seconding the in- 
vitation of the Chamber of Commerce. 

Following Mr. Docherty, Harry Edward 
Freund, of the National Jewelers Publicity 
Association, gave what he called a “heart 
to heart talk” and presented facts that he 
had learned in business at various cities 
of the country and the study of the con- 
ditions, saying in part: 


ADDRESS OF HARRY EDWARD FREUND 


Let a man think twice before listing the jewelry 
business with non-essential industries. He has an- 
other think coming. In the first place, what we 
are setting out to do is to enlarge the scope of the 
National Jewelers’ Publicity Association so as not 
only to include the expansion of the jewelry busi- 
ness, but its preservation. The original purpose of 
the national advertising campaign was to acquaint 
the public with the value of jewelry merchandise 
for gift purposes as ‘‘Gifts That Last,” emphasiz- 
ing the intrinsic value, enduring qualities, and senti- 
ment these gifts convey. 

There is a general opinion prevailing at Wash 
ington among the legislators that the jewelry busi- 
ness is absolutely useless and that any money spent 
in a jewelry store is thrown away, and this verdict 
is partaken of by a large number of people through- 
out the United States. 

LEGISLATION AT WASHINGTON TO BE COM- 
BATED 

This opinion must be~-fully eliminated for the 
preservation of the jewelry industry. The Vigi- 
lance Committee of the jewelers has done great 
work to prevent this situation, but with the small 
amount at their command, the members of the coin- 
mittee were powerless to bring to the notice of the 
Representatives at Washington all the facts apper- 
taining to the jewelry industry. 

At Washington it seems that the idea prevails 
that the jewelry business is not legitimate and that 
a man should be taxed for being permitted to con- 
duct a jewelry store, practically on a parallel with 
the excise tax on liquor dealers previous to 1918, 
and also with the present tax on tobacco. Where 
is the justice of eliminating taxes from sporting 
goods and toilet articles? Can anyone mention any- 
thing in the sporting goods or perfumery lines that 
is as essential as compared to the absolute essen- 
tials of the jewelry line? While the jewelers are 
not objecting to their share of the expense of con- 
ducting the Government, they do object to unjust 
discrimination. 


ADVERSE 


JEWELRY AS AN ESSENTIAL IN LIFE 


Just to mention a few essentials. There are 
1,040,000 weddings annually in the United States. 
Where is the man who would think of asking a 
woman to marry him without contemplating slipping 
an engagement ring on the third finger of her left 
hand? No wedding is complete without a wedding 
ring. No married woman’s happiness is perfect 
without the little band of gold that is the traditional 
symbol of her new estate. And where would the 
world obtain its engagement and wedding rings 
without the jeweler? 


THE WATCH RULES THE WORLD 


Who is there so bold as to call the watch a non- 
essential? Watches whipped Germany. They timed 
every victorious rush of the war. The deli- 
cate little instruments that mark the zero hour 
when the soldiers went over the top preserved the 
freedom of civilization. Almost it may be said, the 
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watch rules the world. The business and industries 
of the nations would be a sad chaos without watches 
to keep the world on time in its engagements, The 
watch is every man’s essential. Without it, he 
would be at a loss every hour of the day and as 
an efficient business unit, he himself would be al- 
most a total loss. 

By what do railroads, the great avenues of trade, 
maintain their time schedules? The watch, 1 
wonder what percentage of the public knows of the 
wonderful and efficient method the railroads have 
for inspection and regulation of the watches cf 
conductors, engineers, and train men of all kinds. 
There are 2,000,000 railroad watches in the coun- 
try running in harmony with each other to the exact 
second. This reasoning also applies to clocks, the 
great regulators of our daily labor. 

Is the common or garden variety of gold collar 
button essential? I’ll say it is. If there is any 
doubt on that point, a man needs only to recall the 
exciting morning when he had overslept and. was 
in a hurry to get to work and his collar button 
slipped from his fingers and rolled into some mys- 
terious hiding place. Are cuff buttons essential? 
Are a dozen other toilet accessories that we use 
every day? Of course, they are. And where do 
you buy all these things? At the jeweler’s. 

The use of silverware in ordinary life is an es- 
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PUBLICITY 


sential. You cannot use steel or brass without sil- 
ver covering, as it would be unclean and not hygi- 
enic. The essentials in the jewelry business as 
enumerated represent 65 per cent. of the entire 
merchandise of the jeweler. 


PUBLIC—THE LEGITIMATE 
JEWELER 

Every jeweler knows these things. But the pub- 
lic is not so well informed. It is up to the mem 
bers of the jewelry and allied industries to en 
lighten the public and educate it to a proper recog 
nition of the legitimate position that their producis 
occupy in the world’s merchandise. 

The National Jewelers’ Publicity Association’s 
work is to educate the public to the permanent 
beauty of jewelry, its sentimental value, its appro- 
priateness for every occasion and its investment 
value. The association is now in the midst of a 
$300,000 nation-wide advertising campaign to bring 
the American people to a full realization of the 
importance, utilitarian value and attractiveness of 
diamonds, pearls, jewelry, watches, clocks and sil- 
verware. In driving home the national slogan, 
“Gifts That Last’”—one of the best catch-phrases, 
it may be added, ever coined for any trade-unit 
advertising campaign—it proposes to build a new 
and splendid prosperity for every manufacturer, 
wholesaler and retailer numbered among the jewelry 
and allied industries. 


THE EDUCATION OF THE 
STATUS OF THE 


LOCAL CO-OPERATIVE ADVERTISING CAMPAIGNS 

We want to make clear to every retail jewele* 
the importance to his own individual business in- 
terests of launching a co-operative advertising cam- 
paign in his home town or city, and largely in- 
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creasing local advertising to reap the full benefit 
of the national campaign. 

In this connection the retailers are urged to use 
the official standard cut for the slogan “Gifts That 
Last” in all of their advertisements, so that the 
tie-up may be closer and the slogan may become a 
truly national trade-mark for quality merchandise in 
the jewelry and allied lines for beauty and perma- 
nency. 


THE JEWELERS’ RECORD AN AID TO SALES 


An important feature of the campaign is the pub- 
lication of the “Jewelers’ Record of Progressive 
Ideas,”’ a four-page, full newspaper size bulletin of 
sales suggestions for retailers. This bulletin con- 
tains the newest and mest effective methods of 
merchandising “Gifts That Last’ and illustrates 
all the cuts and mats that are offered by the asso- 
ciation to members. It also gives copy and sales 
suggestions, special campaign plans for moving 
goods at “‘Off Seasons,” aiding in making the re- 
tailer’s business of 12 months’ duration instead of 
only a two-season trade; also ideas for boosting 
various lines of the jeweler’s merchandise and 
building up various departments of the retail store. 
This bulletin is free and is mailed regularly to all 
members of the organization, 

“The Advertising Bureau of the National Jewel- 
ers’ Publicity Association is to serve retailers, and 
it is always ready to give its prompt attention to 
any request for information or order for material. 


THE SALVATION OF THE INDUSTRY—THE JEWELER’S 
OBLIGATION TO THE NATIONAL MOVEMENT 

The National Jewelers’ Publicity Association in- 
tends to take the necessary steps to preserve the 
jewelry business from destruction by combating ad- 
verse legislation. It is also our intention to actively 
engage in the elimination of smuggling; to prose- 
cute where it is possible, so-called refining concerns 
which are simply fence houses in disguise; in fact, 
it shall be our endeavor to correct all the abuses 
the jewelry trade has been subject to and suffering 
from for so many years, 

The accomplishment of all these purposes requires 
a substantial sum of money and it is unjust for a 
small percentage of the members of the jewelry and 
allied industries to assume the burden of this cam- 
paign, as it has since the inception of the National 
Jewelers’ Publicity Association. We must devise 
some method where the cost of this huge under- 
taking should fall proportionately on every member 
of the jewelry and allied industries. It will appeal 
to your common sense that the only way in which 
the result can be successfully accomplished is by 
some equitable form of assessment. 

The new and broad fields of the work of the 
National Jewelers’ Publicity Association have been 
presented to you, for your full consideration. This 
national organization with its constantly increasing 
membership plans to protect the best interests of the 
jewelry and allied industries and build prosperity 
for the entire trade. 


Mr. Freund’s remarks were supplemented 
by a brief address by Henry G. Thresher, 
a member of the committee, who endorsed 
what he had said and made a plea for educa- 
tion of the public and the dealer on the 
necessity of wearing jewelry, calling atten- 
tion to what publicity had done in other 
lines, and how ignorance sometimes pre- 
vents the sale of a product in quarters 
where it could be appreciated. 

Hardly had Mr. Thresher finished when 
Marcel Mirabeau rose to voice objections 
to some of the statements and criticisms 
that had been made by Mr. Freund. He 
also objected to further endorsement of the 
work of the National Jewelers’ Publicity 
Committee until some constructive sugges- 
tions had come from the officers or they 
showed that they were going to work on 
construction lines. He objected to the 
generalities. What he said characterized 
everything connected with the discussion 
and the movement. 

Echoing some of the remarks of Mr. 
Mirabeau and amplifying clearly and in 
detail certain statements he had made, B. J. 
Doyle made a stirring address on what 
appeared to be the weakness of the work 
of the National Jewelers’ Publicity Associa- 
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tion, both in the campaign of advertising 
and in the adoption of the slogan. He seri- 
ously criticized the value of the phrase 
“Gifts That Last” saying that it was ob- 
jected to by many members of the trade 
and was by no means the best slogan that 
could have been adopted by the jewelers, 
being harsh in sound and lacking in senti- 
ment. 

He objected to further appeal for funds 
or co-operation unless this committee would 
make public its plan of campaign for work 
in the future, and give to its subscribers 
at least some information as to how much 
has been and would be collected and what 
the money would be used for. He thought 
the subscribers and supporters were entitled 
to know this and be in a position to at 
least suggest methods for the work of this 
association. 

He took exception to the statement that 
the publicity campaign was the only thing 
that could produce business for the jeweler 
at the present time or even that it could 
produce business. He quoted publicists and 
economists to show that business today 
could not be forced (though it might be 
slightly developed), and that it could never 
be forced with the general national adver- 
tising of the character now being used. He 
asked Mr. Freund to tell the members 
specifically something definite about the 
work in the association and what it pro- 
posed to do. 

Louis Sickles, who followed Mr. Doyle, 
talked on the same lines, intimating clearly 
that it is his belief that the reason that the 
movement was not succeeding in the jewelry 
trade was because the contributors did not 
know what was being done with the money 
subscribed. He felt that before anything 
should be done, Mr, Freund or the repre- 
sentatives of the association, should show 
clearly how the money was being spent and 
what their plans were for the future. 

The proposition had not been “sold” to 
him and he believed it was not “sold” to 
a large number of other wholesalers for 
this reason. 

The applause which followed the remarks 
of Messrs. Sickles, Doyle and Mirabeau in- 
dicated that there was a very large element 
in the convention who agreed with these 
statements. 

Mr. Sickles said that he agreed with 
Mr. Freund as to the effect of national 
publicity but insisted that the publicity used 
must be the right kind. Publicity, he said, 
may be profitable but it may also be waste- 
ful, and he agreed with the statement made 
by a previous speaker (Mr. Doyle) that 
in a large number of instances where pub- 
licity had proven profitable to an industry, 
the conditions were more or less different 
from those that exist in the jewelry trade 
today. What applied to oranges and raisens 
or coffee, single products, in no way ap- 
plied to a large and varied industry like 
the jewelry trade. He cited the candy in- 
dustry as one that had developed without 
this kind of publicity. Advertising, he said, 
will not necessarily bring business when it 
is not there. 

He concluded by urging that these three 
questions be answered: How much has 
been collected? How has the money been 
expended? and What are the detailed plans 
for the future? 
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Mr. Freurd responded to Messrs, Doyle 
and Sickles in a general way explaining, 
however, that he was not running the cam- 
paign but that the information they de- 
sired would be supplied to any subscriber 
who would write to the treasurer. The 
plans for the future, he said, would be de- 
veloped at the meeting to be held in Chi- 
cago next week. 

The discussion on the general subject 
continued for some time and before it had 
ended, Mr. Sickles made a suggestion that 
all contributions for publicity and sales 
promotion come from the manufacturer ; 
that he assume the cost of the proposition 
and that he make it a part of his cost of 
doing business and hand it down to the 
wholesaler who in turn would hand it down 
to the retailer who in his turn would add 
it to the cost of the goods to the consumer 
as had been done with the tax. Consider- 
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able discussion followed this suggestion 
during which some manufacturers called at- 
tention to the fact that unlike the tax, no 
person could be compelled to pay their 
share, and that no one would have the right 
to “assess” a proportionate cost on any 
other. 
Friday Sessions 

Julian Schwab also read a paper in re- 
gard to the plan worked out by him for 
apportioning costs on manufacturers, dis- 
tributors and dealers in proportion to the 
sales made rather than the capital, this to 
take in the catalogue and mail order houses 
as well as the regular jewelers. 

After the discussion, Mr. Freund thanked 
the jewelers for some of the many concrete 
suggestions that had been made which he 
would take back to the meeting of the com- 
mittee in Chicago next week. 


ADDRESS OF C. G. WILLIAMS 
The question of clock distribution was 
then discussed by C. G. Williams, general 
manager of the William L. Gilbert Clock 
Co., who said in part: 


Recently our statistical division ran across this 
statement, “that in 1820 90 per cent of the selling 
price of an average commcdity represented the 
manufacturing ccst, and ten per cent. the cost 
of distribution and selling.” 


“In 1920 less than 40 per cent. represented 
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manufacturing cost, and more than 60 per cent. 
the cost of distribution and selling.” 

The writer did not mean that distribution and 
selling costs have become extravagant, but that 
economies of manufacture had been so great in 
the last century that they can no longer be cx- 
pected to contribute much towards reducing prices, 
and further, that to reduce the price to the con- 
sumer, greater efficiency in distribution and sell- 
ing is necessary. 

It means that every dollar expended to effect 
the sale of a manufactured article must do more 
work than it has been doing. 

Again, our statistical division say, gleaned from 
data of about 40 different manufacturers (com- 
piled by Swift & Co.), that the average dollar 
of product as purchased by the consumer, is made 
up as follows: 


ee ee eee .37 
Manufacturer’s selling expense........... 12 
Sg ae a es .04 
WAMNCORIETS PEDONSE. cos icdvaiee cs sees + 0ae% 10 
Py RL TIES «5 54 5:5 5 550.58 dlsb so ow os 93 
eS NE is ins oad dies wwies'G .28 
RE A AES Si osic ces cae ee es koe cues .06 
1 a te ie eres aoe $1.00 
Or stated a trifle different: 

Manufacturer’s cost to make.............. 37 
Expense of isthibutions ..:06050.20cse00s 50 
DAE S65 as tout wen dwseb oa kar ekine ne seaee 3 
$1.00 


There is food for considerable thought in these 
two phases of our economic life today, and a con- 
siderable need for more efficiency. 

I have many times stated to our organization 
that the cost to get clocks into the homes of the 
consumers is too large. 

This statement does not mean that anyone is 
profiteering, but that by a bigger turnover with 
a lower margin of profit per item, more sales 
can be accomplished with a better “public opinion” 
feeling and a greater net at the end of the year 
for manufacturer, wholesaler and dealer, than by 
a smaller turnover and a larger margin per item. 

Now you are not going to all agree with Gilbert’s 
suggestions or advice for‘obtaining increased vol- 
ume or tunrover, and you are well aware that 
one of the delightful things about advice is that 
you can stop, look and listen and then go right 
ahead. 

There has been and is now, a large drop in the 
buying power in the United States, and to in- 
crease this buying power, the wheels of industry 
must turn at a maximum capacity to push up the 
buying value of the dollar. 

The manufacturer must closely watch his ex- 
penses, the productivity per employee, and be con- 
tent with less profit; and the salesman of the 
manufacturer who visits the wholesaler (as Gilbert 
does) should point out these facts so that the 
wholesaler can understand and co-operate and have 
his, the (wholesaler’s) salesmen intelligently carry 
these upbuilding fundamentals effectively to the 
retail dealers. 

It’s cumulative in its effect and will bring start- 
ling quick results. 

The manufacturer needs volume to give employ- 
ment to more men and women, and is seeking 
every possible outlet of distribution for his product 
to accomplish this. 

Some of you, perhaps, criticise the selling of 
clocks through department stores, chain stores, 
hardware divisions and drug outlets, but if you 
stop to analyze, isn’t it true that through some 
of these mentioned channels the largest volume of 
people pass, and unless the manufacturer has the 
volume, you can realize that the purchasing power 
of the country is reduced, because if a factory 
isn’t paying wages, its employees have nothing 
to spend. 

The Harvard Research Bureau reports that 46 
per cent. of the clocks purchased by retail jewel- 
ers are sold direct to these retail stores by the 
manufacturer. 

Someone said recently that the “only way to 
make business better is to work from five to nine” 
and not from nine to five. 

What your average turnover is, Gilbert doesn’t 
know, but statistics show that the retail jewelers 
turn over their stock less than cnce a year. Back 
in 1915, Gilbert’s turnover was four times a year. 
Now it is nearly eight times. 

We all know that the good salesman is a tem- 
peramental ‘‘cuss.” I do not speak disparagingly. 
I speak admiringly, because if he did not have 
such characteristics he would not be a good sales 
man. Keep up the morale of your salesmen. 
Never condemn them. Spur them up to greater 
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efforts, but don’t let them play the ‘‘lone hand.” 
Don’t let them dictate your policies. Listen to 
their suggestions, confer with them, take the best 
that you get, and weld into a working basis, and 
then see that all your salesmen follow along. 

Selling, as we have experienced it in the last 
12 or 18 months, is a discouraging work. So give 
your men cheery communications. Keep in daily 
touch with them by letters, by telephones or by 
telegrams, to eliminate the little word ‘‘fear.”’ 

Most salesmen today are licked before they start 
out to sell a bill of goods. They are victims of 
the little imp ‘‘Fear,” who sits on the edge of 
every salesman’s mind, pleading, and coaxing and 
enticing him into the very things that will lead to 
his downfall. 

Your salesman approaches your customer’s place 
of business, and that little persuasive voice “Fear” 
whispers in his ear, ‘‘Never mind calling on this 
fellow now. You can see him some other time.” 
Or. it may say, “Pass this buyer up for the 
man down in the next block. I don’t think this 
fellow has the money.” Fear always counsels hesi- 
tation, delay, inaction, and leads to the same end— 
discouragement. So redouble your efforts to keep 
your salesmen in a cheerful state of mind. 

I am inclined to think, if I were a wholesaler 
in these times, that I would analyze every custom- 
er’s account; concentrate on those that I found 
good, so as to make them better. Would more 
strongly co-operate with those fair ones for the 
purpose of advancing them to the good class, etc., 
etc. 

Then I would analyze the goods I handled and 
the firms who manufactured them—judging the 
goods and the makers from knowledge gleaned 
from outside sources, to check up salesmen’s state- 
ments as to salability, quality, style, design, work- 
manship, advertising, turnover possibilities, pro- 
gressiveness, standardization, etc., putting price last, 
for, when a firm checks A-1 you may be content 
with the price quoted. 

* * 

Why not work in a little more co-operation? 
Get your salesmen co-operating with your cus- 
tomers to get more people into the retail store. 

Get the retailer to spend a reasonable amount 
of money to lock in with the national advertising 
of those commodities he handles, thereby to direct 
the consumer to his particular store, naming the 
goods, so when the customer desires that article 
he knows definitely where to go. To show the 
customer that he wants to do something for him 
beyond selling him goods. And you show the re- 
tailer how he can move some high-priced stock that 
he has, by buying a little bit more at lower prices 
and averaging up, for “‘public opinion” is in the 
mood to take advantage of reduction in selling 
prices today. 

Co-operate with the retailer to stake weekly 
sales. of silverware, of glassware, of clocks, and 
make a feature drive on each article for a solid 
week. Local publicity isn’t very expensive if in- 
telligently used, and you can supply the ideas for 
the retail jeweler who, I regret to say, the Har- 
vard Research Bureau reports, they find to be 
more of an artisan than a merchandiser. Tactics 
along these lines will rebuild confidence and show 
the consumer that the retailer by this co-operation 
is thing more of his, the consumer’s, trade than 
in making profits. ; 

It seems to me that you, through your various 
distribution channels, could frown on this so-called 
“plunder merchandise,” where the quality is re- 
duced, but the profit is maintained. This class of 
merchandise, with which you are all more or less 
familiar, sacrifices quality and good will and is 
too prevalent today. * * * 

Don’t let the retailer “pass on” all of his 
troubles to you. Confer with him and make sug- 
gestions as to how he can overcome these troubles 
that he would like to have the wholesaler stand. 

Don’t pass your troubles and trade abuses on tc 
the manufacturer. He has many to contend with 
of his own. Ask his advice, solicit his co-operation, 
but don’t get the idea that he is of unlimited 
capacity to grant extensions, financial aid, datings, 
to take back goods for credit, etc., which are all 
too prevalent now. 

You can co-operatively aid the retailer, who 
wants these things from you, not by granting them, 
but by directing him to increase his turnover 
from less than one a year to two or three times 
a year, and then these requests for datings, etc., 
will automatically correct themselves. * * * 

Through this co-operation the retail jeweler must 
write into his vocabulary, ‘‘Convenience.”  Suc- 


cess in all lines depends on “public opinion,” and 
we like to feel that other people are making it 
convenient for us to obtain that which we have in 
mind. 
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Now, your salesmen can carry the message to the 
head of the retail firm to have weekly talks with 
his clerks, and to point out shortcomings and how 
these can be overcome, and bring in a greater 
amount of trade, because the “word of mouth” 
advertising of public opinion, meaning the con- 
sumer, is a great asset to the individual store, 

Finally, when a problem or proposition urges you 
to the expression ‘‘Can’t be done,” that you will 
please feel free to adopt that Gilbert slogan, which 
has been the spur to satisfactorily solve many 
knotty kinks: 

“It can’t be done, but here it is.” 


Following Mr. Williams’ address, Chair- 
man White, for the Nominating Committee, 
reported the following nominations: 

For president, H. W. Burdick; first vice- 
president, Sidney Y. Ball; second vice- 
president, Carl D. Smith; treasurer, L. P. 
White. 

The members of the executive committee 
for re-election are: S. H. Clausin, Minne- 





T. JAMES FERNLEY, ADVISORY SECRETARY 


apolis, Minn.; G. L. Sigler, Cleveland, O.; 
Samuel Weinhaus, Pittsburgh, Pa.; Edward 
Lehman, Denver, Colo.; R. J. Petersen, 
Buffalo, N. Y.; Joseph B. Bechtel, Phila- 
delphia, Pa.; P. T. White, Chicago, IIl., and 
Julian Scheran, Cincinnati. To take the 
place of Carl D. Smith of the hold over 
committeemen, nominated as vice-president, 
the name of B. C. Allen, Chicago, was of- 
fered, the other hold over committeemen 
being Jonas Koch, New York; R. H. 
Shuttles, Dallas, Texas; E. E. Marshall, 
Chicago; E. A. Kiger, Kansas City; Jacob 
Engel, Baltimore; George H. Tomes, New 
York; Walter Mayer, Cincinnati, and E. W. 
Reynolds, Los Angeles, Cal. 

The entire ticket as presented was elected 
by acclamation and Mr. Burdick, who was 
called on for a speech, responded with a few 
appropriate words of thanks. 

Following the election, the members were 
given considerable information as to the 
work of the Adjustment Committee of the 
National Jewelers Board of Trade, New 
York, Jonas Koch reading a letter sent by 
Joseph L. Herzog, the chairman of that 
committee on the subject. Mr. Koch was 
in turn followed by Fred C. Backus, secre- 
tary of the National Jewelers Board of 
Trade, who went into further detail as to 
how the committee functions and the result 
of its work. 

Julian Schwab, as chairman of the mem- 
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bership committee, did not read his formal 
report, but told briefly of the work that had 
been done and its result. 

Jonas Koch then spoke of the work of 
the revision of the Stamping Act being done 
under the auspices of the Jewelers’ Vigilance 
Committee, many of whose ancestors were 
members of the Wholesalers’ Association, 
and on his motion a committee of seven 
(including the present members on the 
Vigilance Committee), is to be appointed 
to co-operate in this work. 

The convention was brought to a close 
by an address from Louis Sickles on the 
subject, “The Way of the Transgressor is 
Hard,” during the course of which he told 
a humorous incident at a previous conven- 
tion which resulted in his being assigned 
this topic. He good naturedly “panned” 
T. James Fernley, the advisory secretary, 
as one of the “transgressors” referred to 
and also cited incidents in the jewelry trade 
of what he considered transgression from 
the good business principles with the result- 
ant effect on the transgressors. Under- 
neath al Ithe humor there was a plea for the 
wholesaler, and the rights of the wholesaler 
which was directed at manufacturers 
generally. 


REPORT OF THE MEMBERSHIP COMMITTEE 


The: chairman of your membership committee 
begs to report as follows: 

The 1922 campaign for members was started by 
a letter sent out late in January to the prospects, 
a copy of which went to the regular membership. 
A second letter followed early in March, and a 
third on the 3d of April. 

Secretary Fernley sent to the local chairman 
copies of all letters, with instructions to proceed 
with the campaign. 

Practically all of the 1921 local chairmen were 
reappointed, as were the balance of the committee- 
men, 

It is to be regretted that increased personal ac- 
tivities in their businesses prevented some of the 
committtemen from giving all the necessary time 
to the campaign to make it a huge success. Never- 
theless, when you consider that other organiza- 
tions have had considerable losses in members be- 
cause of the trade conditions generally, we were 
fortunate in our work, inasmuch as we have se- 
cured 29 new regular, and four new associate mem- 
bers since the last annual report. 

In the meanwhile there have been 3 resignations 
in the regular, and associate membership. This 
leaves a total net gain of 30 for the year—a gain 
which indicates the continued and increasing in- 
terest in association activities felt by the trade «at 
large. The grand total of membership of this 
association is now 246. 

Your chairman again wishes to express his ap- 
preciation for assistance in this work to those 
who aided in its accomplishment. 

It is pertinent at this time to say that it would 
greatly help future membership campaigns if the 
regular members would ‘“‘lend a hand’ while cam- 
paigns are in progress. It is sometimes a physical 
impossibility for the local committees actually to 
know and see all those who are eligible for mem- 
bership, especially in the larger distributing cen- 
ters. Since all reap benefits from a stronger or- 
ganization, every member should be willing to do 
a little campaigning of his own when meeting with 
and talking to non-members whom he knows to be 
desirable. 

Our gocd friends, the associate members, also 
can do much for us by “boosting the game” during 
their chatty moments with wholesale buyers. It is 
to be hoped that, with the interest awakened by 
the present campaign as an inspiration, the full 
regular and associate membership will try to add 
many more non-members to our organization. 


Your chairman also wishes to invite into the 
association now, any attending non-members who 
may be eligible for either regular or associate 


membership. We hope they have been so well im- 
pressed by what has been and is being done here, 
that they will avail themselves of this opportunity 
to abide with us. Respectfully yours, 

JULIAN G. SCHWAB, 


National Chairman. 








A BIG NIGHT 
Members of Buffalo Jewelers’ Twenty-Four 
Karat Club Enjoy Moving Pictures 
and Caricature Slides at 
Spring Gathering 
Burra.o, N. Y., May 1.—Over 100 mem- 
bers of the Buffalo Twenty-Four Karat 
Club, representative of every branch of the 
business in Buffalo, and their guests, forgot 
their business cares last Thursday night at 


ARTHUR J. BLOCK, PRESIDENT 


the first annual Stag and “Spring Tonic,” 
which was held in the Ellicott Club. There 
had been no intimation from the committee 
as to the program which would be offered, 
other than than it would be of a high 
quality. 

The members received their first pleasant 


CHARLES T. EVANS, MEMBER OF THE COM- 


MITTEE 


surprise when a seven-reel Mack Sennet 
Comedy, “A Small Town Idol,” was thrown 
on a screen which had been placed in the 


This 


spacious ball room for the occasion. 
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film was shown through the courtesy of the 
3ecker Film Supply Co. 

3etween reels the members sang _ the 
songs which were so popular at the last 
convention of the national association. Fol- 
lowing the showing of the comedy slides 
caricaturing the various members were 
thrown on the screen and provoked parox- 
isms of laughter and much good natured 
bantering from fellow members. At the 
conclusion of this program a lunch was 
served. The entertainment was free of 
charge. 

The attendance indicated the growing 
popularity of the newly formed organiza- 
tion. Its growth has been almost phenom- 
enal since the beginning of the year. The 
“stag” was the second of the yearly festivi- 
ties. The next will be a family gathering 
during the Summer months, plans for which 
will be made later. The committee which 
had charge of the “stag” program, and who 
deserve the credit for its immense success, 
are: H. F. Van der Voort, Jr., chairman; 
Charles T. Evans, Benjamin Freedman, Al- 
fred O. Bald, Ralph E. Smith and Arthur 
J. Block. 








ALLEGED “FENCE” ARRESTED 


I. Karmatz, Philadelphia Watchmaker and 
Jeweler, Charged With Receiving 
Stolen Goods 


PHILADELPHIA, Pa., April 27.—Charged 
with receiving jewelry and other valuables 
stolen from wealthy residents of Washing- 
ton, D. C., I. Karmatz, watchmaker and 
jeweler, 711 Sansom St., was held under 
$10,000 bail for a further hearing by United 
States Commissioner Long in the Federal 
building today. 

Karmatz was arrested yesterday by De- 
tectives Clegg and Curran, of the Philadel- 
phia detective bureau, and Sergeant Keck, 
of the Washington police force. According 
to Keck, Karmatz bought several thousand 
dollars’ worth of stolen jewelry from Joseph 
C, Lauzon, said to be one of the cleverest 
apartment house thieves in the country, who 
was arrested last week in Washington, 

For the last three years, according to the 
evidence received by Commissioner Long, 
large jewelry thefts were committed in 
Washington at frequent intervals. The 
methods employed by the thieves in each 
case were similar and led the police to be- 
lieve they were the work of a gang under 
the directorship of a clever thief. 

Finally, Washington police arrested Lau- 
zon. Upon going to his room large quanti- 
ties of jewelry were recovered in trunks, 
the police say. In a trunk recovered in 
3altimore, Md., it is alleged that they found 
a diary, which belonged to Lauzon, in which 
were memorandums of jewelry shipments to 
three receivers, one of whom, according to 
Sergeant Keck’s testimony, was Karmatz. 
The diary record shows, the police say, that 
Lauzon often sold jewelry to Karmatz dur- 
ing the last year and a half, and that many 
thousands of dollars were involved in the 
transactions between the two. 








Carl A. Myers, Dayton, O., reports 
that a colored man while apparently try- 
ing to select a ring stole a three stone 
diamond ring valued at $175. 
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BOARD OF TRADE DINNER 


National Jewelers Board of Trade Will Hold 
First of a Series of Dinners at 
Hotel Astor on May 24 


The National Jewelers Board of Trade 
announced last week that it would hold its 
first informal trade dinner on Wednesday 
evening, May 24 at 6:30 o'clock, at the 
Hotel Astor, New York. At this dinner, 
which will be the first of a series to be 
held during the year, the topic of discussion 
will be “The Correct Stamping of Merchan- 
dise Made in the Industry and the Use of 
Trade Names.” 

Although the announcement of the dinner 
was made only a few days ago F. C. Backus 
secretary of the Board stated that requests 
for reservations are coming in fast and from 
all indications the affair will be oversub- 
scribed. He therefore urges that requests 
be sent in early. According to Secretary 
Backus, various other organizations in the 
trade has indorsed the trade dinner and 
some will send out notices to their members 
urging them to attend. 

The special feature of the forthcoming 
dinner will be the opportunity afforded to 
obtain authoritative information on vital 
questions agitating both manufacturers and 
dealers, and arrangements have been made 
with Board’s counsel to answer questions 
bearing on the National and State Stamping 
Laws now in force. It is therefore re- 
quested by those in charge, that any one 
desiring information should send questions 
to Secretary Backus on or before May 15. 
No names will be used in answering these 
questions at the dinner, but communications 
submitting questions must be signed. 

The dinner will be open to the entire 
trade and the announcement suggests that it 
be attended not only by members of firms, 
but by superintendents, heads of depart- 
ments, salesmen and buyers, or any one in- 
terested in the subject. Such information 
will be of great value to all. 

The price of the tickets will be $3.50 
each and all requests for reservations should 
be forwarded to Secretary Backus, 15 
Maiden Lane, New York. It is pointed out 
that reservations with checks should be re- 
ceived not later than May 10. All checks 
should be made payable to “Dinner Commit- 
tee,” National Jewelers’ Board of Trade. 

There are three committees working on 
the affair, namely, a committee on arrange- 
ments, reception committee and _ speakers 
committee. The committee on arrangements 
consists of Leo Wormser, chairman, T. Ed- 
gar Willson and Harry Higham, while the 
speakers committee is composed of G. H. 
Niemeyer, Morris L. Ernst (counsel for 
the Board), and Jonas Koch. The recep- 
tion committee is composed of 19 members 
and consists of Fred A. Croselmire, Benja- 
min F. Levy, H. P. Dickinson, Arthur 
Reichman, William J. Ward, DeWitt A. 
Davidson, George Allsopp, Jr., John Drake, 
John Sherwood, W. H. Tarlton, Harry C. 
Larter, Leopold Stern, M. C. Foster, Richard 
Krementz. Irving Day, Arthur Lorsch, 
Warren Alford, Harry Higham and F. C. 
Backus. 








C. Lloyd Violette, Old Town, Me., has 
sold his jewelry stock to Charles C. Lar- 
sen, Bangor. 
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HOLD ANNUAL BANQUET 





Members of United Retail Jewelry Store- 
keepers’ Association Entertain Presi- 


dent of A. N. R. J. A. 


The annual banquet and ball of the 
United Retail Jewelry Storekeepers’ As- 
sociation, Inc., was held last Sunday at 
The Aristocrat, 69 St. Marks Pl. New 
York. The affair was marked by an 
attendance of over 350 members and 
guests and had as its guest of honor, 
Edward H. Hufnagel, president of the 
A. M. R. J. A. 

Although the dinner was scheduled to 
start at 8 Pp. M., it was almost two hours 
later before the diners were called to 
the banquet hall. In the meantime those 
who had gathered early enjoyed dancing 
and a musical concert including Fiedler’s 
orchestra. 

The dinner proved an enjoyable affair 
and the menu placed before the storekeepers 





MRS, J. A. WEINTRAUB, WHO WAS IN CHARGE 
OF THE BANQUET 


and their guests was a tasty one and 
took over two hours to consume. Dur- 
ing the course of the meal Mrs. J. A. 
Weintraub, who had charge of the affair, was 
presented with a handsome bouquet of 
flowers as were several other lady mem- 
bers of the committee. Another pleasing 
and original stunt enacted during the 
course of the dinner was the raising of 
an American flag to the accompaniment 
of the playing of the “Star Spangled Ban- 
ner.” The Zionists’ flag was raised later 
in a similar manner. 

Following the discussion of the menu, 
M. H. Mestel, toastmaster of the affair, 
called upon M. Ginsburg, president’ of 
the association, who welcomed the mem- 
bers and their guests. After making sev- 
eral other timely remarks, Edward H. 
Hufnagel, president of the A. N. R. J. A. 
was introduced. 

Mr. Hufnagel touched upon the spirit 
of co-operation so essential in the jew- 
elry trade and urged the jewelers to get to- 
gether as often as possible. He also 
pointed out how the jewelers’ wives 
could help them in _ their business. 
Mr. Hufnagel implored his listeners not 
to cut prices but to carry on their busi- 
ness on the one-price scale. The speaker 


then showed what other trade organiza- 
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tions were doing in the way of bettering 
the industry and promoting good fellow- 
ship. President Hufnagel’s remarks 
were received with loud applause. 

The next speaker presented was Mr. 
Korsunsky, president of the Bronx Retail 
Jewelers’ Association, who told his lis- 
teners what the Bronx organization was 
doing. J. Wolf, a former member of the 
United Retail Jewelry Storekeepers’ As- 
sociation, but now head of the Metropoli- 
tan Retail Jewelers’ Association, also 
spoke a few words on the activities of his 
organization. Other speakers included 
Paul Weintraub, lawyer, who spoke on 
the relation between capital and labor, 
and the middle class; I. Schneider, another 
lawyer, and Louis Cohen. The conclud- 
ing remarks of the evening were made 
by Mrs. J. Weintraub, who was in charge of 
the affair. 

Following the banquet those who cared to 
adjourned to the ballroom where dancing 
was enjoyed. 








New England Manufacturing Jewelers to 


Hold Golf Tournament June 6 and 7 


ProvipENcE, R. I., April 29—The manu- 
facturers of jewelry and kindred and allied 
lines in Providence and the Attleboros are 
preparing for a two days’ golf tournament 
at the grounds of the Metacomet Golf Club, 
in East Providence on June 6 and 7 to con- 
clude with a dinner on the last evening, 
Already there are more than 100 entries and 
those in charge expect that it will be one 
of the largest gatherings ever held in New 
England of a similar character by manu- 
facturing jewelers. 

The lists have not yet closed and an open 
invitation is extended to all manufacturing 
jewelers and those in allied lines to join in 
the event. The entrance fee will be $5. 

The committee that has the tourney in 
charge is very anxious that all entries be 
filed with E, T. Abbott, with the Potter & 
Buffinton Co., 7 Eddy St., who is acting 
as treasurer for the occasion, at once so 
that the handicaps may be figured out and 
the assignments made for playing. 

There is a general sentiment among those 
who have already entered the project that a 
permanent organization be formed, and steps 
in this direction may be taken at the dinner 
on the last evening. 








SENT TO REFORMATORY 


Anna S. Rusling Found Guilty of Larceny 
of Diamond Rings and Is Sentenced 
for an Indefinite Term 

Boston, Mass., April 29—Anna S. Rus- 
ling was sentenced by Judge Dubuque in the 
Municipal Court Tuesday to the Sherborne 
Reformatory for an indefinite period. She 
was found guilty of the larceny of two dia- 
mond rings valued at $2,450 from Smith, 
Patterson Co., a $225 ring from Abraham 
Anshen, and a $250 ring from Simon Robin- 
son. 

She wasealso tried for stealing $375 worth 
of jewelry from Reagan, Kipp Co., and 
rings valued at $375 from another concern, 
but on these charges was found not guilty. 

When searched, following the trial, a 
quantity of drugs, needles and other drug 


CIRCULAR 





105 


implements were found in one of her stock- 
ings. 

The case attracted a great deal of atten- 
tion, not only because of the jewelry thefts, 
but also because of other charges against 
the woman. 








BANDITS IN CHICAGO 





Police Make Important Capture of Four 
Men—Manufacturer and Retail Jeweler’s 
Wife Both Held Up and Robbed 


Cuicaco, April 29.—Whether the arrest 
of four young men who were locked up on 
account of inability to give bond is re- 
sponsible for the condition or not the activ- 
ity of jewelry bandits during the past week 
has been very slight. 

In a raid made by the police on a saloon 
on Talman Ave., a large number of men 
were captured and among the number were 
four who had their automobile and a suit 
case filled with masks, rope and guns, ready 
to hold up a men’s furnishing store. When 
taken to the station statements were secured 
which connect these men with jewelry store 
robberies to the amount of $250,000. They 
are now being held under bonds ranging 
from $15,000 to $40,000 each. 

Early last Sunday morning when N. S. 
Street, of Wright & Street, jewelry manu- 
facturers at 223 W. 62nd St., accompanied 
by a friend, went to the factory to turn out 
the lights, as is his custom, he was con- 
fronted by two men, both of whom carried 
revolvers. Under threat of death he was 
compelled to give combination of his safes. 
He gave wrong combinations hoping to 
gain time, but was informed they were in 
no hurry, as they had been waiting for them 
since 3 A. M. With the safes open the 
bandits proceeded to gather up all the gold 
and valuable merchandise in the place. 

Before the bandits left Mr. Street and his 
companion were bound and gagged and 
placed in the vault. To be “good fellows” 
the bandits said they would leave the door 
open a little bit, which they did. The value 
of the merchandise taken was valued at a 
little more than $2,500. 

On Wednesday two armed bandits en- 
tered the store of Samuel Fine at 1242 W. 
Roosevelt Road. When they entered Mrs. 
Fine was alone in the store and she at- 
tempted to escape through the rear door 
but was halted by a threat to shoot. She 
begged for mercy on account of her child, 
which was asleep in the rear room. The 
men then forced her into the kitchen to- 
gether with the child and bound both of 
them. The thieves then went into the store 
and secured valuables to the amount of 
$5,000. 

Mr. Fine was visiting a bank in the neigh- 
borhocd at the time and he returned just 
as a neighbor who had been aroused by the 
shouts of Mrs. Fine entered through the 
rear door and released her. 

Mrs. Fine stated that she recognized one 
of the men though she did not know his 
name. 








George Stuart, Granville, O., reports 
that his store window was smashed dur- 
ing the night of April 20, but the burglar 
was shot at by the night watchman and 
escaped without getting any loot. 
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President Hufnagel Guest of New York Retail Jewelers 








Members of the Trade in Greater New York Honor Head of A. N. R. J. A. 
Upon His Return From Trip to the Pacific Coast 

















The banquet and home coming reception 
given to Edward H. Hufnagel, president of 
the American National Retail Jewelers’ As- 
sociation, by the retail jewelers of Greater 
New York at the Hotel Astor, last Friday 
evening, was one of the most successful and 
altogether delightful meetings of retail 
jewelers that has been held in the Metropolis 
in some time. 

The dinner was scheduled to begin at 7 
o’clock, but it was sometime after that be- 
fore the banquet room was ready for the 
reception of the jewelers. The return of 
Mr. Hufnagel from a long tour which car- 
ried him to the Pacific Coast in the interest 
of the retail jewelry trade throughout the 
country, was the occasion for the reception 
given him, the jewelers taking the oppor- 
tunity to express in this way their apprecia- 
tion of the excellent work which he is doing 
for the upbuilding of the American Na- 
tional Retail Jewelers’ Associations and for 
the benefit of the retail jewelers throughout 
the country. 

For about an hour prior to the beginning 
of the banquet, the jewelers and their guests 
spent an enjoyable social time in the hotel, 
and when the banquet hall was finally opened 
the guests of the evening and officers of 
the association found their places at the head 
table, while the other members were seated 
at small tables nearby. 

The chairman of the committee of ar- 
rangements, W. D. McDougall also acted 
as toastmaster of the evening and conducted 


the post-prandial portion of the program 
in such a lively and altogether interesting 
manner that the time sped by and the 








HUFNAGEL, PRESIDENT OF THE 
THE GUEST OF HONOR 


EDWARD H. 
A. N. R. J.-A, 


jewelers were loath to leave after the last 
speaker had concluded his remarks. 

Among those at the head table with Chair- 
man McDougall were President Hufnagel, 
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of the American National Retail Jewelers’ 
Association; Harry P Dickinson, president 
of the Jewelers’ 24-Karat Club of New 
York; A. L. Brown, treasurer of the 
Jewelers’ Vigilance Committee; N. Korsun- 
sky, president of the Bronx Retail Jewelers’ 
Association and Past-President H. Falken- 
steinr of the same association; Victo 
Lambert, the secretary of the Retail Jewel- 
ers’ Association of Greater New York and 
vicinity, and A. M. Clark of the JEWELERS’ 
CIRCULAR, 

The menu was as follows: 


Coupe de Pamplemousse, Carmen 


Petite Marmite, Bourgeois 


Céleri Noix Salées Olives 


Oeufs d’Alose glacés, Astor 
Concombres, Norvégienne 


Noix de Ris-de-Veau braisé, St. Germain 
Petits Pois au beurre 
Poulet de Printempts farci réti, Polonaise 
Pommes de terre, Noisette 
Salade de Pointes d’Asperges 


Parfait glacé aux fraises 


Gourmandises 
Café Noir 


Toastmaster McDougall called for order, 
by vigorously pounding with his gavel, and 
when quiet had been restored he made a few 
preliminary remarks in which he called at- 
tention to the fact that the dinner was be- 
ing given to honor Mr. Hufnagel. 

He then introduced as the first speaker 
of the evening, Robert M. Campbell, of the 
U. S. Agency of the Omega Watch Co., 
who delivered an excellent address. During 
the course of his remarks he praised Presi- 
dent Hufnagel for the work which he is 
doing for the national association. Mr. 
Cambpbell is an easy entertaining speaker 
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and he sandwiched in a number of laugh- 
able stories with the more serious angles 
of his remarks. He urged the jewelers to 
be of good cheer and said he believed that 
conditions would soon show marked im- 
provement. He praised Mr. Hufnagel for 
his excellent work in visiting the jewelry 
trade. 

N. Korsunsky, president of the Bronx 
Retail Jewelers’ Association was called upon 
and made a few remarks in which he said 
that the retail jewelers throughout the coun- 
try were greatly indebted to Mr. Hufnagel 
for the self-sacrifice he had made in leaving 
his business to visit the various retail 
jewelry organizations throughout the coun- 
try. 

Toastmaster McDougall then presented 
Mr. Hufnagel with a 14-Karat gold card 
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case as a token of the esteem in which he 
is held by the jewelers. 

After voicing his surprise and pleasure 
at the presentation, Mr. Hufnagel talked 
for a period of 45 minutes, during which 
he reviewed his trip, which he had just con- 
cluded, mentioned his visit to Atlantic City 
and other eastern points since his return 
and gave the jewelers a lot of good practical 
advice as to matters in connection with their 
business. He also discussed a number of 
vital trade matters at length and urged 
his hearers to all be of good cheer and catch 
the spirit of the western jewelers who are 
optimistic even in the face of hard times. 

During the course of the evening a pro- 
fessional entertainer lead the jewelers in 
singing a number of the newest songs and 
many of the old-time favorites. 








Heyman Gabriel, of the Gabriel Jewelry 
Co., Mobile, Ala., has been elected to suc- 
ceed H. A. Forchheimer, as a city com- 
missioner of Mobile, and has_ been 
chosen as chairman of the Finance Commit- 
tee of the Board. Mr. Gabriel told his col- 
leagues that he would support a definite 
building program, to take in both white and 
colored schools. He said he would make an 
active fight as a candidate to succeed him- 
self at the August primary. 


THE JEWELERS’ 
DEATH OF JOSEPH STRINGER 





Career of Widely Known Journeyman Jew- 
eler Who Had Served Over 60 Years 
in the Jewelry Trade 


ProvipeNce, R. I., April 29.—Joseph 
Stringer, for the past 34 years foreman of 
the manufacturing jewelry plant of Snow 
& Westcott Co., 158 Pine St., successors 
to the old-time firm of G. & S, Owen, and 
one of the oldest and best-known journeymen 
jewelers in Providence, died at his home, 
66 Arnold St., Riverside, last night after 
an illness of less than a week of pneumonia. 
He was in his 74th year. For more than 60 
vears he had watched the ups and downs 
of the jewelry business from the viewpoint 
of a worker at the bench and was considered 
one of the most practical and best informed 
men concerning the making of jewelry, es- 
pecially of the finer grades, in this city. 

He was born in Birmingham, Eng., in 
1848 and received what limited education 
he received at school, in his native city, 
for when but 11 years of age he began in 
1859 to learn the goldsmith’s and jeweler’s 
trade with one of the largest concerns there. 
Completing his apprenticeship, he remained 
in the employ of those to whom he was 
thus obligated until he was 23 years old, 
when he came to America. That was in 
1871. 


While he landed in New York, he went 
directly to Boston and at once found em- 
ployment with a Winter St. firm which not 
only carried on a jobbing jewelry business, 
but also manufactured in special lines. 
Learning that Providence was a gréat jewel- 
ry manufacturing centre, he decided to come 
here and look over the place to see what it 
was like. The impression he received was 
so favorable that he decided to remain here, 
obtaining work with the J. W. Richardson 
Co., whose place of business was at that 
time on Friendship St. This concern made 
nothing but straight gold jewelry. Two 
years later he went to work with Davis, 
Platt & Co., later with Dewitt Smith and 
then with Tillinghast & Mason, remaining 
with that concern after it was taken over 
hy the late John L. Mason and was fore- 
man for the latter firm for several years, 
until 1880 when he resigned to accept a 
position with G, & S. Owens. 

In 1884, during a depression in the jewel- 
ry business here, Mr. Stringer accompanied 
by his brother-in-law, the late Joseph Wil- 
liams, also a practical journeyman jeweler, 
returned to England and obtained employ- 
ment in the jewelry shops of Birmingham, 
but a couple of years later, returning to 
this company, Mr. Stringer once more en- 
tered the Owens shop where he was con- 
tinuously employed until his death. Thirty- 
four years ago he was appointed foreman 
and held that position to the end. 

A short time ago, Mr. Stringer, talking 
with the CircuLar correspondent who 
worked as an apprentice under the deceased, 
said concerning his early days in the in- 
dustry: “Working hours were long in Bir- 
mingham. We went in at 8 o'clock in the 
morning and we worked until 7 o’clock every 
secular day. Gradually the hours were 


shortened on Saturday until finally the Sat- 
urday half-holiday was established. 
“As an apprentice, I received nine shillings 
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a week, but the journeyman jeweler was 
paid from 30 to 40 shillings a week, although 
an extremely good workman earned as much 
as 45 shillings. Therefore, when I began 
work in Boston at the rate of $2 a day, 
I thought that I was getting big pay, but 
when I compared the cost of living in this 
country with that in England I found that 
I was no better off, financially. It was this 
discovery which led me to seek employment 
in Providence, where I was told, better 
wages could be obtained. The information 
was correct, for I soon was making from 
$25 to $40 a week, according to the prices 
that were set on the jobs I undertook. 

“All the work which we did in the shops 
at Birmingham was turned out by hand and 
the first machinery I ever saw in a jewelry 
shop was here in Providence. I recall that 
I glanced up and saw the rapidly turning 
shafting, and I wondered what it was there 
for. My first impression was that it had 
something to do with some kind of brass 
work, 


“I was speedily corrected when a fellow 
workman advised me to make use of the 
machinery whenever I could as a means of 
expediting my work and increasing my 
earnings. I told him that I guessed I could 
work as fast and as correctly with my 
hands, and to prove it I started a piece of 
work at the same time that the other work- 
man went over to a machine. Before | 
had half completed my task he came back 
to the bench and showed me what he had 
accomplished. ‘That opened my eyes to the 
advantages of machinery, and thereafter I 
made full use of it. 


“Ever since then I have endeavored to 
convince the beginner in the trade that he 
should master every detail of the mechanical 
end of the business, but at the same time 
he ought to make himself proficient as a 
hand workman, for he could never tell when 
he might be employed in an out-of-town 
shop where there was no machinery.” 

Soon after coming to Providence, Mr. 
Stringer became a member of the Slocum 
Light Guards and was afterward elected 
Second and later First Lieutenant. He was 
also for several years President of the Slo- 
cum Light Guard Association, composed of 
veteran members of the old command. He 
was interested in rifle practice and was one 
of the members of the first rifle team sent 
from Rhode Island to represent the State 
at Creedmore rifle range for national target 
shooting. 

Mr. Stringer moved to Riverside about 
1882, and built a house on Arnold St. 
He was,concerned in the improvement and 
welfare of the village and was one of the 
charter members for many years active in 
the Riverside Improvement Society, as well 
as in the Riverside Public Library Asso- 
ciation. Although he never held political 
office, he frequently was urged by the in- 
dependent voters of the south end of East 
Providence to accept nomination as Town 
Councilman. 

Mrs, Stringer died several years ago and 
is survived by only one son, John A. 
Stringer, on the staff of the New York 
Herald. 








I. D. Rubin & Sons, are the successors 
to I. David Rubin, Charleston, S. C. 
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South Dakota Jewelers Meet at Mitchell 





Members of the State Association Hold Important Convention in Corn 
Palace City and Elect Officers 
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MitcHet.t, S. Dak., April 28—A real 
treat was in store for the jewelers of 
South Dakota when they came to’ Mitchell 
to attend the annual meeting April 26 and 
27. This was a radio lecture and demon- 
stration given by Professor J. C, Jensen, 
president of the Nebraska Academy of Sci- 
ence in Lincoln. The lecture was given in 
the afternoon of Wednesday, following the 
address of President W. D. Nelson. The 
demonstration was continued in the evening, 
after the banquet, at which time they lis- 
tened to a band concert given in St. Louis, 
and also at the hour of 9 Pp. M., at which 
they distinctly heard the time clock in Wash- 
ington, D. C., strike the hour of 10, at which 
time all the jewelers set their watches ac-- 
cording to national time. The static condi- 
tions were not very favorable, consequently 
the concert was not as distinct as it might 
be, but the ticking of the clock could be 
heard distinctly. This in itself was a won- 
derful demonstration. 


THE BANQUET 


Wednesday evening, at the Widman Ho- 
tel, a banquet was given under the auspices 
of the Jewelers’ Association, to which the 
members of the Optometric Association 
were invited. President W. D. Nelson 
made a fine presiding officer, creating an 
atmosphere of informality which meant a 
good time for all. Samuel Swartchild, of 
Swartchild & Co. Chicago, a_ veteran 
jeweler of 52 years’ experience, responded 
to a toast, The Horological Institute of 
America, a subject which he continued in 
his address the next day. 

L. W. Robinson, secretary of the Mitchell 
Commercial Club, extended the welcome of 
Mitchell to the jewelers and gave an inter- 
esting story of the development of the Corn 
Palace, which is the only one of its kind in 
America. The original building was of a 
light frame structure, covered entirely with 
corn of the different shades and _ kinds, 
carrying out artistic effects, but now the 
Corn Palace has a fine, new permanent home, 
a substantial brick structure, having in it 
one of the largest auditoriums of the north- 
west. Large inset panels on the outside are 
decorated with corn, and the same type of 
decoration is carried out on the inside walls. 
The work is remarkable and has unusual 
artistic value. 

Other interesting speakers were C, R. 
Damuth, of Redfield, secretary-treasurer of 
the South Dakota association; A. W.  An- 
derson, secretary of the American National 
Retail Jewelers’ Association, of Neenah, 
Wis., and W. H. Fritz, president of the 
Optometrical Association of South Dakota. 

After the radio demonstration, the con- 
vention attended the Metropolitan Theater, 
and upon their return to the hotel were 
guests at a theater supper, given by Otis L. 
Ross, of the Wholesale Jewelry Co., Sioux 
Falls, and S, Swartchild, Chicago. 


Thursday, April 27 


The Thursday morning session proved 
most valuable and practical. The “open 


forum,” conducted by President Nelson, re- 
sulted in most interesting and valuable dis- 
cussion. Among other points considered 
was that of a State law authorizing the 
disposal of repair jobs left one year, and 
it was decided to present such a law to the 
next legislature. 

The matter of repair prices was also con- 
sidered, and it was decided to adopt the 
suggestions made by Mr. Swartchild. 

Considerable time was given to the dis- 
cussion of wages paid to repairmen, and it 
was the consensus of opinion that good 
wages meant better returns to the store, and 


C. R. DAMUTH, SECRETARY-TREASURER 


a general hope was expressed that the num- 
ber of watchmakers and repairmen would 
be increased. 

At this time the president brought out 
the question of carrying insurance, and 
strongly advocated all jewelers to get into 
the National Jewelers’ Mutual Fire Insur- 
ance Co. This point was emphasized very 
strongly by Mr, Anderson, who followed 
this “open forum” with his address on “As- 
sociation Activities.” At the close of his 
address, he gave a detailed statement of the 
advantages that would accrue in having in- 
surance in this association, explaining how 
the 33% per cent. would come back to the 
jeweler. And in defense of the statement 
made by some that they ought to patronize 
the home insurance men, he pointed out that 
a very small portion of the policy paid to 
them was retained in the town. That as a 
result the town was better patronized by 
the jeweler getting back his 33% per cent. 
from the American Jewelers’ Insurance As- 
sociation. 

Mr. Anderson’s address was followed by 
one on the Horological Institute of America, 
by Mr. Swartchild, of Chicago. This was 
very greatly enjoyed by the convention. Mr. 
Swartchild’s extended knowledge and his in- 
teresting way in presenting his subject cer- 
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tainly make him a valuable speaker, since 
his address was published recently, having 
been given in Chicago, it will not be re- 
peated here. 

The afternoon program was opened with 
another “open forum,” conducted by Gustav 
Woelfel, vice-president of the association. 
Many interesting points were brought out 
at this time that would prove to be most 
helpful to the members. One statement 
made which was heartily endorsed by every 
member of the convention, was that ladies 
made most excellent assistants in a jewelry 
store. They were not only good salesmen, 
seeming to have the knack and ability of 
displaying the goods and judging the tastes 
and desires of the customer, but they were 
very good for window display work and 
the keeping up and the care of stock. In 
other words, they seem to have natural in- 
tuition, as would be expected in the han- 
dling, care and selling of jewelry. 


Probably one of the most interesting and 
instructive talks of the convention was that 
of O. L, Ross, of Sioux Falls, on “Dia- 
monds.” Mr. Ross gave the history of dia- 
monds from the mine to the counter. He 
explained the diamond market, how it was 
influenced and controlled, and how the ac- 
tion of the mine owners in closing down 
and not glutting the market had helped very 
much in stabilizing the market. Mr, Ross 
is a great booster for the association, and 
gave many helpful suggestions for increas- 
ing the membership and adding to the in- 
terest. 


The meeting closed with the re-election of 
the old officers. Wilmer D, Nelson, presi- 
dent, Pierre; Gustav Woelfel, vice-presi- 
dent, Mitchell; and C, R. Damuth, secre- 
tary-treasurer, Redfield. 

President Nelson’s address was as fol- 
lows: 

ADDRESS OF PRESIDENT NELSON 


Members of the South Dakota Retail Jewelers’ 
Association and those who have not yet become 
members, I want you to know that in more than 
the usual stereotyped phrase, I am very glad to be 
with you today, and will endeavor to review a little 
of the events of the past year. 

I am sure that we are thankful to God and glad 
of heart that we can meet after a year of business 
depression, with smiles on our faces which I hope 
are there to stay. “Only he who is unworthy of 
our great and noble craft need be afraid of the 
future.” We are members of the most important 
craft in the world, for upon us rests the responsi- 
bility of keeping and giving to the world the cor- 
rect time, and since everything depends upon time, 
if we fail things would indeed be in a sorry pre- 
dicament. If accurate service, punctuality and 
efficiency, be vital world’s needs, then the jeweler 
and his wonderful timepieces are mightily needed 
in this world of ours, and because of our country’s 
need of us we are here today to talk over the past, 
to plan for the future and to clasp the hands of 
our loyal jewelers from all parts of the State. We 
welcome you boys from the Black Hills, as well as 
these fellows from Aberdeen, Watertown or Sioux 
Falls. The town does not make the man, it is the 
heart that is in him. 

If the jeweler had learned anything in the past, 
it is that all knowledge and efficiency is not found 
in one jeweler’s head, but that it took all the gray 
matter in all of our heads from Maiden Lane to 
San Francisco to prevent Congress from handing 
us a 10 per cent. sales tax on January. It is cer- 
tainly going to require all of the brain power of all 
the jewelers of America, retailers, wholesalers, 
manufacturers and all other lines of trade that are 
effected combined to get this obnoxious stigma, the 
war tax of five per cent., removed, and we will not 
be able to do this if every jeweler does not give 
to his State association his whole-souled and hearty 
support. Therefore, he must join his State asso- 
ciation and let the Congressman from his district 
know that he means business, and to this end T 
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would recommend that we appoint an energetic 
Membership Committee to get every jeweler in the 
State to take membership with us. 

We must not forget in looking backward and 
forward that “The Future will soon be the present 
and the present will soon be the past,’? and so to 
profit by what is past to assist in the present and 
future. The past year has been one to fairly test 
a man’s soul, especially those who were not pre- 
pared for the changing conditions and the problems 
which confronted us, and they who passed through 
without serious loss have cause for gratitude and 
congratulaticn. The falling market and a dimin- 
ishing buying public, which, with a cost of doing 
business strangely at variance, was the problem. 
The only thing which I found to do was to buy 
very carefully and to cut the price to meet the 
market, absolutely forgetting the cost in some cases, 
and then reinvesting the money in things in which 
I knew I could make a profit. But the jeweler 
who did not do this and tried to hold up his 
prices found that he had no business and no money 
with which to buy new goods. 

Success in business in a large measure depends 
upon our own individual ability, initiative and ef- 
fort. The year 1921 is passed and we should 
profit by our experiences to make 1922 a banner 
year. During this convention we are going to try 
to get and give ideas which, if you make your own 
and act upon, will help to make it a most prosper- 
ous year. And don’t forget that it was because of 
our association that you were able to get this as- 
sistance. It will prove to you more than anything 
else the many advantages of belonging to our State 
Jewelers’ Association. 


JEWELERS’ SLOGANS 


Jewelers have two slogans, the one, “Gifts That 
Last,” is the finest that was ever gotten up and 
we must use it on every opportunity, The other, 
“Make the Jeweler Your Gift Councilor,” but re- 
member to do this you must make yourself capable 
of giving counsel. This means knowing your goods 
and your business. It means a technical knowledge 
of the source, manufacture and history of your 
goods, and with this knowledge there must be 
sincerity and frankness that will demand the trust 
and confidence of the people. Then when anyone 
is in need of a gift, he or she will naturally think 
first of the jeweler. If we have so built up our 
trade and gained the confidence of the people we 
will treble our business and bring back to the 
jeweler the large trade in luxuries, about 75 per 
cent. at least, that have been going to other mer- 
chants. 

I am glad that our National Association has taken 
a stand on the free engraving nuisance, and that 
now most of the jewelers charge for engraving. 
Once established, it is very easy to get the price 
for engraving. 

Diamond prices have remained normal. This is 
due to the fact that the London Syndicate closed 
their mines and refused to sell until the stock al- 
ready on the market had been absorbed. I have 
heard that they said they will nct let any of theirs 
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go on the market until the public is starving for 
them. 

In closing, let me urge asain that every jeweler 
should join the State Association, should give 
thought and study to the making of his business 
ideals and standards such that they will not only 
demand the confidence of the people for himself, 
but for the jewelers in general. Be optimistic, but 
work while you smile. Let me remind you that 





SAMUEL SWARTCHILD, WHO SPOKE ON THE 
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it is all within yourself, success or failure. Think 


right and you’ll act right. 


The resolutions adopted at the conven- 
tion which were reported by a committee 
consisting of Bruno Zimmerman and Carl 
A. Hueners, were as follows: 


The Resolutions 


ReEsotvep, That we had a very enjoyable, inter- 
esting and business building session throughout. 
This was made possible by the co-operation of all. 
and the generous welcome extended to the conven- 
tion by the City of Mitchell through Mr. Robinson, 
and the Chamber of Commerce through Mr. Lau- 
ritz Miller. Therefore, be it 

RESOLVED, That this convention records itself as 
expressing sincere thanks for their interest and 
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regrets that it cannot properly express 
ments in stronger words. 
* 


its senti- 
ao * 


RESOLVED, That our thanks be extended to Gustav 
Woelfel for his untiring efforts and hospitality 
shown during our stay in the city. Be it further 

RESoLveD, That we feel deeply indebted to Prof. 
J. C. Jensen for his able lecture on one of the 
most interesting subjects of the day, Radio Tele- 
phony. We are also grateful to have with us our 
pioneer, the watchmakers’ friend, Mr. Samuel 
Swartchild, who brought to us an interesting talk 
on the Horological Institute of America. 

* * * 

RESOLVED, That we greatly appreciate what the 
National Jewelers’ Publicity Association has done 
for the trade and that we continue to assist it with 
our moral and financial support. 

* * * 


RESOLVED, That this convention feels honored to 
be permitted to spread on its pages the record of 
an address delivered by our National Secretary, 
A. W. Anderson, on “Association Activities,” and 
therefore considers it a privilege to make this de- 
served acknowledgment. 

* * . 

REsoLvep, That our thanks and appreciation ‘he 
extended to O. L. Ross, of Sioux Falls; Louis C. 
Yams, of Minneapolis, and Mr, Beard, of St. Paul, 
for their help in our social activities. Mr. Ross 
also favored us with a very interesting talk on 
diamonds and present conditions of the market. 

om - 


RESOLVED, That this association ask the National 
Association to formulate a code of ethics for jewel- 
ers to be distributed among them. 

: * * 

We wish to mention the telegram received from 
our National President, E. H. Hufnagel, and 
Charles F. Hulburd and extend thanks and good 
wishes to them. 

* * * 

Reso.veD, That the officers of our State Associa- 
tion be highly commended for their efficient work 
and that the members of this association will en- 
deavor by their support to justify the sacrifice the 
officers have made to put the South Dakota Jewel- 
ers’ Association on the map. 








Market Prices for Silver Bars 


The following are the quotations for sil- 
ver bars in London and New York as re- 
ported for the past week: 

Domestic 
Selling Price Silver, 


London U.S.Govt. Standard 
Date Official. Assay Bars. Price. 
pO 0 BAe ee re 34% 70% 99% 
OS od ci arcaween 344% 70% 99% 
MEMOIR a wiki siviarmeleace 34% 70% 99% 
Cy re 34% 69% 99% 
| Bp. See 34% 69% 99% 
Eo iarceod cases 34% 70% 99% 
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Minnesota Retailers Meet at Minneapolis 





Members of State Association Hold Interesting Convention—Officers Re- 
elected, Banquet Enjoyed and Many Trade Questions Discussed 














MINNEAPOLIS, Minn., April 26.—Minne- 
sota jewelers closed their 18th annual con- 
vention at the West Hotel, here, on April 20, 
after a three-day session, satisfied that never 
before had they attended a meeting which 
teemed with such constructive results. Re- 
viving business, practical sales methods, 
ethical practices and the treatment of crimi- 
nals were topics of interest which vied with 
each other in holding the attention of the 
200 tradesmen who attended the convention. 

St. Paul was chosen as the 1923 conven- 











MOYER, RE-ELECTED PRESIDENT 


tion city with little opposition and the dele- 
gates reaffirmed their belief in the officers 
who had piloted the Minnesota State Retail 
Jewelers’ Association through a_ perilous 
year by returning them to office, together 
with the board of directors. J. F. Moyer, 
of St. Paul, is the president; Earle A. 
Barker, Bemidji, the vice-president ; Charles 
A. Sherdahl, Montevideo, the treasurer, and 
E. M. Schwenke, New Richland, the secre- 
tary. The board of directors includes D. 
W. Smith, Pipestone; R. H. Winter, Minne- 
apolis, and Charles D. White, Minneapolis. 


Tuesday 


The convention informally opened on the 
morning of April 18 when a strong repre- 
sentation of jewelers from all parts of the 
State had put in their appearance together 
with many from Montana, Wisconsin and 
the two Dakotas.. Groups of jewelers 
gathered in the West Hotel lobby to discuss 
business and to renew acquaintances. Regis- 
tration was the order of the morning and 
at noon more than 50 had complied with the 
request of E. M. Schwenke to append their 
names on the convention roster. An _ in- 
formal dinner at the Minneapolis Athletic 
Club was attended by many and at 2 Pp. M. 
the delegates assembled in the Moorish room 
of the hotel for informal discussions and 


a roll call. Nearly all talks at the meeting, 
over which J. E. Stiles of Wells, presided, 
touched on business conditions and hopes 
for a sure revival. Higher wheat and 
grain prices for the northwest would place 
the farmer—the backbone of the territory— 
on the road to economic recovery in short 
order many delegates contended. One rep- 
resentative from Montana announced the re- 
sumption of operations by the Anaconda 
Mining Co. in his State and declared that 
this would soon be reflected in better busi- 
ness throughout the State. 

Keen competition in the essays on “How 
to Make Watch Repairing Pay,” held the 
center of interest for the delegates in the 
closing hours of the afternoon session. All 
had many good suggestipns to offer for their 
fellow-tradesmen and A. E. Pagel of Minne- 
apolis was awarded the first prize of $10 
for the best symposium on the subject. C. 
A. Hayes of Austin and S. H. Lindquist of 
Minneapolis was declared tied for the second 
honors and divided the $5 testimonial. 


Wednesday 


A 9a. ™M. on April 19 an informal recep- 
tion for the delegates and a reunion started 


E. M. SCHWENKE, SECRETARY 


the convention’s first day in a nice fashion. 
Numerous applications for membership 
were received by Mr. Schwenke during the 
time allotted before President J. F. Moyer 
called the convention into formal session. 
ADDRESS OF PRESIDENT MOYER 

President Moyer in his address called 
upon association members to continue with 
that faith in their business which had car- 
ried them through one of their most severe 
tests—the year 1921 with its attendant de- 
pression. 

“Just the confidence that you have dis- 
played in the past year is necessary for 
only a short time to come for the signs 
of returning normalcy are unmistakable,” 
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Mr. Moyer said. “Here in the northwest 
we need have no fear that times will not be- 
come better very soon. Ours is a people 
whose success is dependent in a large meas- 
ure on the success of the agricultural in- 
dustry—and one of the best signs we have 
yet witnessed is the higher prices which the 
farmers have seen their products demand.” 

The president called for continued support 
of the association and co-operation from all 
members to the end that the association may 
function to its fullest results. 

E. M. Schwenke followed with his annual 
secretarial report in which he told the con- 
vention of a substantial increase in member- 
ship but called on those present to use their 
influence to bring it much higher. 

Professor Victor H. Pelz, of the school 
of business administration of the University 


CHARLES A. SHERDAHL, TREASURER 


of Wisconsin came to “Deliver the Goods,” 
to the jewelers in an able discussion on bet- 
ter methods of business. His address fol- 
lowed the convention preliminaries. “New 
Ideas and How to Get the Best Results,” 
was the subject of an illustrated lecture by 
William Edward Neal, director of paper 
and engraving lines for the firm of Brown 
& Bigelow, St. Paul. 

Ray P. Chase, Minnesota State auditor, 
gave an interesting discussion on the prob- 
lems of taxation and told the reasons for 
the high taxes. 

At the adjournment of all sessions the 
delegates visited manufacturers’ and jobbers’ 
displays in the lobby of the hotels and many 
interesting side trips to the plants and fac- 
tories of these were arranged so that they 
did not conflict with the convention ses- 
sion, 

Perhaps the discussions which aroused 
more feeling than any other of the sessions 
were those relating to the suppression of 
crime. C. S. Christine of Red Wing, set 
the wheels in motion for a lively discussion 
when he offered a resolution requesting the 
restoration of capital punishment in Minne- 
sota as a means of curbing crime directed 
at the trade. He gave it as his belief that 
the trade has been hit harder than any other 
by the activities of criminals and declared 
that it was high time that something be 
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done to protect the lives and property of 
jewelers. While concurring in the views of 
Mr. Christine, delegates felt that the time 
was not opportune for such a move at this 
time and referred the entire matter to the 
executive committee. 

“Gifts That Last,” was the subject at the 
last day’s session talk by Tinley L. Combs, 





D. M. SMITH, DIRECTOR 


of the National Jewelers’ Publicity Associa- 
tion. Proper advertising and means of get- 
ting trade were discussed by him. 
ADDRESS OF J. H. SCHUMACHER 
Perhaps one of the most interesting and 
best received lectures was that delivered by 
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J. H. Schumacher of the Jewelers Security 
Alliance, New York. He paid particular 
attention to the activities of criminals during 
the past years and offered advice for the 
elimination of much of it. 

“We desire your co-operation in the pre- 
vention of crime,’ Mr. Schumacher said. 
“During the past year the trade has 
been overwhelmed with the number of at- 
tacks on members and the Pinkerton de- 
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tective agency has also had its resources 
strained. A great many of these attacks 
occur through carelessness and the lack of 
proper precaution in the arrangement of the 
store or in the safeguards which are inctalled. 

Window smashing, hold-ups and sneak 
thefts are forms of crime increasing con- 
stantly and in which the jeweler bears the 
brunt. He asked for the support of jewelers, 
saying that only through co-operation on 
the part of the entire trade could the nation 
hope to see a cessation of the criminal 
activities directed at jewelers. 


ADDRESS OF FREDERICK S,. TAGGERT 


The sale of silverware and the proper 
methods of bringing it before the public 
was the subject of Frederick S. Taggert, of 
the Sterling Silverware Manufacturers’ As- 
sociation, New York. He asked those 
present to look upon the sale of silverware 
as a much more lucrative field than ever 
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before and brought home his arguments with 
many interesting details. 

“Why it is only but a short time since the 
housewives of the country stopped looking 
at silverware as something which should 
only be used on “state occasions,” Mr. 
Taggert said. “Silverware is now being 
used on all occasions and it is no longer 
possible to find it stowed away in chests as 
it was at one time. Fine silverware at all 
times seems to be the trend of the times 
among housewives and for this reason you 
are missing a great opportunity if you do 
not try to push the sales. 

The convention closed with a banquet and 
entertainment in the West hotel on the night 


of April 20. 








The stock and fixtures formerly owned by 
J. L, Freund, the jeweler and optician, when 
he was in business at 816 Franklin Ave., 
but who recently moved to 812-814 N. 
6th St. St. Louis, Mo., has been sold 
by Freund to A. Lappeman, who was in the 
optical business at 802 Franklin Ave. Lap- 
peman will operate his optical business at 
his new location and, in addition, will add 


the jewelry business, 
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AN INTERESTING ADDRESS 





Director of Bureau of Foreign and Domestic 
Commerce, Washington, D. C., Gives 
Attleboro Jewelers Good Advice 


ATTLEBORO, Mass., April 28.—Admonition 
not to fear German competition in manu- 
facturing, and advice to have plenty of 
good cool American courage were the out- 
standing features of a stirring and instructive 
address given by Dr, Julius Klein, Director 
of the Bureau of Foreign and Domestic 
Commerce in Washington, at a meeting of 
the Attleboro Chamber of Commerce last 
evening, 

President W. H. Saart presided at the 
meeting. Dr. Klein opened his address by 
expressing his pleasure at getting in closer 
touch with the jewelry industry. Referring 
to German competition the speaker said 
that manufacturers are prone to become 
scared at reports and consequently dis- 
couraged. He said that when talking of 
German competition regarding certain 
articles it would be well to ask if they were 
made before or after the war. A large part 
of the goods being sold he said were pre- 
war stock. This, he said, could not be 
called competition as it is not a permanent 
menace. He said also that the local manu- 
facturers should dwell on deliveries. Ger- 
many at the present time is unable to 
guarantee any kind of deliveries. 

In response to a question by President 
Saart as to the cause for lack of export 
business at the present time Dr. Klein said 
the parcel post system should be improved 
as jewelry manufacturers send most of 
their export business in this way. Also 
that a revision of the foreign tariffs should 
be made. German and English wares are 
better known in foreign countries than those 
of the United States. 

After the speech, President Saart ap- 
pointed a committee consiting of Messrs. 
Jenkinson, Rice and Price, to organize a 
jewelry division of the Bureau of Foreign 
and Domestic Commerce in Washington. 








New Enterprises. 





H. C. Milligan has opened a jewelry store 
at Mt. Aye, Ia. 

L. C. Tucker, Tierra Madre, Cal., has 
opened a new jewelry store. 

James P. Moore has opened a new 
jewelry store at 716 3rd St., San Bernardino, 
Cal. 

Herman Peterson has opened a jewelry 
store in the Labor Temple building, S. 
Los Angeles, Cal. 

Grasner & Green, a new concern of en- 
gravers and chasers, has started in business 
on the fifth floor of the Century building, 
142 Market St., Newark, N. J. 








The North Attleboro Board of Trade has 
taken up the matter of having the train 
leaving North Attleboro for Providence at 
6.10 A. M. put back for a half hour. When 
this train was put on it was for the accom- 
modation of local jewelers working in Prov- 
idence, but now the factories do not open 
at 7 A. M. and the train arrives in the city 
too early. 
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GO-GET-NEW-BUSINESS 


The-Road-Is-Closed-To-No-One! 
The-Fact-So-Few-Jewelers-Reach-Iit-Is,-They-Never-Really-T ry 


There is the germ of a splendid idea in the “Go Get 
New Business” movement, an idea that is applicable 
to every jeweler, large or small. If every jeweler could 
“get” the full meaning of that little phrase and put into 
practice, what wonders could be accomplished! What 
a change there would be at some jewelry stores. 

Many of us would rather make excuses than do some 
real, downright thinking, and the best of us occasion- 
ally lapse into the slipshod, don’t care, what’s the use 
attitude, that, if persisted in, would mean our speedy 
finish. What is needed is to become thoroughly inocu- 
lated with the “Go Get New Business” movement. 
Deploring, and wishing won’t get us far. It won’t pay 
your bills, or put new goods in your show cases. 

Right now you say “That reads great, but how are 
we going to get new business, with many of the mills 
closed, and the farmers getting small pay for their 
crops?” Permit us to prove to your satisfaction, that 
the public always is willing to buy; but regardless of 
its willingness and intelligence, it prefers to be urged. 

Take the aggressive course; there is new business in 
every town, and the firm which goes after it will be 
the one to get it. 


Write us now for our New Book on the Modern 
Auction. 

This is the PROPER TIME to convert your old stock 
into CASH, and restock with new goods, at the lower 
prices. With our original plan of dividing the profits 
only, it is impossible for you to have a loss; if we 
would obtain no profit on your goods, we would get no 
remuneration for our services. An auction conducted 
by us is a GUARANTEED SUCCESS. We carry no 
goods, sell your own stock only. We certainly do 
know your good name was only acquired after years 
of honest effort; our money back guarantee to each 
customer protects that good name. 

We specialize in TRUTH, COURTESY and DIG- 
NITY. The largest jewelers use our service, but we 
are not too big to give the small jeweler that same 
guaranteed service. 

List yourself among those who believe that a thing 
CAN be done. Then convince yourself that YOU can 
do it. 

Whether we have hard times or good times, much 
depends on our attitude; you are the one! The ladder 
of SUCCESS stands before YOU. 


APPRAISERS MCRAE & SHAW, Chicago 


20 East Jackson St., Room 800 ILL. 


AS GOOD AS THE BEST 


BETTER THAN THE REST 




















Bouer & Goldstein 


PLATINUMSMITHS 


Es Chicago 


announce their removal May first of office and factory to 
1408 Stevens Building, 
17 North State Street 


where they will have more modern and _ increased 
facilities. 

The high quality of workmanship that has been char- 
acteristic of their products in the past will be strictly 
maintained. 








Wire Mesh 
Silversmiths 


and 
Cut Glass 
Manufacturers 


iT, ae Fee Co. 


703 Second Avenue 
New York 








E-Z-OPE MATCH CASES 
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UNIVERSAL MODEL TO HOLD PAPER MATCHES 


Opens with one hand—slight pressure of the thumb and zip! It’s open 
—the matches stand up—easily accessible. No springs to break. Thin 
model—fits vest pocket. Sells the year ’round. Send for sample and 
prices. 





Heineman 


Made in Sterling Silver and Nickel Silver 


SCHARLING & COMPANY 
Pat. May 23, 1916 NEWARK, N. J. 


Manufacturers desiring to make the E-Z-OPE can obtain license 
in all metals. We'll do the press work. No tools required. 
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granted a patent on a tread-cutting tool. 

Mr, and Mrs. Alfred B, Lemon spent a 
part of the past week in New York and 
vicinity. 

The Stein Mfg. Co., fomerly located at 
280 Richmond St., is now settled in new 
quarters at 25 Calender St. 

Z. Berberian, enameler and dealer in 
jewelers’ supplies, has removed from 185 
Eddy St, to 174 Chestnut St. 

John H. Lancor, of the Lancor Mfg. Co., 
was in New York and vicinity the past week 
on business for that concern, 

Jeremiah D. Fowler, formerly of Fowler 
Bros., has announced the engagement of his 
daughter, Miss Claudine Fowler, to Earl D. 
Sanford. 

W. T. Battle, representing George F. 
Berkander, was a caller upon that concern’s 
customers in New York and vicinity the 
past week, 

A. D. De Roo, representing Juergens & 
'Co., of the City of Mexico, was in the city 
the past week purchasing goods, supplies 
and machinery for shipment to the Mexico 
concern, 

George N. Messenger was elected Caliph 
at the meeting of Aladdin Guild, Ancient 
Mystic Order of Bagmen, a side degree of 
the United Commercial Travelers, held here 
on Saturday. 

J. H, O’Neil Co. designed and made the 
handsome solid gold badges that the Rhode 
Island State Firemen’s League presented to 
each of the past presidents recently. There 
were 13 of the emblems. 

A decree was handed down by Presiding 
Justice Tanner in the Superior Court last 
Saturday granting the petition of Edgar C. 
Lakey for the dissolution of the Yale Jewel- 
ry Mfg, Co. as a‘corporation, 

Roderick A. McIntire has filed a statement 
with the city clerk’s office that he is the 
owner of the plating and coloring supply 
business at 137 Chestnut St., under the style 
of Roderick A. McIntire Co, 

Farrington’s Jewelry Store, 287 Main St., 
Woonsocket, is now being conducted by 
Esther Kaplan and Samuel Kaplan, both of 
Providence, according to their statement filed 
at the office of the Woonsocket city clerk. 

Israel M. Lippitt is now sole owner of the 
retail business conducted as Lippitt Bros. 
at 175 Thames St., Newport, his brother, 
Louis Lippitt, having withdrawn and started 
in a similar business for himself at 190 
‘Thames St. 

At the annual meeting of The Church- 
men’s Club, held at the Turks Head Club on 
Tuesday, Col. H. Anthony Dyer, a director 
of the Tilden-Thurber Corpn., was elected 
first vice-president and Harry H. Field, with 
the Ostby & Barton Co., secretary. 

The Strathmore Co., of this city, has add- 
ed a gift shop line, including box gifts, etc., 
to its productions, and has arranged for 
their handling through the Butterworth Co. 
in New York city, Newcomb’s in San Fran- 
cisco, and the Steinbeck Co. in Chicago, 

David Lipsey has purchased the fixtures 
from the Rhode Island Jewelry Co. and has 
secured a lease from the holders of the 
property in which the business has been con- 
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ducted. He will open a jewelry store at the 
address, 193 Weybosset St., on June. 1. 

Woodward Booth, secretary of the 
New England Manufacturing Jewelers & 
Silversmiths’ Association, gave a very 
interesting talk one evening recently be- 
fore the members of the Central Club 
of Attleboro Falls on the American Valu- 
ation plan. 

Mrs. Charles E, Hancock has been ap- 
pointed chairman of the women’s team for 
the campaign to raise $1,000,000 for a build- 
ing fund for the Homeopathic Hospital. 
Among the captains of teams are Mrs. Ar- 
thur Henius, Mrs, Charles A. Russell, Mrs. 
Eugene A. Eddy and Mrs, Thomas Mc- 
Grath. 

Among those who participated in the 
“Old-Timers’ Night” of the First Light In- 
fantry Veterans last Monday evening were: 
Herbert S. Tanner, Leander C. Belcher, 
William Whipp, George Swartz, Frank L. 
Barrows, Gregor Kritchbaum, A. Leo Kil- 
kenney, William H, Mason and George A. 
Manchester, 


George W. Gardiner, chairman of the ex- 
ecutive committee in the Homeopathic Hos- 
pital’s $1,000,000 campaign, has appointed 
among the members of that committee the 
following members of the jewelry industry: 
Arthur Henius, R. Livingston Beeckman, 
Paul C, Nicholson, Charles Samuels and 
Archibald Silverman. 

George F. Sawyer, Jr., and Alfred F. 
Rees, secretary of the A. T. Cross Pencil 
Co., 53 Warren St., have sold their inter- 
ests in that concern to the remaining part- 
ner, Walter .R. Boss, and his brother, Fred- 
erick A, Boss, and the business has been re- 
organized, with F. A. Boss as president and 
W. R. Boss as secretary and treasurer, 

H, J. Astle & Co., Inc., of this city, was 
incorporated the past week under the laws 
of Rhode Island, with a capital of 1,000 
shares of stock without par value. The in- 
corporators are Herbert J. Astle and Francis 
P. Boland, of this city, and Elijah A. Astle, 
of Pawtucket. The latter is treasurer of the 
Universal Plate & Wire Co., of this city. 

Among the jewelry buyers in this city and 
vicinity recently were Mr. Cummins, of 
Gimbel Bros., Inc., New York city, and Carl 
‘Rosenberger, of Cohn & Rosenberger, Inc., 
New York city. F. Luckenbach, of the In- 
terstate Smelting & Refining Co., of New 
York, was also a business visitor last week. 

In a report filed last week with the Mu- 
nicipal Court on the value of personal prop- 
erty of the estate oi the late Roswell C. 
Smith, treasurer of the C. Sydney Smith 
Co., the executor, William P. Burke, inven- 
tories 630 shares of C, Sydney Smith Co. at 
$47,250; equity in 250 shares of the same, 
$15,250, and 17 shares of United Wire & 
Supply Co., $221. 

A. W. Torre, who has been conducting 
the A. M. Torre Jewelry Mfg. Co. at 44 
Franklin St., manufacturing a general line 
of gold goods, with rings as a specialty, has 
decided to close up his affairs in this city 
and has advertised his stock, machinery and 
fixtures for sale. He intends removing to 


Indianapolis, Ind., where he will re-enter 
the jewelry business. 

Stanley Lyons, of the Lyons Mfg. Co., 
was toastmaster at the 147th anniversary 
dinner of the United Train of Artillery, of 
which he is colonel commanding, last week. 
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Among the guests were Col. William F. 
Flanagan, of the Cutler Jewelry Co., and 
Capt. J. Robert Sweet, of the Providence 
office of the National Jewelers Board of 
Trade, who represented the First Light In- 
fantry Regiment. 

Harry M, Mays, who has been associated 
with the Screw Machine Products Corpn. 
as treasurer and director since the dissolu- 
tion of the Metal Products Corpn., has re- 
linquished active connection with the con- 
cern, although retaining financial interests. 
He has become actively associated with the 
Mays Mfg. Co., conducted by C. W. Clark 
Mays, 53 Clifford St., manufacturing find- 
ings and metal novelties. 

Last Saturday evening about 40 of the 
associates of Lester F. Morse, in the cost 
and accounting departments of the Gorham 
Mfg. Co, office, tendered him a “stag” din- 
ner at the Gorham Casino. Albert Carigan 
acted as toastmaster and presented to Mr. 
Morse a leather traveling bag. The evening 
was spent with informal speeches and music, 
Mr, Morse is about to join the ranks of the 
benedicts, hence the “farewell.” 

The Rhode Island Hospital Trust Co. last 
Tuesday sold to Eugene A, Eddy, of the E. 
A, Eddy Machine Co., the property at the 
southerly corner of Eddy and Clifford Sts., 
including land and buildings. The revenue 
stamps attached to the deed indicate that 
the purchase price was approximately $25,- 
000. At the same time a mortgage for $35,- 
000 was taken on the property by the trust 
company from the new owner. 

A campaign to raise a fund of $125,000 
for a new Jewish orphanage in Rhode Island 
has been launched here, with Archibald Sil- 
verman, of Silverman Bros., as chairman. 
Among the members of the committee are 
Joseph Samuels, Leon Samuels, Abraham 
Dimond, Walter S. Lederer, Abraham Col- 
itz, Joseph Finberg, C. Joseph Fox, Bernard 
M. Goldowsky, Maurice J. Karpeles, Walter 
I, Sundlun, Harry Blacher, Charles Silver- 
man, Samuel Steiner, Louis Lyons and Mrs. 
Archibald Silverman, 

The announcement made the past week 
that James H, Gallagher, who has conducted 
a manufacturing jewelry business here for 
upwards of a quarter of a century, was re- 
tiring, removes from the activities of the 
industry another of the “old guard,” who 
was well and favorably known from Coast 
to Coast. Mr. Gallagher first came into the 
limelight in connection with the late Bernard 
Crossin and James H. Tucker, when, in the 
halcyon days of their careers as Crossin & 
Tucker, he was for 12 years their factory 
foreman. In 1897 he began business for 
himself at 100 Stewart St., under the firm 
name of J. H. Gallagher & Co., which he 
always retained, In March, 1920, he re- 
moved from 100 Stewart St. to 128 N. Main 
St. Failing health has now made it neces- 
sary for his retirement, and the machinery, 
fixtures, tools, etc., have been purchased by 
Carl C. Carter, who will continue manufac- 
turing, while William A. Shawcross, with 
Monroe Block & Co., has purchased the 
finished and unfinished merchandise and ma- 
terials, 








The annual convention of the Missouri 
Retail Jewelers’ Association will be held 
June 5, 6, 7 and 8 at Hollister, Mo., in the 
heart of the Ozark Mountains. 





Samuel Weinhaus, of the Samuel Wein- 
haus Co., is among the Pittsburghers who 
went to Atlantic City last week to attend 
the annual convention of the National 
Wholesale Jewelers’ Association. 

R. Siedle & Sons have concluded their 
auction, the sale having been a very success- 
ful one. There have been numerous auction 
sales in Pittsburgh the last year, but the 
Siedle sale is said to have been satisfactory 
from every standpoint, 

W. F. Hofmann, president of Heeren 
Bros. Co., who recently returned from Cali- 
fornia and is taking life easy, was in Phila- 
delphia a few days ago on business for his 
concern. Mr. Hofmann announces that the 
trip he made to California, spending the 
Winter there, was of great benefit to him. 

The store of the Krauss Jewelry Co, at 
632 Braddock Ave., Braddock, Pa., was 
damaged by fire last week to the extent of 
about $2,500, while there was less than half 
that amount damage done to the building. 
The Stephens Furniture Co., adjoining, also 
sustained about $2,000 loss. Smoke and 
water caused most of the loss, the fire being 
of undetermined origin. The fire was con- 
fined to the building occupied by the Krauss 
concern. 

Considerable comment is being heard here 
over the activities of out-of-town merchants 
who circularize the shopping public and sell 
their wares from hotel rooms. The city of- 
ficials are being censured for permitting this 
in view of the fact that jewelers are com- 
pelled to pay high rents and taxes in the 
conduct of their business, while those who 
come here and open up a line pay little or 
nothing for the privilege. There is said to 
be a city ordinance covering this, 

James H. Johnston, who was the jewelry 
buyer for Heeren Bros. Co. until last Janu- 
ary, died Friday April 14, at the home of 
his father in Hookstown, Pa. When Mr. 
Johnston left Pittsburgh it was felt cer- 
tain he could never recover. He had been 
with the house of Heeren Bros, Co. for 
many years and his death was much re- 
gretted. He is survived by his widow and 
one son, aged about 12 years. Mr. John- 
ston was 42 years old and was a Mason and 
a member of various organizations, includ- 
ing the Jewelers’ 24-Karat Club of Pitts- 
burgh. He had been identified with the 
house of Heeren Bros. Co., for many years. 

Walter Bonn, of the M. Bonn Co., who 
spent a month in Europe, returned last week 
and says he found conditions in France very 
unsatisfactory from the buying standpoint 
as it concerns novelties. Speaking of the 
situation, he said that as far as leather goods 
are concerned, this country, in both designs 
and prices, is superior to France. Conse- 
quently, he did not purchase as much as he 
had intended. The situation in Germany 
was found a little more satisfactory, because 
prices are cheaper, owing to the wide dif- 
ference in the value of exchange. He be- 
lieves that there must be a readjustment of 
conditions in France to make novelties in 
that market attractive. 

All arrangements are complete for the 
annual banquet of the Jewelers’ 24-Karat 
Club of Pittsburgh to be held in the Will- 
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iam Penn Hotel, May 11, and there will be 
a large crowd as the program is a very good 
one. The speakers will be Congressman M. 
Clyde Kelly, from the largest steel manu- 
facturing center in the world and one of 
Pittsburgh’s most noted orators; John Ray 
Ewers, of the East End, and J. Bartley 
Doyle, of Philadelphia, president of the 
Philadelphia Club of that city. There is a 
long list of invited guests and these include 
the presidents of 24-Karat clubs from other 
cities, At the last annual banquet there 
were five past presidents of the Jewelers’ 
24-Karat Club of New York present. <A 
large delegation from New York is ex- 
pected to be present, although President J. 
Clare Crawford, of the Pittsburgh Club, 
says the list is not yet complete. There will 
be a good program of entertainment, and 
Pittsburgh establishments, as well as those 
from out of Pittsburgh and the tri-States, 
will be well represented at the gathering. 
Congressman Kelly will speak on “Business 
Co-operation” and Mr. Ewers on “Per- 
sonality.” 

An entrance was gained one night last 
week to the jewelry and optical store of 
C. S. Wiley in the Iroquois Apartment build- 
ing, Oakland, and jewelry estimated to be 
worth $150 stolen. The robbery was dis- 
covered by a patrolman on the beat, who 
noticed that a pane of glass in the back door 
of the establishment had been removed. 
The thieves used deliberation in carrying 
out their plans, for they pried open a 
small cabinet on a work bench, in which 
Mr. Wiley had placed several pearls which 
had been left for repairs. The thieves took 
some rings made for University of Pitts- 
burgh students and those attending the Car- 
negie Institute of Technology. None of the 
valuable stock was disturbed, as this was 
locked up in the safe. The lights had been 
turned off by the thieves when they gained 
access to the store, which is only two blocks 
from the Oakland Police Station. No at- 
tempt was made to open either of the safes. 
Several lenses used in testing eyes were 
taken, but these were found at Atwood and 
Louisa Sts. It is believed by the police that 
the robbery was the work of several boys. 








E. C. Norris, watchmaker with Frederick 
Paige, Vancouver, Wash., was a_ recent 
visitor in Seattle, 

The Avilla Jewelry Co. has succeeded M. 
Barber of Blaine, Wash. M. Barber will 
continue in the store as manager. 

W. C. Hudson, jeweler, 4106 Eighth Ave. 
S., has been called for jury duty and expects 
to be away from his store about a month. 

John Wenger, pioneer of Victoria, B. C., 
was a recent visitor in Seattle. Mr. Wen- 
ger is leaving on an extended trip to Eu- 
rope, 

Sam Lachman of I. Lachman & Sons Co., 
who has been in Alaska for the past month, 
is now enroute home and expects to reach 
Seattle this week. 

George L. Metz, Klamath Falls, Ore., was 
in Seattde recently, visiting the wholesale 
houses. Mr. Metz says that business in gen- 
eral in his locality is very good. 


sernard Hogan, recently with A. Isaacs, 
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San Francisco, has accepted a position as 
window trimmer and card writer for the 
Davids Jewelers Co., 1418 Second Ave. 

O. C. Holden, who has been connected with 
L. W. Suter’s jewelry store for a number 
of years, has accepted a position as sales- 
man with the local branch of the Reming- 
ton Arms Co, 

Frank Shapiro, salesman in the local store 
of the Davids Jewelers Co., was recently 
married. Mr. Shapiro was with the com- 
pany in the Tacoma store and came to Seat- 
tle last January. 

J. L. Coffey, jeweler of Port Angeles, 
and wife, were recent visitors in Seattle. 
Mr. Coffey reports that the jewelry business 
in Port Angeles is good, as well as all other 
lines of business. 

3en Lachman, who has charge of the 
Portland Branch of I. Lachman & Sons 
Co., visited in Seattle April 25 and 26. Mr. 
Lachman accompanied by his wife and 
family motored up from Portland. 








oD 


Louis Kaiser, who has been in the clock 
and watch business here for nearly a third 
of a century has moved from 15 N, Liberty 
St. to 16 N. Liberty St. 

It is a noticeable feature that auctions 
being conducted at small jewelry stores are 
not attracting crowds of the size of several 
months ago. On the other hand the fore- 
most jewelers are reporting increased busi- 
ness, especially from their old customers. 

Fair & Co., a branch of the New York 
house by that name located at Charles and 
Saratoga Sts., is conducting a high-class 
auction sale of their large stock, announce- 
ment having been made that the firm will 
close out their business at their present 
address. 

Many local jewelers backed the day-light 
saving ordinance here, especially members 
of the Charles St. Association. The local 
law became effective here April 30, when 
clocks were advanced one hour. The United 
States Weather Bureau here, however, will 
adhere to the standard time. 

Gen. J. Stuart MacDonald, president of 
the J. S. MacDonald Co., N. Charles St. is 
recuperating from a slight illness which 
caused him to spend some time at a hospi- 
tal. General MacDonald has been engaged 
in the jewelry business for nearly 35 years. 

Lexington, Baltimore and Charles St. 
jewelers reaped quite an amount of trade 
from the Women’s Pan-American Conven- 
tion held here during the past two weeks. 
Many purchases were made here by women 
who have come to Baltimore from many 
South American, Central American coun- 
tries and the principal isles of the West 
Indies, 

One of the handsomest jewelry stores 
opened here for several years has been 
opened at Lexington and Liberty Sts, by 
Milton I. Mervis. The location is an ideal 
one, being in the centre of the retail shop- 
ping district. Mr. Mervis is carrying a 
high grade stock and his window display is 
one of the most artistic of the scores of 
jewelry stores in the retail jewelry district. 
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Aaron Cohn, Hahn & Newstedt, is spend- 
ing two weeks at the Martinsville Springs 
recuperating from recent trips on the road. 

T. E. Binzel, of Hartig & Binzel, Bowling 
Green, Ky., called on several friends in the 
jewelry business when in the city Wednes- 
day. 

A. C. Jacobs, of the D. Jacobs Sons Co., 
has been elected captain of one of the base- 
ball teams in the Cincinnati Gymnasium 
League. 

E. A. Frommeyer, of Klein Bros. Co., 
returned Friday from a four weeks’ trip in 
the north and plans to return for a five 
weeks’ trip after resting at home for a 
week, 

W. Herbert Oskamp, vice-president of the 
Oskamp Jewelry Co., has sailed for Europe 
where he expects to spend the time travel- 
ing in an effort to recover his health. He 
has made arrangements to spend much of 
the time in Switzerland. 

The Wild Flower Preservation Society of 
America held its second annual exhibition 
of wild flowers in the Hershede building, 
for four days ending Saturday, through 
the courtesy of the Frank Hershede Co., 
which donated the use of the store room. 

Jewelers along the path of the Presidential 
parade which welcomed President Harding, 
followed when he arrived in Cincinnati on 
his way to Pt. Pleasant, Ohio, Thursday, 
decorated their places in honor of the visit 
of the chief executive. The Loring Andrews 
Co., Frank Herschede Co., Carrie Paris and 
George H. Newstedt, had especially attrac- 
tive places. 

William F. Pohlmeyer was elected a di- 
rector of the Evanston Welfare Association 
at the annual election, April 24. His triumph 
was the deciding one in putting his ticket 
over as the winner of the most places as 
both tickets had elected seven of their can- 
didates when the votes were counted for 
Mr. Pohlmeyer giving the regular ticket 
eight places to seven for the independents. 

J. B. Thomas, of the Richter & Phillips 
Co., and I. N. Biddle, Lawrenceburg, Ind., 
motored to Pt. Pleasant, O., Thursday, April 
27, to attend the Grant Centenary. Miss 
Mary Lee, secretary to C. E. Richter, waited 
an hour at the wharf to see President 
Harding return from the place where he 
made a speech on the life of General Grant, 
and said she was well repaid for her time. 

George Mooker, Covington, Ky., was in- 
jured Sunday, April 23, when an automobile 
in which he was riding ran off the road 
and upset. He was cut on the face and 
head by flying glass and after being given 
treatment at the St. Elizabeth’s Hospital 
was removed to his home where he is re- 
ported to be rapidly recovering. A man in 
the same machine suffered a fractured skull. 

The Loring Andrews Co. donated the use 
of an entire window during the week for 
the purpose of making a display in honor 
of the Grant Centenary and also in honor 
of the President’s visit to Cincinnati in the 
interest of the Grant celebration at Pt. 
Pleasant. The window was occupied with 
one chair surmounted by two American flags 
and a photograph of General Grant sitting 
m the chair. The chair was the property of 
General U. S. Grant and was used by him 
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in the Virginian campaign and later came into 
the possession of a Cincinnatian who loaned 
it to the Loring Andrews Co. 











TRADE CONDITIONS 
Distinct improvement is reported not only in 


jewelry but in many lines, throughout Kansas 
City territory. This means, for some industries, 
the appearance of light after very dense darkness. 
For jewelry, it means that retailers are moving 
merchandise somewhat more briskly, and are tend- 
ing more to the purchase of stocks that will im- 
prove the general appearance of their displays. 
School work takes the lead in specific features of 
trade, with the usual run of orders for fraternity 
and sorority emblems. 





The Pullman Jewelry Co., 11th and Wal- 
nut Sts., is holding an auction. 

L, S. Schoen, representing the Henshel 
Co., New York, is a new man in this terri- 
tory, 

George C. McCormick, representing R, L. 
Griffith & Son Co., Providence, R. I., visited 
the trade in Kansas City recently. 

The S, E. Dunn Jewelry Co.’s place of 
business was closed two days last week, fol- 
lowing the death of Mr, Dunn’s father. 

The National Jewelry Co. has opened 
what is designated as an “outlet store’ at 
203 E. 12th St. H. Hakan, with another re- 
tail store here, is manager, 

Joseph H. Cohen, who established the 
Shaw Jewelry Co. at Dallas, Tex., eight 
years ago, visited relatives in Kansas City 
recently, He was formerly in the retail 
trade in Kansas City, Kans. The Shaw 
Jewelry Co. is said to be one of the largest 
credit jewelry houses in that territory, 

J. W. Schmandt, for 25 years a retailer 
at Holden, Mo., was in Kansas City recent- 
ly with Mrs. Schmandt. They are on their 
way to “the old country” for a visit. Mr. 
Schmandt sold his Holden store about two 
months ago to E. H. McClintock, formerly 
of Garden City, Kans., and remained with 
the store a few weeks, 

Kronsberg Bros. have established a stand 
for the retail sale of emblem jewelry, or- 
ganization insignia, and leather novelties, 
particularly handbags and billfolds, in the 
lobby of the Hotel Baltimore. The broth- 
ers are E, J., Joseph, and Harry J. The 
latter has been distributing pocketbooks at 
retail and wholesale, with offices in the 
Mutual building. He will continue that en- 
terprise. 

Dix Edwards, manager of the watch de- 
partment of the Edwards, Ludwig, Fuller 
Jewelry Co., is taking a vacation on his 
uncle’s ranch, near Alma, Kans. George 
H. Edwards, of the concern, has taken up 
actively the work to which he and three 
other leading business men were elected last 
Fall on the new water works board. Leo 
H. Ludwig, of the same house, with John 
Wolfe and Mettler Park, Missouri and 
Oklahoma travelers, represented the firm 
at the convention of Oklahoma retail 
jewelers in Oklahoma City. 

A “championship belt,” made by the S. E. 
Dunn Jewelry Co., Kansas City, was given 
to “Strangler” Lewis when he successfully 
defended his title against Stanislaus Zbyszko 
in Convention Hall, April 25. The mair 
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part of the belt is six and a half inches long, 
three and a half inches wide, and 14-karat 
yellow gold, entirely blue enameled. The 
chief ornamental feature on this background 
is a diamond of 11.61 carats. Around it are 38 
stars of white gold, in each of which is a 
diamond, the 38 diamonds totaling 5 carats. 
Two wrestlers are figured in a headlock. 

H. H. Kiger, secretary-treasurer of the C. 
A. Kiger Co., Kansas City, who returned re- 
cently from a three months’ trip to the 
Orient, talked interestingly the other day of 
his experience and his observations of busi- 
ness in that part of the world. Mr. Kiger 
spent several weeks in each of the three coun- 
tries, China, Japan and the Philippine Islands. 
He reports business conditions in all of 
these places as being in a rather depressed 
state. While the United States has seen her 
worst period of depression and is now on 
the uphill climb towards prosperity, the de- 
pression in the Oriental countries, in his 
opinion, is just about down to rock bottom, 
and things have not yet started back on the 
up-grade. 

The preliminary hearing of Louis Dean, 
jeweler at 1422 Main St., on a charge of 
embezzlement, will be held on May 8, be- 
fore a justice of the peace. Mr. Dean was 
charged with taking jewelry from a trunk 
left at his store, Feb, 11, by Nate Bobrow- 
sky, a Kansas City jewelry salesman, said 
to be operating for himself. The jewelry 
samples in the trunk were valued at $6,000. 
Investigation after the original report of the 
robbery, the day after the trunk had been 
left in the store, resulted in finding jewelry 
said to be identified as that of Bobrowsky’s, 
in Chicago. Michael Dean, brother of 
Louis Dean, is coming from Chicago and 
probably will be in Kansas City at the hear- 
ing. Louis Dean pleaded not guilty to the 
charge, and was released under bond, 











issued by the Wayne 


Warrants were 
county prosecutor’s office last week for the 
bandits said to be responsible for the $1,248 
jewel robbery last Dec. 30, in which Na- 
than Goldberg, jeweler, 11630 Oakland Ave., 


was the victim. The warrant names two 
men. 

Circuit Judge Harry J. Dingeman on 
Wednesday took under advisement the case 
of the Diamond Shop vs. Mayor James 
Couzens, et al., in which the jewelry con- 
cern asked a permanent injunction restrain- 
ing the city from prosecuting two cases now 
pending in recorder’s court against the pro- 
prietors, Joseph Samuels: and M. D. Gins- 
burg, for operating a jeweler’s establishment 
without a city license. Briefs were sub- 
mitted by Allan P, Cox, attorney for the 
plaintiff, and assistant corporation counsel 
Walter Barlow, representing the city. 








Burglars entered Dworsky’s jewelry 
store at Raleigh, N. C., one night re- 
cently and escaped with merchandise 
worth about $775. Entrance to the place 
was gained by forcing apart a number of 
bars which guarded a rear window. 












Notes from Ohio 


TRADE CONDITIONS 


Slight improvement in the retail jewelry indus- 
try in the Canton district is reported by leading 
dealers this week, following a survey by a repre- 
sentative of THe Jewerers’ Circurar. This im- 
provement, however, is not marked, but is sufficient 
to lend encouragement to the trade, dealers asserted. 
Probably the only outstanding development of the 
month is the fact that diamonds are moving more 
briskly and there seems to be a bright future 
ahead for this particular angle of the trade. While 
jewelers all feel that April was somewhat better 
than the month of March, they are unanimous in 
their decision that March and April showed an 
improvement over the first two months of the year. 

A number of shops this week expressed belicf 
that May would prove very good for fraternal 
jewelry, as many lodges in the Canton district 
are planning large initiations. Loving cups also 
will be in demand in a week or two as the annual 
June racing meeting is carded for next month, 
and this means half a hundred or more cups locaily. 
Business conditions in the Canton district depend 
largely upon the production of steel, and with 
one exception all of the majcr steel working plants 
are operating on increased production schedules. 
The unemployment situation is easing for the 
first time in months. Calls have been sent to 
nearby cities for workingmen in the steel mills. 
Collections are better, and summed up, the jewelry 
industry in the Canton district is due for a big 
change for the better during May and June. 


Daylight saving has been made permanent 
in the Canton-Akron district and jewelers, 
along with other retailers, are well pleased 
at this action, they said last week. Many 
cities will adopt daylight saving schedules 
April 30. 

C. J. Duncan, prominent Massillon, O., 
jeweler, this week observed the opening of 
his new store, 8 E. Main St. The store was 
opened evenings for three days, during 
which time hundreds of townsfolks visited 
the new shop. 

Nusbaum the Jeweler, 100 W. Main St., 
Massillon, O., successor to George W. 
Hawver, announces he will discontinue busi- 
ness after May 15, and will vacate his pres- 
ent location. He is now engaged in dis- 
posing of his stock. 

E. T. Cusack has moved his shop from 
Cleveland Ave., N. W., Canton, O., toa new 
location at the corner of 2nd St., N. W., 
and Cleveland Ave. In the new quarters 
his jewelry business has access to twice the 
facilities of the other store. A larger stock 
is now carried and new lines have been 
added. 

The 24-Karat Club of Canton plans an 
interesting meeting early in May in the new 
jewelry store of C. J. Duncan, Massillon, 
O. Mr. Duncan is president of the organi- 
zation and will be host to members of the 
association on this occasion. Much im- 
portant legislation is slated for discussion 
at this meeting. 

Youngstown, O., jewelers have joined 
with hundreds of other retailers in the ob- 
servance of Trade Extension Week, which 
opens May 5. During the week retailers 
will offer special concessions to out of town 
shoppers. The countryside for 50 miles 
about Youngstown has been billed heralding 
the coming event. 

Opening of the Carl F. Haffner jewelry 
store in the new location, at 341 E. Main 
St., Alliance, O., took place last week. This 
was an anniversary week for the Haffner 
business, which was established just nine 
years ago in the room which was recently 
vacated, at 419 E. Main St. Mr. Haffner 
came to Alliance from Kentucky. An 
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orchestra and flowers for the ladies en- 
livened the occasion. 

Richard Hill Mettin, 63, died suddenly 
in his place of business, Cleveland Ave., 
S. W., Saturday morning. He was a well 
known watch repairman and maintained a 
shop for some months at this location. He 
is survived by his widow and one son. He 
had lived in this country 20 years and was 
for several years employed in the Dueber 
Hamden Watch Case Co.’s factory here. 

The newly equipped quarters of Roberts 
& Co., jewelers, at 507 Main St., Zanesville, 
O., were opened Saturday, April 22, to the 
public. Frank Cooper, watchmaker, for- 
merly with McHenry’s jewelry store, will 
have charge of Roberts & Co.’s watch repair 
departments. Gerry Kline, optometrist, 
will maintain his quarters in the Roberts & 
Co. store room. His department will be 
separately conducted from the jewelry firm. 
M. Schusterman and Frank E. Laughead 
have charge of the jewelry department of 


Roberts & Co. 








TRADE CONDITIONS 


Some of the leading retailers of Louisville 1e- 
port that the volume of business in April was fairly 
well up to that of last year, while it was better 
than that of the first three months of the year. 
Business as a whole is gradually improving, and 
prospects are looking brighter. Collections on the 
other hand are quite slow, many accounts of good 
customers being overdue. 


Edward A. Krekel, who has been located 
on Market St., just below 5th St., has 
moved to a new location at 207 S. 6th St. 

E. P. Smith, who has had charge of the 
optical department at the C. M. Wiseman & 
Son store on Market St., has opened an 
optical establishment at 560 Francis build- 
ing, 4th and Chestnut Sts. 

Announcement was made in Louisville 
during the week by the Caron Directory 
Co. of a substantial increase in population, 
the city having taken in considerable addi- 
tional territory, had an increase within its 
old boundaries, and today 1s arguing that it 
has a population of 300,000. 

Numerous opticians and jewelers were 
present at a baseball game on April 23 
between teams from the Merry Optical Co. 
and Southern Optical Co. The Merry pit- 
cher while leading blew up, and the South- 
ern boys slugged in 30 runs, winning the 
game 30 to 9, with 31 hits as against 12, 
and 6 errors as against 8. Weekly games 
are now being arranged, 

The H. C. Korfhage watch and clock 
making and repairing establishment, lo- 
cated temporarily in the Paul Jones build- 
ing following the fire last January, which 
gutted the old establishment in the Courier 
Journal building, has announced that its 
permanent home is now at 414 Norton 
building, at 4th and Jefferson Sts., less 
than a block from its old quarters in which 
it was located for about six years or more. 

The Rogers, Lunt & Bowlen Co., silver- 
smiths at Greenneld, Mass., has announced 
that James J. Hackett has taken charge of 
the southern territory for the house, suc- 
ceeding H. M. Chamberlain who traveled 
the territory for two years, and who re- 
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signed to enter a partnership in the same 
manufacturing business. Mr. Hackett has 
been travelling for the company in the 
northwest, and formerly was _ connected 
with the company’s Chicago office before he 
took up traveling. Mr. Hackett was in 
Louisville on April 20, 

Among recent visitors to Louisville were: 
Charles D. DeForest, of Frank M. Whiting 
& Co., North Attleboro, Mass.; George A. 
Schuetz, the Traub Mfg. Co., Detroit, 
Mich.; A. J. Gannon, of the Watson Co., 
Attleboro, Mass.; George W. Simons, of 
Simons Bros. Co., Philadelphia; A. E. J. 
Winter, of Krementz & Co., Newark, N. J.; 
W. H. Combes, of Sloan & Co., New York; 
Walker Greer, of Cross & Beguelin, New 
York; A. N. Dorchester, of Chapin & 
Hollister Co., Providence, R. I,; W. T. 
Kennedy, of Mulholland Bros., Aurora, III. ; 
L. A. Milo, of the Stange Jewelry Co., St. 
Louis, Mo.; Charles T. Dougherty, of 
Charles T. Dougherty Co., New York, and 
T. A. Perry, of the John Russell Cutlery 
Co., Turner Falls, Mass. 

An interesting tangle has come up in con- 
nection with the recent arrest and indict- 
ment of a man and wife in connection 
with the theft of a $1,275 diamond 
ring from the G. F. Geiger & Son 
store. The ring was recovered almost in 
front of the store, in a case whereby the 
thieves endeavored to substitute an imita- 
tion. During the week the man executed a 
bond of $2,000 for his appearance on May 
25. He had furnished bond the day after 
his arrest and it was again renewed on 
April 20. Husband and wife stood near each 
other but without sign of recognition, the 
husband being bended and the woman going 
back to jail in default of bond of $1,500. 
Each had separate lawyers. While the hus- 
band is roaming free the wife is in jail. 
The answer to the tangle is said to be that 
the husband’s family came to his assistance, 
but refused to aid the wife as they were 
originally opposed to the marriage. 








H. H. Allen is being mentioned as a pos- 
sible candidate for the House of Representa- 
tives at the November election. 

Frank Nerney, of the Bay State Optical 
Co., presided over the meeting of the Angle 
Stone Gun & Rod Club on Tuesday evening 
of this week. 

A number of the local manufacturers were 
in attendance last week at the annual con- 
vention of the National Wholesale Jewelers 
Association held in Atlantic City. 

President Joseph L. Sweet called a special 
meeting of the trustees of the Sturdy Memo- 
rial Hospital last week and it was voted 
to construct a large addition to the hospital. 

Joseph Finberg, L. E. Baer and Leonard 
Lamb, all manufacturing jewelers were 
nominated at the primary election of the 
Chamber of Commerce last week for the 
board of directors. 








The Corner Drug Store is the succes- 
sor to the Haffner Drug & Jewelry Co.. 
Sigourney, Ia. 
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423 Central building. 

The Sime Berson Co. has leased more 
loft space in the Central building. 

The Rochester Retail Jewelers’ Associa- 
tion will hold its regular monthly meeting 
at the Powers Hotel, Thursday, May 11. 

Morris Rosenbloom has left for Mil- 
waukee where he intends to be present at 
the national convention of photographers. 
He is expected back in about 10 days. 

Phenias Ford, retired jeweler, celebrated 
his 94th birthday, at his home in Macedon. 
Mr. Ford conducted a jewelry business on 
State St. for many years and sold the busi- 
ness to C, F. Vanderpool. He is an hono- 
rary member of the Rochester Retail Jewel- 
ers’ Association. 

Daniel Earl Danks, a well known busi- 
ness man who had been in the jewelry busi- 
ness for a number of years here, died Satur- 
day, April 22, at the venerable age of 95 
years, 11 months. He is survived by his 
widow, one daughter and two sons, Dur- 
ward E., and Don I. Danks, and a grand- 
son, ‘Malcolm Danks. 

Leroy Present has opened a business office 
at 170 Broadway, New York city, where he 
will carry on a diamond importing and 
manufacturing business. He is associated 
with diamond manufacturers in Amsterdam 
and will be the representative in this coun- 
try, 
the Mauritania, to be gone five weeks. 

A. H. Klem, clockmaker, and R. B. Rice, 
watchmaker have opened a jewelry shop 
at 216 Mercantile building. This building 
is a good location for the jewelry trade, 
as it is central and has much space and ex- 
cellent light, Harry J. Fitzpatrick, jeweler, 
was the first jeweler to lease quarters in 
the Mercantile building, at 225. He has a 
long term lease. 

Klee & Groh, 143 Main St., have dis- 
placed the wood screen backgrounds of the 
show windows with glass screens. The 
body of the screen is filled in with English 
crackied glass, divided in panels by con- 
ventional geometric designs of French cut 
crystal jewels. The iridescent glass screens 
are from the Pike Stain Glass Studio, 191 
East Ave. While they act as highly or- 
namental finish to the windows, they allow 
light to pass through into the store. These 
are the first of their kind to be installed 
in this city. 

A. Glaser, Utica has purchased the stock 
and fixtures of the Present Jewelry Co., lo- 
cated on the second floor of the Commerce 
building. Mr. Glaser intends to carry on 
a wholesale business in jewelry and watch- 
makers’ supplies. Mr. Present said that the 
reason of his disposing of the business is 
that he is planning to retire from business 
in a few years having been in the jewelry 
and diamond business for the past 38 years. 
For the present time he is to retain the 
Philip Present Co., located in the same 
building, where he will carry on the business 
with his old line of trade in the diamond 
and watch business. With the assistance of 
Ellison Rosenthal and E. C. Jacobson, to 
-care for the retail jewelers trade, Mr. Pres- 


He sailed for Europe last Tuesday on 


THE JEWELERS’ 


ent expects to have more leisure than he 
has had in the past. 








Trenton, N. J. 


Buying, selling, importing, exporting, 
trade and dealing in jewelry, optical goods, 
and silver and metalware of all kinds are 
among the principal objects of the Fair 
Trading Corporation, which has been char- 
tered in the office of the Secretary of State 
to operate from 946 Broadway, Bayonne, 
with Solomon A, Aronson as agent. The 
concern has a capitalization of $20,000 
which is composed of 200 shares at $100 per 
share, while the amount that will be de- 
voted to the starting of business is $1,000. 
The incorporators and the number of shares 
held by each are Charles H. Dembe, of 473 
Broadway, Bayonne, 4; Selma Tobias, of 
580 Boulevard, Bayonne, 3, and Shirley 
Lewin, of 12 East 47th St., Bayonne, 3. 

The F. Betz Co., 38 Crawford St., 
Newark, with Ferdinand F. Betz as the 
agent, has been chartered in the office of 
the Secretary of State to manufacture, buy, 
sell, deal in and market goods, wares and 
merchandise of every class and description, 
and, in particular, watches and_ parts 
thereof, including both movements and 
cases, canes, umbrellas, opera glasses, jewelry, 
gild and silverware and novelties of all 
kinds, and to manufacture, prepare and 
sell the stock and raw materials for such 
manufacture, and to manufacture and buy 
all metals entering into such business. The 
capital of the concern amounts to 200 
shares without nominal or par value, while 
the incorporators and the number of shares 
held by each are Ferdinand F. Betz, 
Irvington, 50; Louis H. Gilly, Newark, 40, 
and Herman Gilly, Newark, 10. 











Business Teandiies 





L. R. Olmsted, Brownsville, Tex., is re- 
ported to have assigned. 

Herbert C. Averitt, Mullen, Nebr., has 
been adjudicated a bankrupt. 

Starer’s Jewelry Store, Kimball, W. Va., 
is reported to be in bankruptcy. 

An involuntary petition in bankruptcy has 
been filed against W. S. Sims & Co., Chicago. 

An involuntary petition in bankruptcy has 
been filed against the Autopoint Pencil Co., 
Chicago, III. 

The Sumter Loan & Jewelry Co., Sumter, 
S. C., is offering to settle with creditors at 
50 cents on the dollar. 

The Amsterdam Diamond & Jewelry Co., 
Miami, Fla., of which Adolph Goldman is 
the proprietor, is now in the hands of a 
State receiver, 

An involuntary petition in bankruptcy has 
been filed by the Jewel Shop, Hutchinson, 
Kans. The assets are reported to be $6,500 
and the liabilities $14,000. 

John Hubbard Mitchell, Hornell, N. Y., 
is offering creditors 25 cents on the dol- 
lar. His assets consist of stock of jewelry 
valued at about $10,000; accounts most of 
which are doubtful, $4,000. The liabilities 
include notes at bank, $8,000; merchandise 
account, $12,000, and debts due individuals 
about $4,000. 
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Sebel & Gelman, wholesale jewelers of 
Indianapolis, have added R. D. Ratliffe to 
their office force. 

Eckhart & Rice, New Castle, Ind., re- 
cently held an auction sale. Mr, Barnes of 
Valparaiso conducted the sale. 

After having been ill in a local hospital 
for some time, C. B. James, Greensburg, is 
able to return to active work in his store 
there. 

A location is being sought in Indian- 
apolis for a jewelry shop by Carl Pfleuger, 
Lawrenceville, Ill, who recently sold his 
business in that city. 

According to the managers of various 
jewelry concerns in Indianapolis business is 
gradually showing signs of improvement 
and is very satisfactory at the present time. 

For the purpose of looking over eastern 
manufacturers’ lines and to purchase Fall 
goods, H. A. Sebel is planning to leave for 
Chicago about the second of May to be 
gone for about 10 days. 

Recent visitors to Indianapolis wholesale 
jewelry houses include the following: T. 
F. Seitz, Sullivan; E, W. DeLawter, An- 
derson, and L. E. Heaps, who recently 
purchased a shop in Sheridan. 

Charles W. Lauer, of the local wholesale 
jewelry company, recently returned from an 
extended visit to the Coast and has again 
resumed the management of the company. 
Alfred Pahud recently severed his connec- 
tion with the company. 

Some of the woodwork and wallpaper 
from the jewelry store of J. C. Sipe, who 
is moving into a new location, is being sent 
east to a refinery in order to extract gold, 
silver and platinum particles. Mr. Sipe has 
occupied the same location for more than 
37 years and the structure is now being 
demolished. He believes that a consider- 
able sum will be extracted from the ma- 
terials sent the refinery, 

Dallas Perdiew, an engineer of Terre 
Haute, while driving an automobile east 
in Wabash Ave., recently, lost control of 
the machine and crashed into the jewelry 
store of Bartholomew & Hartig, 714 Wa- 
bash Ave., wrecking the entire front of the 
store and causing a damage to plate glass 
windows of approximately $1,000. He was 
accompanied by his wife and was arrested 
charged with exceeding the speed limit. 

The jewelry department of the Root store 
in Terre Haute, Ind., recently played an 
important part in a linen display. The store 
had arranged on the second floor an exhibit 
to show the housewife how to set the table 
for different functions. How to set a table 
in a private dining room was shown. An- 
other display for a large formal dinner, 
still another with a dessert service, another 
for a formal luncheon and one for a break- 
fast. Different silver was used for each 
display and the fine ware attracted as much 
attention as the exquisite table linen used. 








J. Porto Mayo, who has conducted a 
jewelry store for the past 11 years at 
the Post Tavern Corner, Battle Creek, 
Mich., will remodel and entirely refurnish 
his present store room. 
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COLLECTING SILVER 





A Library is not formed in a day. 


Nor is the home, with rare exceptions, 
furnished and decorated all at once. 
The pictures, rugs, and objects of art 
are gathered one by one. 


Similarly, a collection of Sterling Silver 
may be formed little by little, until 
there is a piece for every purpose. 


Recommend only the purchase of good 
substantial pieces, worthy to be handed 
down as heirlooms. Urge their pur- 
chase, bit by bit, if necessary. 


Such a collection will be an investment 
in art and in precious metal. 


The GORHAM INTERESTS 


NEW YORK: 5th Ave. and 36th St. 


BOSTON: 480 Washington St. ATLANTA: Metropolitan Bldg. 
CHICAGO: 10 S. Wabash Ave. PHILADELPHIA: Widener Bldg. 
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NALYSIS demon- 

strates that there 
is nothing to justify 
the retention of ex- 
cessive war taxes on newspapers and 
periodicals. It is generally admitted that 
publications have become an inseparable part 
of our national life. There is nothing to 
supply the place of the home paper, the trade 
paper, or favorite periodical, and nothing can 
compensate their influence. A vast majority 
of American citizens are dependent upon the 
press for intellectual companionship, because 
reading is the foundation of knowledge. The 
repressive policy of the Government 
as manifested in continuing war taxes is 
essentially uneconomical and demoralizing to 
the publishing industry and the reading 
public. 

The War Revenue Bill of 1917 carried a 
provision imposing increases on second-class 
mail matter as an emergency measure. The 
provision was written in the law without 
hearing or investigation, under pressure for 
war revenue, although the wisdom and jus- 
tice of it were questioned and its operation 
deferred for a year to permit this revision. 
The promise to revise was never kept. Since 
the ending of the war many other taxes have 
been removed or modified by Congress. 
Failure of legislators to heed the appeals 
of newspaper and periodical publishers has 
naturally reflected itself in the revenues of 
the Post Office Department. 

It is estimated that the publishers will pay 
the Government for carrying their papers 
more than $33,000,000 during 1922. The 
publishing industry has been obliged to 
withstand deflation in common with other 
branches in business endeavor. However, 
other industries have been relieved of the 
burdens of war taxes and are naturally in 
a better position than the publishers. The 
Government collected from the publishers 
$11,712,068.18 in 1918 and in -the last fiscal 
year this amount had more than doubled, 
reaching a total of $25,496,719.94. These 
oppressive taxes have cut millions of dol- 
lars from the Post Office earnings because 
the larger publishers have found it possible 
to use private means of distribution at less 
than the Government rate. Repeal of the 
last two postal increases will have a tendency 
to restore this traffic to Government chan- 
nels, 

Unlike other industries, it is impossible 
for the publishers to shift this tax. It is 
absurd to suppose that tax can be passed 
on to the advertiser who uses the daily and 
weekly newspaper or periodical. There is 
no good reason why the publishers of news- 
papers and magazines should be singled out 
to pay this extra war tax. 


Moderate postage rates would keep the 
newspapers, daily and trade (invaluable 
means of intellectual intercourse), within 
reach of all. The publishers are asking for 
the repeal of the last two increases, those 
which went into effect in 1920 and 1921. 
This relief, if granted by Congress, would 
retain the rates which were in effect just 
prior to these increases. Legislation for this 
purpose would give the Government 175 
per cent more than the pre-war rates, and 
would not relieve the publishing industry of 
one cent of the other Federal taxes now 
paid by other industries. In other words, 
publishers of newspapers and magazines are 


The 
Unjust War Tax 
on Periodicals 
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not asking for preferential treatment but for 
justice in order that they may continue as 
an integral part of our social and economic 
life. 





66VY/HAT is plati- 

num?” and 
“what is hard plati- 
num?” are beginning 
to be questions of serious importance to 
many manufacturers and dealers who feel 
that the platinum legislation already enacted 
in the States of New York and Illinois, has 
not been sufficient to clarify the subject to 
a degree that is satisfactory on all occasions. 
Consequently, many suggestions have been 
made in regard to amendments to the plati- 
num laws to meet the individual troubles 
or experiences of the men suggesting them. 
However, most, if not all, of the amend- 
ments that THe JEwevers’ Crrcutar has 
been urged to advocate, both for the present 
and for future legislation, would in our 
opinion, not make the laws better but in 
many instances, result in “confusion worse 
confounded.” 

The trouble with many of the men who 
have suggested the changes in the law lies in 
the facts that they are looking at the sub- 
ject platinum only from the standpoint of 
their individual needs and do not realize that 
legislation legally defining or regulating the 
use of platinum terms, has to be on a basis 
broader than that of the jewelry trade 
alone; for platinum enters into many other 
industries, particularly those in dental, 
chemical and scientific lines. Therefore, we 
might find distinct opposition to any propo- 
sition that would define platinum solely in 
accordance with its use in jewelry. Laws 
of this kind against fraud are made for the 
benefit of the public, are broad and general 
in character and must apply to everyone 
alike, whether in or out of the jewelry 
trade. 

As far as the jeweler is concerned, he is 
essentially interested in but two metals of the 
so-called platinum group: The metal or 
element from which it gets its name, “plati- 
num,” and iridium, which is used in the mak- 
ing of hard platinum. As far as palladium 
goes, many jewelers do not wish to have 
it associated with the platinum they use, 
and as for the other members of the plati- 
num group (osmium, rhodium and ruthe- 
nium), they very rarely, if ever, come 
under the jeweler’s consideration. The use 
of palladium in connection with platinum, 
while accepted by some of the members of 
the trade as proper, is seriously objected 
to by a large number of others who feel 
that there is a chance of imposition on both 
dealer and public through the fact that 
palladium at present is worth very much 
less than platinum (approximately three- 
fifths of the price), and in addition has a 
lower specific gravity, which gives greater 
bulk for the same weight. These factors 
give the man who uses it a chance to sell 
a larger amount for less money. 

Objection is also raised by manufacturers 
and dealers to the use of any other metal 
but iridium in the making of hard platinum, 
claiming that what the jewelry trade should 
use is simply pure platinum with approxi- 
mately 10 per cent of iridium for this pur- 
pose; and these people want hard platinum 
defined by law in accordance with this sug- 


Platinum Laws 
and 
the Use of Platinum 





THE JEWELERS’ CIRCULAR May 3, 1922. 


gestion and the use of other alloys pro- 
hibited. 

But we must realize that other industries 
may not have any objection to the use of 
palladium in connection with platinum, or 
the use of other alloys in the manufacture 
of hard platinum and to legislate in accord- 
ance with the above suggestion, would be to 
legislate for the jewelry trade alone. This 
might bring serious objection in the indus- 
tries in dental, chemical and scientific lines 
already referred to, that would be given 
greater consideration by our legislators than 
will be given to the demands of the jeweler. 

One way out of the difficulty that con- 
fronts us would appear to lie in the hands 
of the jewelers themselves. If the dealer, 
jobber or manufacturer who wishes articles 
made exclusively of iridium and platinum 
without palladium or other member of the 
platinum group or who wishes no alloy but 
iridium used for hardening purposes, will 
distinctly specify in his orders for merchan- 
dise that he wishes iridium and platinum 
alone, he will get what he wants or he need 
not pay for it. If he continues to order 
simply “platinum” or “hard platinum,” those 
who fill his orders may, under the law as 
it éxists, include the other platinum metals 
and other hardening alloys. But if he speci- 
fies distinctly what he requires he can have 
it. To give him something else would be 
committing a fraud upon the purchaser. If 
he feels that iridio-platinum is the best metal 
that should be used, he can eliminate com- 

— ° petition with the other platinum combina- 

A few exquisite Black Onyx Diamond tions by teaching his customers the merits 
. : as iridio-platinum and getting them to call 
Rings selected from our varied Dia- — a 
‘rom a cursory examination of the sub- 

ject generally, it would seem to us that as 
mond mounted stock. Tops are 18K effective work can be done by the trade’ 
in a campaign of education for both jewelers 

* and consumers as in a movement to amend 
white gold and stones are full cut exX- the platinum laws. In any case, we feeb 
that the jeweler, or manufacturer or dis- 
ceptionally brilliant. tributor should be thoroughly conversant 
( with the exact quality of the platinum in 

the articles which he sells and be in a posi- 
tion to state to his customers exactly what 
e e they are getting. Where this information 
If you are looking for an attractive is not voluntarily offered, we feel that the 
buyer of platinum should demand it before 

he completes his purchase. There is nothing 


article to stimulate your Spring busi- dishonest in palladio-platinum or in hard 


, platinum without iridium, provided it is sold 
ness, let us hear from you. Prices on for exactly what it is. But the man who 

buys it should know what he is getting and 
he who wishes to deal in iridio-platinum 


the above are exceptionally alluring. alone, should make sure he gets what his 


orders call for and nothing else. 








Gives His Weight in Gold 


AN ancient custom of the Maharajahs of 


CROSS & BEGI IELIN Travancore, India, is to give their 

weight in gold to local charities. As the 

East Indian is generally of attenuated figure, 

Est. 1863 the measure does not scale as high as it 
might with us Westerners. 

ENTIRE THIRD FLOOR The gift of one’s corporeal avoirdupois 


in gold by those of aldermanic proportions 
21. 23 Maiden Lane °.° New York in these days would make the sum and sub- 

stance of the Maharajah gift comparatively 
puny. In history we are continually coming 
across the measure of a ransom proportioned 
to the weight in gold of the captured. 
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Joseph Di Natale, engraver, chaser and 
carver on jewelry, has enlarged his plant at 
21 Maiden Lane, 

The Doubrava Co., importer of onyx, 
amber, etc., has moved from 61 Maiden Lane 
to 61 Beekman St. 

On May 1, Morris Rosenfeld, importer of 
diamonds, moved his business from 15 John 
St. to 68 Nassau St. 

Charles Vajda, diamond setter, formerly 
located at 62 W. 45th St., is now in larger 
quarters at 562 Fifth Ave. 

David Polak, importer and cutter of dia- 
monds, has moved from 200 Broadway to 
larger quarters in room 705 at 170 Broad- 
way. 

Goldmuntz Bros., importers of diamonds, 
moved on May 1, from 87 Nassau St. to 
new quarters in room 1011 at 170 Broad- 
way. 

William L, Kuhn, diamond setter, 71 Nas- 
sau St., has moved from room 507 and is 
now located in room 1505 in the same 
building, 

David Ullman & Co., manufacturing 
jewelers, formerly located at 350 Broadway, 
are now settled in their new office at 347 
Fifth Ave, 

The business of Leo Klein, dealer in dia- 
monds and jewelry, 71 Nassau St., has been 
moved from room 507 to room 1505 in the 
same building. 


The local office of B. A, Ballou & Co., 
Inc., manufacturing jewelers, was moved 
several days ago from 13 Maiden Lane to 
366 Fifth Ave. 

Louis Gurfein, importer of diamonds, has 
removed his business from 6 Maiden Lane, 
to more commodious quarters in room 303 
at 68 Nassau St. 

The business of the George Grand Co., 
manufacturer of rhinestone jewelry, has been 
moved from 121 Canal St. to larger quarters 
at 25 Maiden Lane. 


Blum & Solow, dealers in jewelers sup- 
plies, formerly located at 5 Eldridge St., 
have moved to larger and more up-to-date 
quarters at 24 Eldridge St. 

Lenga & Spitz, importers of Swiss watches 
and jobbers in American watches, 9 Maiden 
Lane, have moved to larger quarters on the 
eighth floor of the same building. 

The New York Wire Frame Co., 703 
Second Ave., announced to the trade last 
week that they are now engaged in manu- 
facturing wire mesh for silversmiths. 

Incorporation papers were granted at Al- 
bany, N. Y., last week, to the Smith & Hill 
Co., jewelers, this city. The capital is $10,- 
000 and the incorporators are A, Namos 
and L. Greenberg. 

Authority to engage in the jewelry busi- 
ness was granted to the A. and J. Sales Co. 
in a charter of incorporation issued at Al- 
bany, N. Y., last week. The capital is $5,000 
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and the incorporators are A. Goodwin and 
J. Salzman. 

The business of George O. Street & Sons, 
jewelers, this city, was incorporated at 
Albany, N. Y., last week, with a capital of 
$75,000. The incorporators are H. L., G. A. 
and R. H. Street. 

The trade was notified last week that Ar- 
thur H. Kirkpatrick, dealer in diamonds, 
pearls and precious stones, has removed his 
office to the Harriman National Bank build- 
ing, 527 Fifth Ave. 

Marcus Goldsmid, formerly of the Usona 
Emblem Co. has started in business for him- 
self under the name of the Associated Man- 
ufacturing Jewelers, and has taken offices 
at 35 Maiden Lane. 

The trade was notified several days ago 
that George F. Jordan, dealer in diamonds 
and jewelry, has moved from 87 Nassau St. 
to 9 Maiden Lane, where he is located in 
suites 1502 and 1503. 

I. Michelson & Sons, manufacturers of 
platinum jewelry, have moved from 89 Ful- 
ton St, to the Silversmiths’ building, at 15 
Maiden Lane, where they occupy larger 
quarters on the ninth floor, 

Articles of incorporation were issued 
at Albany, N. Y., on Monday authorizing 
Link Bros. to manufacture jewelry in this 
city. The capital is $6,600 and the incor- 
porators are M. J. and P. Link. 

Announcements were sent to the trade 
last week calling attention to the fact that 
Levi & Weisburger, importers of precious 
and semi-precious stones, are now located in 
larger quarters at 170 Broadway. 

The business of Tushnett & Lohak 
Bros., jewelers, this city, was incorpo- 
rated at Albany, N. Y., last Monday with 
a capital of $20,000. The incorporators 
are P. Tushnett and W. and A. Lohak. 


Wiesenfeld & Sobel, pawnbrokers, this 
city, filed articles of incorporation at Albany, 
N. Y., last week. The business has been in- 
corporated with a capital of $25,000 with the 
following as incorporators: M. Wisenfeld 
and A. and J. Sobel. 

Phil Tishman representing Morris Tish- 
man, manufacturing jeweler, 15 John St., 
has recovered from an operation which he 
underwent several weeks ago. Mr. Tishman 
expects to visit his territory in the south and 
west within 10 days. 


Lawrence C. May, of the Lawrence C. 
May Co., dealers in diamonds and mount- 
ings, 12 John St., sailed last Wednesday for 
the European diamond markets aboard the 
steamship Scythia. Mr, May expects to re- 
turn to this country early next month, 

Phelps & Perry, jewelers, this city, have 
incorporated their business with a capital 
of $100,000. The charter was filed at 
Albany, N. Y., several days ago and 
names the following as the incorporators: 
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D. M. Perry, C. C. Tegethoff and L. N. 
Wood. 

Benjamin Rosenthal, of Rosenthal & Kap- 
lan, manufacturers of platinum and gold 
mountings, 15 Maiden Lane, spent most of 
the past week in Pennsylvania, showing a 
new patented interchangeable seal ring on 
which his firm has recently been granted a 
patent. 

F, W. Bromberg and wife uf Birmingham, 
Ala., sailed for Europe from this city several 
days ago, aboard the steamship Mauretania, 
They expect to be abroad for two or three 
months and while in Europe will combine 
business with pleasure. Mr. Bromberg will 
also visit the European diamond markets. 

On Friday, May 5, by order of the United 
States District Court, the assets of Morris 
A, Forgotson will be sold at public auction 
at 1600 Broadway. The merchandise to be 
placed on sale includes, jewelry, fixtures, 
etc. An involuntary petition in bankruptcy 
was filed against Mr. Forgotson last month. 

The assets of the Wechsler Jewelry Corp., 
125 Canal St., were sold at public auction 
last Friday by order of the United States 
District Court. The merchandise placed on 
sale consisted of jewelry, gold and silver 
mountings, watch chains, neck chains, pearl 
necklaces, earrings, scarfpins, etc. Involun- 
tary bankruptcy proceedings were instituted 
against this concern last March. 

L. H. Katz & Co., 87 Nassau St. have re- 
moved their offices from room 501 to room 
505 in the same building, where they have 
larger quarters, Jack Katz of L. H. Katz 
& Co. will sail for Europe on May 6, aboard 
the steamship George Washington. Mr. 
Katz will return to this country on June 23 
aboard the Resolute. L. H. Katz of the 
same concern, has left on a western business 
trip. 

David Saslaw, jewelry salesman, 66 Nas- 
sau St., filed a voluntary petition in bank- 
ruptcy in the United States District Court 
this city last Wednesday. The schedules 
which accompany the petition place Mr. 
Saslaw’s liabilities at $8,939.07 which 
amount constitutes unsecured claims, $8,359.- 
07 and notes and bills which ought to be 
paid by other parties thereto, $580. The 
assets which consist entirely of household 
goods amount to $50. Among the unse- 
cured creditors are: H. W. K. Co., $858, 
M. Coudish, $1,500, J. W. Forsinger Co., 
$513, Joseph Fahys & Co., $1,500, Moore- 
De Grazier Co., $1,258, North American 
Watch Co., $99, Stone’s Diamond Shop, 
$608, Stein & Ellbogen Co., $1,550, Waite- 
Thresher Co., $270, L. M. Flanders Co., 
$101 and Charles E. Hancock Co., $100. 

According to an announcement made last 
week, the firm of Tushnett & Elters, manu- 
facturing jewelers, 90 Fulton St., has been 





(Continued from page 115) 





THE JEWELERS’ CIRCULAR 





SOLIDARITY: “The Case That Courts 


Mr. Retailer 


Discriminating jewelers have featured Solidarity 


Gold Cases for OVER THIRTY YEARS— 
Could any higher tribute be paid our product? 


, Representative Watch Jobbers 
Pendant and Bow Patented are Solidarity Jobbers 


oun wuerwo SOLIDARITY WATCH CASE CO. ™“8.i.2emagen 


. GAMMO . ESTABLISHED OVER GEORGE SALZGEBER 
aS H N 15 Maiden Lane, New York ecHIRTY YEARS) Asst. Secretary-Treesurer 








100 Years of Commercial Banking 


OFFICERS We cordially invite you to open an ac- 
LOUIS G. KAUFMAN count with us at our main office or 
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st tinge tet (HAT the branch office best located for your 
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dissolved. In the future the business will 
be conducted by D, Elters under his own 
name at 41 Maiden Lane. 

L. M. Kirsch has moved his jewelry es- 
tablishment to 562 Fifth Ave. 

The K. K, Importing Co., Inc., has moved 
from 41 Maiden Lane to 94 Canal St. 

J. Blitz, manufacturing jeweler, formerly 
at 82 Nassau St., is now located at 64 Ful- 
ton St. 

J. Silverberg, importer and manufacturing 
jeweler, has removed his showroom from 
49 Maiden Lane to 14 Maiden Lane. 

Russell & Read, dealers in diamonds, 15 
Maiden Lane, have moved from the 20th 
floor to more commodious quarters on the 
16th floor of the same building. 

Joseph L. Herzog, of Joseph L. Herzog 
& Co., 45 Rose St., sailed for Europe 
yesterday (Tuesday), and expects to re- 
main abroad for several weeks. 

Scoghamiglio & Sons, dealers in corals, 
pearls and cameos, 9 Maiden Lane, are now 
located in room 605 in the same building, 
having moved on May 1 from room 70. 

S. Burri, president of the Standard Cali- 
bre Co., importers and cutters of precious 
stones, 562 Fifth Ave., arrived from abroad 
last Saturday on the steamship Aquitania, 

Frederick E. Leimbach, formerly with 
Robert B. Steele, Inc., is now representing 
Steele-Gelb-Gorn, Inc., makers of diamond 
jewelry, 7 W. 45th St. The firm recently 
moved into more commodious quarters in 
the same building. 

Stephen R. Hoffman of the Hoffman-Al- 
liance Watch Co., 15 Maiden Lane, sailed 
on the Auitania yesterday (Tuesday). 
Mr. Hoffman will make an extended trip 
through Switzerland as well as to the lead- 
ing diamond centres, . 

The Crescent Silverware Mfg. Co. has 
authority to engage in business in this city, 
according to a charter of incorporation filed 
at Albany, N. Y., last Monday. The capital 
is $25,000 and the incorporators are: D. I. 
O’Connor, J. Castor and C. A. Nelson. 

Emil N. Zolla, formerly of the Helbein- 
Stone Co., 93 Nassau St., has formed a 
partnership with his brother, M. A. Zolla, 
of Chicago, under the style of Zolla Bros. 
The new concern is located at 93-99 
Nassau St., and will import diamonds 
and watches. 

The firm of Tushnett & Lohak Bros., 
Inc., was recently formed to manufacture 
jewelry, cuff links and watch cases with 
headquarters at 41 Maiden Lane. This busi- 
ness has been incorporated with the follow- 
ing as the incorporators, P. Tushnett, W. 
Lohak and A. -Lohak, 

The Maiden Lane Outing Club will hold 
its annual field day on Saturday, June 3, 
at Eckstein’s Pavilion, Four Corners, Staten 
Island. The first contingent will probably 
leave the “Lane” about 9 a. M. and arrive 
there shortly after 10 a. mM. when activities 
will be started. E. Ward is chairman of 
the committee in charge of the affair. 

Joseph Yokelson, of Yokelson-Cooper, 
Inc., importers of precious stones, 106 Ful- 
ton St., arrived recently with his wife, on 
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the Olympic. Mr. and Mrs. Yokelson have 
been away on their wedding trip since Feb. 
8, visiting France, Germany and Switzer- 
land. Mr. Yokelson purchased considerable 
stock for his firm at the various European 
markets, 

All clocks were moved forward one hour 
last Sunday morning in New York and 
vicinity in compliance with the daylight 
saving schedule, and little if any confusion 
was caused. All business houses are op- 
erating under daylight saving time and prac- 
tically all commuting trains coming into 
New York are being run on the new 
schedule, 

A meeting of the creditors of Eugene 
Friedman, jeweler, this city, against whom 
bankruptcy proceedings were started several 
months ago, will be held on May 11 at 
11 A. M., at the office of Seaman Miller, 
referee bankruptcy, 2 Rector St. Credit- 
ors may attend to prove their claims and 
transact such other business as may come 
before the meeting. 

F. C. Backus, secretary of the National 
Jewelers Board of Trade, represented 
his organization at the annual convention 
of the National Wholesale Jewelers’ As- 
sociation held last week at Atlantic City, 
N. J. While at the convention Mr. 
Backus took occasion to point out what 
the board and its various committees are 
doing for the general good of the trade. 
He also touched upon the work being 
done by the Board’s adjustment com- 
mittee. 

The weekly meeting of the Good and Wel- 
fare Committee of the National Jewelers’ 
Board of Trade was held last Wednesday 
at the organization’s headquarters 15 Maiden 
Lane. The meeting was presided over by 
Chairman P. J. Coffey, and was devoted 
to the discussion of several important mat- 
ters which the committee has under discus- 
sion. Leo Wormser, chairman of the com- 
mittee in charge of the trade dinner to be 
held under the auspices of the Board at the 
Hotel Astor on May 24, reported the ar- 
rangements that had been made for the 
affair. 

Creditors of Benjamin Moskowitz, dealer 
in jewelry, novelties and leather goods, 155 
Park Row, instituted bankruptcy proceed- 
ings in the United Sttaes District Court, this 
city, last Thursday. The petitioning creditors 
include A, I. Schwartz, who holds a claim 
for $150; Isidore Berger, for $200, and 
David Miller for $200. On the same day 
the petition was filed, Judge Hand signed 
an order appointing Mary G, Potter as re- 
ceiver under a bond of $1,000. According 
to this order, Mr. Moskowitz has alleged 
assets amounting to $1,500 and the liabilities 
approximated $5,000. 

The National Jewelers’ Board of Trade 
has received 13 new applications for mem- 
bership in the organization. The appli- 
cants are Samuel Ackerman, New York; 
Art Products Association, Duluth, Minn. ; 
Clarke Bros. (Associate), New York; Mor- 
ris Cohen, Baltimore, Md.; D. & D. Chain 
Co., Attleboro, Mass.; J. J. Fischer, New- 
ark, N. J.; Emil Hirsch, New York; Indra 
Pearl Co., New York; Kuesel Bros. Co., 
Milwaukee, Wis.; H. A, Muller, New York; 
Reeve & Mitchell Co., Philadelphia, Pa.; 
Shi-Nup Products Co., Duluth, Minn.; Leo 
R. Strauss, New York. 


CIRCULAR 





115 





Items from Here and There. 


C. H. Cameron has moved from Morris- 
town to Kingsport, Tenn. 

Earl R. Bragg has moved from Deer- 
field, Mich., to Monroe, Mich. 

Fred. H. Brockmann has moved from 
Marthasville, Mo., to Hermann, Mo. 

The Deshler Jewelry Store is the suc- 
cessor to the business of V. G. Fennell, 
Deshler, Nebr. 

The style of the Mineola Drug Co., 
Mineola, Tex., has been changed to W. J. 
Coleman & Son. 

Sofus Michelos, a jeweler and watch- 
maker, has opened a jewelry store at 307 
7th St., Rockford, Ill. 

The business of the Reyner Jewelry 
Co., Columbia, S. C., is succeeded by 
Reyner-Barkson Co. 

Morris Maddow, Passaic, N. J., is the 
successor to the business conducted under 
the name of Maddow C. Kabalkin, Inc. 

Mrs. Anna Schwartz is the successor 
to the jewelry business at Passaic, N. J., 
conducted under the name of Est. of Jos. 
Cheren. 

Howard E. Lockwood, who has been em- 
ployed for 12 years in the jewelry store of 
F. H. Towne, Okanogahl, Wash., will open 
a jewelry store at Pateros, Wash., May 1. 

The business conducted under the name 
of the Palace Jewelry Co., Cleveland, O., 
is now being conducted under the name 
of the Milton Schwarz Jewelry Store and 
Pawn Shop. 

The store of Eugene S. Thurston, 
Southwest Harbor, Me., recently suffered 
a loss of $800 through fire. This loss 
was covered by insurance. Mr. Thurston 
is no longer in business. 

Samuel J. Large, Bristol, Conn., has 
been granted a patent for a special design 
for spoons, forks and similar articles. Mr. 
Large has assigned his rights to the 
American Silver Co., Bristol, Conn. 

Elgin & Wetmore, Kent, O., report that 
sometime during the night of April 14 
burglars entered and burglarized their 
store. They broke the show window and 
crawled through into the store escaping 
with goods valued at $200. 

A fraudulent check passer recently visited 
the store of Louis S. Smith, 258 Cabot St., 
Beverly, Mass. The man gave his name as 
“W. A. Woods.” He purchased some rim- 
less glasses and a watch movement, bearing 
the number 3292876 in a case bearing the 
number 3957154. In payment for the glasses 
he gave a check for $18 on the Westchester 
Trust Co. of Yonkers, N. Y. The next 
day returned and paid for the watch, at 
which time he took back the check he had 
given and gave a check for $68 on the Bev- 
erly National Bank to cover the entire 
purchase. It developed that he had deposited 
a worthless check in the Beverly Bank and 
got a pocket size check book. The man is 
described as about 45 years of age, has dark 
hair, getting a little gray and a very closely 
cropped mustache. He has several gold 
fillings in his teeth, is about five feet nine 
inches tall and wears a gray mixed coat. 
He was accompanied by a woman, who he 
said was his wife. She was about 28 years 
of age. There were also two small! children, 
one a boy and the other a small girl, the girl 
being about 12 years and the boy younger. 








Philip Woolf, manufacturer of jewelry, 
has moved his business from 50 Columbia 
St. to his own commodious quarters at 412 
S. 14th St., near S. Orange Ave. 

J. Austin Granbery returns the latter part 
of this week from a trip through the middle 
west in the interest of his concern, the J. 
Austin Granbery Co., manufacturers of 
jewelry at 9-11 Kirk PI, 

Mr, and Mrs. Harry C. Larter, of 605 
Mt. Prospect Ave., entertained in their 
home last week the new pastor of the Cen- 
tenary Methodist-Episcopal Church, the 
Rev, James Brett Kenna, and Mrs. Kenna; 
also the members of the official board and 
their wives, and the choir. 

Invitations have been extended to 2,000 
New Jersey manufacturers to attend a din- 
ner at the Robert Treat Hotel on May 3, 
when workmen’s compensation insurance 
will be discussed by Col. Lewis T. Bryant, 
State Commissioner of Labor, and others. 
The dinner will be under the auspices of 
the State Manufacturers’ Council. 

Incorporation papers have been filed for 
the Barnett-Tench Jewelry Mfg. Co., whose 
registered office is at 763 Broad St. The 
registered agent is John A, Bernhard, and 
the incorporators are John A. Bernhard, 
Marguerite V. Burgesser and Carl T. Freg- 
gens. The authorized capital stock is $25,- 
000. The company was organized to manu- 
facture jewelry. 

The annual exhibition of students’ work 
at the Fawcett School of Industrial Arts at- 
tracted much interest, a number of visitors 
coming from without the city. Full displays 
were made in all departments, one of which 
is jewelry designing. The school is a part 
of the public school system and is free to 
students of all ages who reside in Newark. 
Students from out of town are required to 
pay a small tuition. There are 45 instruc- 
tors and the enrollment this year is 1,200. 
The Spring term opened Monday. As a 
rule, among the instructors in the jewelry 
designing department have been men active- 
ly engaged in jewelry designing and manu- 
facturing in this city. Many of the jewelry 
designers in the local jewelry manufacturing 
concerns have in the past taken the Fawcett 
School course in jewelry designing. 

Mrs. Marie Schappel, daughter-in-law and 
housekeeper for Theodore Schappel, a re- 
tired manufacturing jeweler, lost out in a 
suit for an accounting brought against her 
in Chancery Court, here, a long time ago. 
She was called upon to account for $6,500 
she had admitted she drew from the Union 
National Bank by virtue of a power of at- 
torney given her by Schappel, who died on 
June 17, 1921. She responded by filing a 
counter-claim, in which she demanded, 
through her attorney, Carl Lentz, the sum 
of $9,360, as compensation for six years’ 
services as housekeeper and nurse. After 
hearing argument, Vice-Chancellor Backes 
concluded that she was entitled to only $960. 
The finding was the outcome of long drawn 
out litigation begun by Herman C. Schuetz 
and Otto Schambacker, the latter a manu- 
facturing jeweler in Marshall St., who were 
respectively nephew and son-in-law of the 
late Theodore Schappel, and executors and 
trustees under his will, in which Schappel 
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gave to Marie Schappel the property at 19 
Scott St., in which he had lived for many 
years, and a money legacy of $1,000. 
Burglars climbed a porch and entered the 
home of Albert Abrecht at 30 E. Fairmount 
Ave. and ransacked practically every room 
in the house. They took away jewelry 
valued at $700 and $35 in gold pieces. The 
robbery was between 7 and 9 o’clock in the 
evening, while the Abrechts were away. The 
jewelry stolen included a platinum barpin, 
studded with diamonds and valued at $200, 
and a gold watch and fob valued at $75. The 
burglary was discovered when the family re- 
turned. It was found that the burglars had 
first tried to pry open a window on the first 
floor, but could not do it. Sergeant Kull 
and Detective Holzworth, of the night de- 
tective bureau, found marks showing that 
the “jimmy” had been driven down under 
the window. A neighbor, George Denne- 
baum, told the police that about 7 o'clock 
in the evening he had seen a man acting 
suspiciously in front of the house. He gave 
the police a description of the man. Mr. 


Abrecht is a manufacturing jeweler at 40 
Crawford St. 
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B. Milano, watchmaker and jeweler of 
Delaware, N. J., is suffering from rheu- 
matism. 

Benjamin Abraham, 116 S. 8th St., will 
sail for Europe early in June to visit the 
diamond markets. 

Charles P. Meyer, jeweler of 929 E. 
Passyunk Ave., will sail for Europe early 
in June on a pleasure trip. 

Miss Peoples, of A. N. Peoples, jewelers, 
of Chester, Pa., was one of the out-of-town 
buyers in Philadelphia last week. 

William J. Fish, who was formerly in 
the employ of C. R. Smith & Son, of this 
city, will start in business for himself in 
the New Theatre building, Ardmore, Pa. 
Mr. Fish is the son of John Fish, a jeweler 
of Bryn Mawr, Pa. 

John Oberholtzer, of Joseph B. Bechtel & 
Co., 729 Sansom St., was among the Phila- 
delphians who attended the sessions of the 
15th annual convention of the National 
Wholesale Jewelers’ Association held in At- 
lantic City, N. J., last week. 

Hoover & Smith, jewelers and_ silver- 
smiths, 616 Chestnut St., have on display 
in their show window a number of loving 
cups, watches and medals which were 
awarded as prizes to winners in the relay 
races held under the auspices of the Uni- 
versity of Pennsylvania, April 29. 

Frank Kind, head of the firm of S. Kind 
& Sons, 1110 Chestnut St., who has been in 
Europe for the last five weeks on a business 
and pleasure trip, is expected home this 
week. Mr. Kind sailed from Rotterdam last 
Wednesday for America. While abroad he 
visited London, Paris, Nice, Nanheim, 
Pforzheim, and Amsterdam. 

James J. Blisard, of John F. Blisard & 
Co., watch materials, 124 S. 8th St. is a 
candidate for the Democratic nomination 
for Congressman from the sixth Congres- 
sional district of Philadelphia. He is 
being opposed by Robert J. Sterritt, former 
assistant U. S. District Attorney. The 
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primary election will be held on May 16. 

John Schoeller, Jr., who is associated 
with his father in the jewelry business at 
5503 N. 5th St., was married to Miss 
Edna A. Stein, on May 3, by the Rev. Dr. 
F. Flothmeier, pastor of Tabor Evangelical 
Lutheran Church, Roosevelt Boulevard and 
Lawrence St. Miss Adeline Lutz acted as 
brides maid while Howard Whittle was 
the best man. Following the ceremony a 
reception was held at the home of Mrs. J. 
Frank, a sister of the bride. Mr. and Mrs. 
Schoeller will spend their honeymoon in 
Bermuda. On their return to Philadelphia 
they will make their home at 5503 N. 5th 
St. 

Harry Lessner, 19-year-old bandit who 
shot and killed Isadore Rabinowitz, while 
trying to escape after holding up the jewelry 
store of Samuel Bugay, 7th St. near Ritner, 
last June, was refused a new trial by the 
Supreme Court of Pennsylvania April 24. 
He had previously been sentenced to die 
in the electric chair for the crime by Judge 
Rogers, sitting in the Quarter Sessions 
Court. Lessner was convicted twice of 
first degree murder and is the youngest 
prisoner in the history of Philadelphia 
County to be sentenced to death. After 
being convicted Lessner’s attorneys appealed 
to the Supreme Court for a new trial on 
the ground that Judge Rogers had omitted 
to charge the jury on manslaughter and 
technicalities. When the holdup occurred 
Lessner was accompanied by George Jackel, 
30 years old, of Tree St. near Fifth. 
Jackel has also been convicted of first de- 
gree murder. 

Prizes were awarded Saturday by the 
Artists’ Week Association for the best win- 
dows shown during the Chestnut Street Art 
Exhibition, The prizes were awarded on 
the basis of the window making the most 
artistic presentation of the work, either 
painting or sculpture, lent to the merchants 
during the week. J. E. Caldwell & Co., 
Juniper and Chestnut Sts. was awarded 
second prize and a silver medal. This 
award was based on the showing of “In- 
spiration of Music,” by Georgianna Brown 
Harbeson. Honorable mentions were 
awarded to S. Kind & Sons, 1110 Chestnut 
St., jewelers and_ silversmiths, showing 
“Winter Landscape,” by John H. Folinsbee; 
“Petunias,” by Joseph Sacks; “The Old 
Lady,” by Ralph McLellan; and J. E, Lime- 
burner & Co., 1720 Chestnut St., opticians, 
showing “Agnes,” by Robert Henri; “The 
Shopping District,” by Nancy Ferguson; 
“Seascape,” by Fred Harer, and “The ‘Foun- 
tain” and “The Spinning Wheel,” by Alex 
Blum. 








Jewelers’ Gold Bars Withdrawn and Ex- 
changed at New York 
(Week Ended April 28, 1922) 
The U, S. Assay Office reports: 


Gold bars exchanged for gold coins .. $670,981.28 
Gold bars paid depositors 104,054.77 


$775,036.05 


Of this the gold bars exchanged for gold 
coin are reported as follows: 


Date. 
April 24 


Exchanges. 
$122,593.69 
149,885.98 
147,914.62 
81,248.79 
169,338.20 


$670,981.28 
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J. E. Blaisdell has been appointed Boston 
representative for Van Duzen & Stokes Co. 
of Philadelphia, 

A, S. Hirshberg has gone on a trip to 
Europe. He will be on the other side for 
six or seven weeks. 

Nathaniel I, Goodman, formerly in the 
Jewelers’ building, has opened on his own 
account in the wholesale business at 387 
Washington St. He has a New York office 
at 71 Nassau St., room 1104, 

Lieberman Bros., 35 Salem St., are re- 
ceiving the sympathy of their many friends 
in the jewelry trade because of the death 
of their mother. They have been away from 
their place of business during the past week. 

Col. Harry L, Brown, treasurer of the 
Waltham Watch Co., has returned from a 
trip to Europe. Conover Fitch, the presi- 
dent, and A. S. Hillyer, exporting manager, 
are touring the world. Business is reported 
to be very satisfactory, especially in Japan. 

James S. Parks, vice-president of Hodg- 
son, Kennard & Co., organized a Cambridge 
Rotary Club last week, the members being 
25 Cambridge men, each representing a dif- 
ferent line of business. The meeting was 
held at the Riverbank Court, and the club 
is a branch of the international organiza- 
tion. It is planned to admit three new mem- 
bers at each monthly meeting. 

The annual Summer outing of the Boston 
Jewelers’ Club is to be held June 14. Secre- 
tary Albert R. Kerr and the committee on 
arrangements are making elaborate plans 
for the delectation of the members, who al- 
ways look forward to this event as one of 
the memorable days in the year. As usual, 
the event will be staged at the Pemberton 
Ton. 

The quarterly educational meeting of the 
Boston Stationers’ Association was held at 
the Hotel Somerset last week, followed by 
a buffet supper and dance. The speaker was 
Dr. R, E. Rindfuss, secretary of the Ameri- 
can Writing Paper Co., Holyoke. Arthur 
L. Cole presided. The dance committee con- 
sisted of Harry Copeland, R. S, True, Jr., 
Francis Doane and Horace Van Horn, 

The annual meeting and election of officers 
of the Boston Jewelers’ Bowling League 
was held at Tremont Temple, April 21. The 
officers reported a most successful season, 
Officers chosen for the ensuing year were: 
President, George E. Fletcher; vice-presi- 
dent, L. Rosenberg; secretary, Frederick R. 
Kenny; treasurer, C. H. Housman. Twelve 
teams have enrolled for the coming season. 
A Summer outing is to be held, on plans 
for which a committee is working, 

Fred W. Rauskolb, a leading gold-leaf 
manufacturer of Medford, died suddenly 
from heart disease at Friendship, Me., April 
21. He was at his Summer home. Mr. 
Rauskolb and one of his employes went to 
Friendship for a few days. Last week Mr. 
Rauskolb complained that he was ill and 
decided to take a rest. He was a native of 
Dedham and lived in Medford for 40 years. 
He started as a boy to learn the gold-leaf 
business and was at the time of his death 
the leading manufacturer of that industry in 
this State, if not in the country. He was 
recently elected president of the Gold Leaf 
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Manufacturers’ Association and had been its 
vice-president for many years, He had a 
large factory on Franklin St. and formerly 
had a plant in Boston. 

One of the booths at the Home Beautiful 
Exhibition was that of the Metal Salvage 
Bureau, 453 Washington St. According to 
officials of this concern, there is enough gold 
going to waste to have an appreciable result 
in keeping down the price of gold if it were 
collected by thrifty people and disposed of. 
Something like 25 per cent. of the world’s 
gold production is used for arts, such as the 
making of jewelry. Like other commodi- 
ties, gold has risen in price as the cost of 
mining has increased, so that the salvaging 
of the gold now lying idle will serve a two- 
fold purpose. 

Miss Helen N. Moses, daughter of Mr. 
and Mrs. George Moses, and Norman Lin- 
coln Fishel, of Brookline, were married 
April 24 in Temple Israel by Rabbi Harry 
Levi, Mr. Moses, the father of the bride, 
is head of the wholesale department of 
the Thomas Long Co., manufacturing, 
wholesale and retail jewelers. Mrs, Louis 
Gordon, of New York, was matron of 
honor, and the bridesmaids were Miss Olga 
Fishel, the bridegroom’s cousin. B. D. Fein- 
berg, of Lynn, was best man, and the ushers 
were Louis M. Fishel, brother of the bride- 
groom; Eliot Hirschberg, Alan R. Morse, 
Gerald S, Morse, Louis Moses, Charles 
Moses, Abraham Eder and Dr. David D. 
Bloom. Following the ceremony at the tem- 
ple, a wedding reception was held at the 
Hotel Somerset, with nearly 300 guests at- 
tending. Dancing followed. The bride is 
a graduate of the pianoforte department of 
the New England Conservatory of Music. 
The bridegroom is a graduate of Brown 
University, class of 1917. He served over- 
seas during the war with the 29th Division 
of Artillery. After a wedding trip to Sul- 
phur Springs, Mr, and Mrs, Fishel will re- 
side in Brookline. 








Canada Notes. 





The Premium Jewelry Co. is registered 
in Montreal by J. W. Walker. 

J. H. Johnson & Son, jewelers, of Winni- 
peg, are removing to new premises at 264 
Main St. 

Archibald E. Travers-Bailey, jeweler, of 
Barrie, Ont., has given a chattel mortgage 
to George R. Esten for $864. 

G. A. J. Brisson, Reg. jeweler is regis- 
tered in Montreal by Mrs. Louis S. Joyal. 

L. L. Smith has opened a jewelry store 
in Toronto. 

Summerfield & Baker, manufacturing 
jewelers, of Hamilton, Ont., have dissolved 
partnership, the business being continued by 
George L. Baker. 

W. K. Smith, Cayuga, Ont., has sold his 
business to A. G. Carter and opened a 
jewelry store at Port Dover in partnership 
with his son, under the style of Smith & 
Son. 

Ontario buyers calling on the Toronto 
trade recently included F. S. Schneider, 
Peterboro; George Hynds, Acton; F. Sav- 
age, Guelph; F. H. Flagler, Sunderland, 
and J. R. Bentley, Port Perry. 

John Welsh, who for many years con- 
ducted a jewelry business at Stratford, Ont., 
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but had latterly lived at Hamilton, died 
recently in Florida, where he was spending 
the Winter. He was 77 years of age and 
leaves a son, Charles L. Welsh, of Stratford, 
who took over the business on his father’s 
retirement. 

J. L. Sabbath, jeweler, of Montreal, whose 
store was recently robbed of goods valued 
at about $10,000, was again victimized by 
thieves on April 22. Four men claiming to 
be inspectors, employed by the Quebec 
Liquor Commission, drove up to his resi- 
dence at 543 Oxford Ave., Notre Dame de 
Grace, during the absence of Mr. Sabbath, 
only a maid and the children being at home. 
The men stated that they were empowered 
to search the house and took possession of 
a case of gin and a case of brandy with 
which they drove away. A gold watch and 
some other trinkets were also taken. On 
inquiry it was ascertained that no search of 
Mr. Sabbath’s house had been ordered. 











On the occasion of the opening of Mose 
Cohen’s new store at 539 Main St, at the 
corner of Genesee St., last Monday, large 
bouquets of American beauty roses and car- 
nations enhanced the window displays, The 
flowers were the gifts of friends of Mr. 
Cohen, who wish him all sorts of success in 
his new location. 

A, E. Sipe, retail jeweler and diamond 
importer, moved from 13 W, Chippewa St. 
this week into his new store in the D. S. 
Morgan building at 36 Niagara St. Mr. 
Sipe’s new location, while not quite so com- 
modious as his former store, is much more 
centrally located and Mr. Sipe anticipates 
an increased volume of business. 

John Hammond, 19 years old, of Cleve- 
land, is alleged to have been kicking in the 
front door of Jacob H. Cantor’s pawnshop, 
300 Michigan Ave., one night last week, 
when discovered by Patrolman James 
Houlihan. When he saw the policeman ap- 
proaching he ran, but quickly changed his 
mind when Houlihan threatened to shoot. 
The youth is held on a charge of attempted 
burglary. The officer said a panel of the 
door had been splintered before he was at- 
tracted by the noise. 

Albert Beck, who conducts a retail jewel- 
ry store at 113 Clinton St., is gaining much 
support for his proposal that Lafayette in- 
stead of Niagara Square be the hub of the 
projected civic center in Buffalo. He be- 
lieves Lafayette Square would give a civic 
center a more ideal setting than the Niagara 
Square site, Mr. Beck’s plan would be to 
have the center bound by Genesee, Oak, 
Clinton and Washington Sts. The square 
would thus embrace Sycamore, Genesee, 
3roadway, Clinton and William Sts,, and 
would, he thinks, tend to develop the dis- 
trict east of Main St. He has submitted 
his plans to the East Side Business Men’s 
Association and will later offer them to the 
other associations interested in his proposals. 








Sylvester P. Norfolk, Jr., is the suc- 
cessor to the business of William H. 
Roeth, Baltimore, Md. 
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Quality and Value 


—The Twin Factors of 
Successful Selling 


Superior watches are being sought after more and 
more by the consumer. 


Quality and value in this merchandise will be re- 
quired of you more than ever in the future. 


This is apparent from the steadily growing de- 
mand for I]linois Watches. 


Before the war we made but 500 movements a day 
—today we are making 700 movements a day and 
are taking steps to materially increase this number. 


Then we made 11, 15, 17 jewel grades together 
with our higher grades—today we are making 
nothing less than 17 jewel adjusted movements and 
still have difficulty in supplying the demand. 


The present and future look bright to us—they 
will to you also if you furnish your trade with 
Illinois—the Quality and Value Watches. 


Illinois Watch Company 
SPRINGFIELD 
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Chicago Notes 


FE. Maltz, 5 S. Wabash Ave., returned 
last week from an extended business trip 
to Pennsylvania and New York. 

D. H. Childs, of Payton & Kelly Co., 
Providence, R. I., spent several days in 
Chicago last week calling on the trade. 

K. E. Orstedt, Boston, Mass., spent 
several days in Chicago last week visiting 
Otto W. Jacobson, Chicago manager of this 
concern. 

Harry Himes, of the Frank Krementz 
Co., of Newark, N. J., spent the past week 
here visiting B. O. Hess, their Chicago 
manager. 

William G. Morstrom, 130 N. State St., 
returned last week with his family from 
Florida, where he has been resting for 
several weeks. 

W. H. Joers, of Hayden W. Wheeler & 
& Co., New York, spent a couple of days 
here last week visiting, en route to Kansas 
City with his family. 

Phillip F. Laks, second vice-president of 
the Pennant Watch & Supply Corp., New 
York, is spending several weeks in Chicago 
calling on the trade. 

W. A. Kaufman, buyer for A. Hirsch & 
Co., Masonic Temple, is spending about four 
weeks at Milan, Ind., where he will rest 
and visit with friends. 

J. Henri Ripstra, Mallers building, is 
again back on the job after being confined 
to his home for the past week with a slight 
attack of the influenza. 

C. W. Hall, of the hotel department of 
the International Silver Co., is spending a 
couple of weeks in the east with his family, 
combining business with pleasure. 

George Meehan, Chicago manager of the 
International Silver Co., spent the past week 
at his Summer home at Lake Geneva getting 
the place ready for the Summer. 

Harry Bliss, of the Allsopp-Bliss Co., 
Newark, N. J., made his first visit in many 
years to Chicago last week to call on the 
trade and visit with his many friends here. 

I. W. Cokefair and George Munson of the 
International Silver Co., and W. H. Race, 
sales manager for this concern, spent several 
days here last week visiting at the Chicago 
office. 

I. C. Newman, of 133 N. Clark St., is 
spending a couple of weeks at French Lick, 
resting and practicing up his game of golf 
so as to be able to challenge his friends 
when he returns. 

Earl W. Newton, manufacturers’ repre- 
sentative, moved last week from 706 Hey- 
worth building, to 7 N. Wabash Ave., where 





he will occupy more than double the space 
he has been using. 

H. W. White, E. D. Gallagher, J. H. 
Ralston and Charles Adams, of the sales 
force of Despres, Bridges & Noel, spent 
several days here last week before starting 
out on their respective territories. 

The Chicago Buckle Co. has moved its 
office and factory from the 10th floor of the 
Mallers building to room 909 Mallers build- 
ing, where it is better located and in a 
better position to handle its business. 

Marvin Wexler, of Wexler Bros., is now 
making a trip through his eastern territory, 
and Jerome Wexler, of the same firm, is 
calling on the trade through the west. Both 
expect to return in about three weeks. 

William Forstrom, retail jeweler, has 
moved his business into his own building 
at 3307 N. Clark St., which he recently pur- 
chased. Mr. Forstrom had been established 
at 3303 N. Clark St. for some time. 

George P. Anderson, retail jeweler, who 
has been located at 3313 W. Fullerton Ave., 
for some time, moved last week into his 
own store at 3624 W. Fullerton Ave., where 
he has a much larger and more beautiful 
store. : 

E. D. Mezei entered into business for 
himself last week as a diamond setter to the 
trade, and has located in room 909 Mallers 
building. Mr. Mezei formerly was con- 
nected with Graffe & Stanek, and is well 
known in the trade. 

I. J. Freeman, of Tucker & Freeman, and 
his wife, entertained the entire force of this 
concern at the Hotel Sherman last week 
when they celebrated their eighth wedding 
anniversary. After the dinner a theatre 
party was enjoyed by all. 

Edward Lehmann, of The Edward 
Jewelry Co., Denver, Colo., spent a couple 
of days in Chicago last week visiting with 
friends en route to Atlantic City, whither he 
went to attend the convention of the National 
Wholesale Jewelers’ Association. 

J. Levine, recently bought out the stock 
of J. Applebaum, 358 N. Cicero Ave., and 
after conducting a successful sale, has sold 
the fixtures to Ernest Miller, a watchmaker. 
Mr. Levine is now conducting a sale for 
Henry Vent, 225 W. Division St. 

Ralph Hallex, who for the past 25 years 
has beenthe head man of the Railway Times 
System for one of the large houses here in 
Chicago is now associated with J. S. Shean 
at 140 N. State St. Mr. Hallex is con- 
sidered one of the best workmen in the 
country. 

A. Quint & Co. have been fortunate in 
securing additional space on the same floor 


of the Mallers. building, which they now 
occupy, so as to enlarge their factory. They 
have equipped an elaborate up-to-date fac- 
tory, and are now able to put on at least 
20 extra workmen. 

Ernest E. Mezei has accepted a position 
with A. Quint & Co., and will represent 
them through the middle west and southern 
territory. Mr. Mezei formerly was in the 
manufacturing business for himself for 
many years and has made many friends in 
the trade, who wish him success in his new 
undertakings. 

H. O. Barden, who represented Swart- 
child & Co. for some time, severed his con- 
nections with his concern recently and is 
now associated with C. & E. Marshall Co., 
and will represent them in Kansas and 
Oklahoma. He left on his initial trip last 
week to be gone for several weeks. 

Word was received here last week that 
C. H. Mueller, Missouri representative of 
the C. & E. Marshall Co., was married in 
Kansas City to Miss Alice May Pember, 
of Springfield, Mo. After a brief honey- 
moon the couple will locate in Sedalia, Mo. 
Their many friends extend their best wishes 
to the happy couple. 

Joseph Block, who conducts Block’s 
Jewelry Shop, at Flint, Mich., and the Ken- 
wood Jewelry Co., of Pontiac, Mich., spent 
the past week in Chicago visiting the mar- 
kets and purchasing goods for his new retail 
installment jewelry store which he is open- 
ing at South Bend, Ind. This store will 
be opened about May 15 under the name 
of Block Bros. 


Gelder’s Jewelry Shop, which has been 
located at 143 N. Clark St. for the past 
seven years; was moved last week to 6528 
S. Halsted St., where this concern will 
enjoy much larger quarters. Mr. Gelder 
was unable to renew the lease on his store 
on N. Clark St., as all the small stores in 
this builing are being remodelled into one 
large store, which the owner of the building 
will occupy. Mr. Gelder states that in con- 
nection with his jewelry store he will install 
an optical parlor and will also handle 
phonographs. The Gelder’s Jewelry Shop 
has been within a radius of two miles from 
the loop since 1861, when I. Gelder first 
entered into the jewelry business. Mark 
Gelder, the present owner, was associated 
with his father soon after he left school, 
and upon the death of his father, 15 years, 
ago, became sole owner. 

Earl Marshall, of C. & E. Marshall Co., 
and chairman of the Watch Material Group 
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* On Brace Bracelet 


A Popular Priced Bracelet 
That Sells at Sight 


FLEXIBLE NO ADJUSTING 
STAYS PUT 


Finest quality, flexible, silk, grosgrain pat- 
tern ribbon, gold filled end attachments 


Sis wrist perfectly 
without adjustment, 














































































































C. & E. MARSHALL CO, 


Detroit,Mich. Chicago,IIl. Columbus, O. 
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Slides up the arm- stays there ie = | ue | 
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Made in three standard Pl. a mi AR 


lengths, 414, 434 and 5 

inch and two colors: 

Brown and Black. Put 

up 6 assorted on card. 
PRICES 


No. 44115. “Slip-on” brace- 
lets 


Wy 
Per dozen c = ny i — | 
ut rrtievrewn 


3 Doz. lots, per doz., $3.25 
6 Doz. lots, per doz., 3.00 
Less 6% cash. 




























































































































































































































































































REATER VALUE A GREATER SERVICE 
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of the National Wholesale Jewelers’ Asso- 
ciation, left last week for Atlantic City to 
attend the convention. He will also visit 


other points in the east to attend to busi- 


ness and will be gone for a couple of weeks. 

Bert Williams, of Despres, Bridges & 
Noel, left last week on a short business trip 
through Indiana and Michigan. 

Ernest Block, of Louis Stern & Co., left 
last week on a business trip to the Pacific 
Coast and wil! be gone for about five weeks. 

Charles Hubbell, of the X. L. Belt Buckle 
Co., of Cincinnati, O., is spending several 
weeks in Chicago this week calling on the 
trade. 

Edward Cain, of Edward Cain & Co., 
returned last week from a 10 days’ busi- 
ness trip through Illinois and Wisconsin 
and reports a fair business. 

Kemnitz & Wilson, retail jewelers, lo- 
cated at 4330 Lincoln Ave., have closed out 
their store at that place and will open an- 
other store in Austin very soon, 

W. C. Owen, of 17 N. Wabash Ave., has 
taken on the line manufactured by the 
Shirley Studios, of Chicago, and will rep- 
resent this firm through the middle west. 

C. P. Sorenson has associated himself 
with Tucker & Freedman and will represent 
this irm in the city. Mr. Sorenson for- 
merly was associated with A. Quint & Co. 

J. Parker Ford, of the Ford-Perry Co., 
Providence, R. I., arrived here last week 
to visit with Fred Perry, the other member 
of the firm, who is in charge of the Chicago 
office. 

The engraving and cut glass house of 
Paul Richter has moved the Chicago office 
from the Shops building to more commodi- 
ous quarters on the -15th floor of the Ma- 
conic. Temple. 

John Wechter expects to open a whole- 
sale jewelry business this week at 58-64 W. 
Randolph St. Mr. Wechter formerly was 
connected with S. Wechter & Co., as an 
engraver and jeweler. 

E. W. Reynolds, of E. W. Reynolds Co., 
Los Angeles, Cal., passed through Chicago 
last week enroute to Atlantic City, to attend 
the convention of the National Wholesale 
Jewelers’ Association. 

H. Schwartz, diamond importer, Hey- 
worth building, returned last week from a 
short business trip, and after remaining here 
for a few days left for another short trip 
through his southern territory. 

H. H. Evans, Illinois representative of the 
C. & E. Marshall Co., spent the past week 
in Chicago visiting at the convention of the 
Illinois Retail Jewelers’ Association. E. F. 
Corbett, also of this firm, left last week for 
his Indiana territory. 

S. Ginsburg closed out his retail store at 
2038 S. Halsted St., last week, and has 
opened an office in suite 604 Mallers build- 
ing, where he will conduct a wholesale 
jewelry business, dealing in diamonds and 
high grade jewelry only. 

I. Plax & Co. moved their factory and 
office from 5 S. Wabash Ave., last week, 
to rooms 505-506 Loop End building, 177 N. 
State St., where they have much larger 
quarters and will be in a far better position 
to take care of their customers. 
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Bouer & Goldstein, manufacturers of fine 
platinum jewelry, found their location at 
64 E. Jackson Blvd., inadequate to take 
care of their increasing business, so they 
have moved their factory and office to suite 
1408, Stevens building, where they have 
much larger quarters. 

A main optometrical office has been 
opened in the loop in conjunction with the 
Johnstone-Rivenburgh Jewelers’, located on 
the second floor at 179 W. Washington St., 
by Dr. Joseph J. Ligman, O.D., R. Ph. Dr. 
Ligman also operates a branch office at 1064 
Milwaukee Ave., one of the largest on the 
northwest side. 

Sam Swartchild, of Swartchild & Co., 
returned last week from Mitchell, S. Dak., 
whither he went to address the convention 
of the South Dakota Retail Jewelers’ Asso- 
ciation. On his way home Mr, Swartchild 
stopped off at Sioux City, Ia., to spend a 
day at the home of Mr. and Mrs. Cornish 
Beck, of Will H. Beck Co. 

A. L. Kramer, who has represented the 
Powers & Mayer Mfg. Corp. in this section 
and throughout the West for several years, 
has resigned from this service, same to be 
effective July 1. Mr. Kramer leaves in a 
short time for a trip to New York and 
other eastern cities for business and recrea- 
tion. He expects to announce his future 
connections upon his return. 


Announcement was made this week of 
the engagement of Miss Rose Adler, of 
this city, to Henry Levy, of San Francisco, 
where Miss Adler has spent the Winter. 
Miss Adler is the daughter of Mr. and Mrs. 
E. G. Adler, and is well known to members 
of the trade here as her father is the vice- 
president of the Bonner Mfg. Co., of New 
York, and manager of the Chicago office. 

Among the visitors in Chicago last week 
were: John W. Strain, Carrollton, IIl.; 
George Goodwin, Ottawa, IIl.; Cornish 
Beck, of Will H. Beck Co., Sioux City, 
Ia.; Geo. Webber, of Webber & Turnell, 
Danville, Ill.; Mr. Harvey, of O. H. Bin- 
genheimer Co., Milwaukee, Wis.; E. F. & 
Robert Doering, Waupon, Wis.; Mr. Hupp 
and Mr. Sowers, of Huff & Sowers, 
Streator, III. 


Frank Whitfield, Kesner building, re- 
turned to Chicago last week from New 
Orleans where he went to attend the Na- 
tional. Conclave of the Knights Templar. 
Mr. Whitfield went with the drill team of 
Englewood Commandery, No. 50, and they 
again won first prize, scoring 96.9 per cent, 
as being the best drilled team out of the 22 
teams that participated. This is the third 
time this team has taken the first prize. 

The Standard Mills Co., 1569 Milwaukee 
Ave., has completed the arrangements for 
the manufacture and distribution of a pat- 
ented watch protector and are offering it 
to the trade for the first time this week. 
The ‘‘Nelka,” as it is called, is attached be- 
tween the chain or fob and the watch and 
prevents theft of a watch from the pocket. 
H. B. Wolff, of this company, is in charge 
of the sales distribution and the article will 
be sold through the jobbing trade exclu- 
sively. 

Alexander Cassriel, assayer and dealer in 
dental supplies, at 128 S. Wabash Ave., died 
suddenly at his home last week, 942 Cres- 
cent Pl., at the age of 57, Death was due 
to diabetes. He is survived by his widow 
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and three sons, Jay, Henry and Leon Cass- 
riel, and was a member of Garden City 
Lodge, No. 141, A. F. & A. M.; Wily M. 
Egan Chapter, No. 26, R. A. M.; Chicago 
Commandery, Knights Templar, No. 19, and 
Medinah Shrine. Funeral was held from 
Temple Sholom, and interment was at 
Rosehill Cemetery. 

A preliminary meeting which was at- 
tended by J. W. Vossell, of the jewelry 
manufacturers, Chas. Ross, of Chicago 
Jewelers’ Association, W. G. Glennon, of 
the optical trade, and Herman Stern, of the 
retail jewelers, was held last week to ar- 
range a program for securing the interest 
of the trades in the “Near East Relief’ 
movement. The two trades are asked to 
adopt 50 orphans at a cost of $3,000 a year. 
Pictures showing the distressing conditions 
will be shown at meetings and the first 
showing was at the meeting of the State As- 
sociation meeting Monday. 








Portland, Ore. 


Mr. Schulz, of Schulz-Jacobensen, was 
seen in the Portland buying markets re- 
cently. 

Mr. J. Cini, recently returned from a 
southern trip in the interests of his antique 
business, reports a very successful trip. 

Al C. Boss, of A. I. Hall & Son, has been 
transferred to the Los Angeles office from 
Portland. Mr. Boss will take care of both 
city and nearby outside territory. 

Felix Bloch, popular Washington St. 
jeweler, is now visiting the eastern States, 
where he will make stop-overs in St. Paul, 
Chicago, Cleveland, New York, Atlantic 
City, Washington, D. C., and St. Louis. 
He will return to Portland about the last 
of the month. 

John M. Sinclair, of the Norris-Alis- 
ter-Ball Co., reports improved business con- 
ditions since the first of April, particularly 
from the outside points, which are directly 
affected by the general resumption of the 
lumber industry. Mr. Sinclair left Monday, 
May 1, for Chicago, where he will visit the 
headquarters of the Norris-Alister-Ball Co. 
He will remain in the east for about two. 
weeks. 

Oscar Korber is now holding a removal 
sale preparatory to moving to his handsome 
new corner store in the newly remodeled 
Failing building at 4th and Alder Sts., 
where he will have a floor space of 48 x 38: 
New and modern window and interior store 
fixture equipment are being provided to- 
enable Mr. Korber to handle a promisingly 
increasing patronage. A removal sale is: 
now being brought to a close. 

The craze for radio has worked up such 
a large demand for sets that the well known- 
manufacturing and wholesale firm of Butter- 
field Bros. is now manufacturing the sets, 
under the supervision of George H. Butter- 
field, Jr. Mr. Butterfield reports business 
good in all lines, greatly improved over that: 
of a few weeks ago. “We are compelled’ 
to manufacture some of the radio set parts 
at our own plant,” says Mr. Butterfield; 
“owing to scarcity of parts.” 











The style of the Mayle-Whitney Co., 
Norwalk, O., has been changed to Ed- 
ward J. Mayle. 











the out-of-town visitors to 


Included in 
the city during the past week were V. 
Marsh and K. S. Betz, both of Sidney, 
Nebr., and Mr. Burwell, La Junta. 

Edward Lehman, of the Edward Lehman 


Co., left Denver for Atlantic City where 


he attended convention of the National 
Wholesale Jewelers’ Association April 27 
to 29. 

Joseph M. Fogel, prominent local jeweler, 
has an increased respect for the efficiency 
of the Denver police department. Several 
days ago he accidently touched off the 
burglar alarm in his store. In less than 
three minutes, a riot automobile loaded with 
four armed patrolmen and a machine gun, 
a special motorcycle policeman and _ his 
assistant, an automobile load full of de- 
tectives and the officer on the beat were at 
the store to prevent a possible burglary. 

The program for the convention of the 
Colorado Retail Jewelers’ Association to be 
held in Colorado Springs May 9 and 10 
will be announced in the next few days, 
according to word received by Wolf C. 
Hanson, of the Hanson & Hanson Co., 
from W. E. Mount, of Pueblo, president 
of the organization. Mr. Hanson is vice- 
president, and Fred A. Linsley, of Pueblo, 
is secretary. Several Denver jewelers 
have been mentioned as candidates for the 
presidency at the convention. 

An attempt to have C, M. Harris, alias 
“Levy,” now said to be confined as a prisoner 
in the Maine State reformatory as the re- 
sult of his reported convictions on charges 
of larceny at Lewiston, Me., brought back 
to Denver for trial will be made by his 
bondsman, Sam Feldman. Harris is charged 
with the theft of more than $10,000 worth 
of jewelry from the Denver Loan Co. on 
May 19, 1921. He skipped a $1,500 bond 
on which he was released and later ar- 
rested in Maine. If found guilty of the 
charges lodged against him in Colorado he 
might be liable to a penitentiary sentence. 

The passage of an alleged fictitious check 
on Max Cook, 1653 Larimer St., in pay- 
ment for a $135 diamond ring resulted in 
the preparation of a criminal information 
charging Lee Bow, a Chinese, with forgery 
here. Bow, who was reported to have lived 
in this country for 10 years, entered Cook’s 
store on April 20, according to local police, 
and asked to be shown a diamond ring. 
When he was shown the ring which he 
later agreed to purchase, he left and said 
he would come back later. Three days 
afterward he entered the store and gave 
Cook a check made out in the Chinaman’s 
name and drawn on a Chinese bank. The 
check was for $200, and Bow was given 
$65 in cash as change. Cook became sus- 
picious and informed police of the sale. 
This resulted in the Chinaman’s arrest 
several days later. He will be held in the 
county jail pending trial. In his room in a 
downtown hotel $150 in cash and a small 
amount of jewelry are reported to have 
been found. 








C. A. Luce, Grant, Nebr., has moved his 
jewelry business across the street into the 
Grant Pharmacy. 
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Omaha 


Collern & Meuert, Spalding, Nebr., are 
moving their store into a new building at that 


place. 
Among the out-of-town jewelers who 
were in Omaha during the week were: 


Charles Foley, Nebraska City; J. F. Stranne, 
Fairfax, S. Dak., and Harry Martin, Lyons, 
Nebr. 

J. F. Krohme, traveler for the Byrne-Duff 
Jewelry Co., Omaha, has been off the road 
for a week with a case of blood poisoning 
resulting from a slight scratch on the knee. 
His condition has improved, however, after 
careful surgical attention, and he has again 
gone on the road. 

Roy Manker, now of California, but 
formerly in the jewelry business at Jefferson, 
Ia., visited Omaha jobbers last week. While 
in Nebraska and Iowa on this trip to his 
native haunts, Mr. Manker purchased’ a 
property in Jefferson, Ia., his former home, 
and is now erecting a building which he will 
let on a lease to F. S. Allen, Jefferson 
jeweler. 

Jewelers in Nebraska and lowa are rapidly 
interesting themselves in the matter of carry- 
ing a stock of radio equipment. Quite a 
number of them already carry radio equip- 
ment and find a ready sale for it at good 
profit. Retail jewelers frequently write let- 
ters to their wholesale jeweler in Omaha ask- 
ing about the possibilities in the radio busi- 
ness. A Wyoming jeweler last week wrote 
to the Byrne-Duff Jewelry Co., Omaha, ask- 
ing for information as to how to get a stock 
of radio equipment. 








San Diego, Cal. 





Carlos E. W. Bowers, operating as the 
Bowers Jewelry Co., has moved from 4th 
St., between B and C, to 744 F St. 

Owing to the expansion of the First Na- 
tional Bank it has been found necessary for 
the Brown Optical Co., now located at 1011 
5th St., to seek a new location, and about 
Aug. 1 it will move to 1045 6th St. 

Cecil Shipman, head of the manufactur- 
ing department of the store of J. Jessop & 
Sons, has gone to England where he will 
be married in the early Summer. Mr. Ship- 
man, while on duty overseas, met the bride- 
elect. He has a new home all ready to 
enter upon their arrival. 

Another local man who is going abroad 
is John P. Hansen of the watch making 
department of the store of the Ernsting Co., 
who is on his way to his old home in Den- 
mark. He has been with the Ernsting Co. 
for six years. W. A. Berling, formerly of 
Bay City, Mich., has taken his place here. 

Recently Baranov’s jewelry store at 936 
5th St., was visited by an expert window- 
breaking burglar, who cut a circular hole in 
the plate glass show-window and escaped 
with a considerable quantity of pins, watches 
and rings, including a number of diamond 
and platinum items. No clue to the thief 
has been obtained. 








Sol Franke, who owns two jewelry stores 
in San Antonio, Tex., has opened a jewelry 
store in Mexia, Tex., at 203 S. Sherman St. 
J. H. Hirschfield will manage the store 
there. 
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TRADE CONDITIONS 
Trade with both the whclesale and retail jewel- 
ers of Evansville during the month of April was 


“quite satisfactory and showed some improvement 


over the month of March. May has started in 
quite satisfactory, and with the coming of more 
settled weather it is believed that trade will be 
brisk. The excessive rains and floods along the 
lower Ohio River and many of its tributaries 
during the last two weeks in April, interferred 
some with business conditions, and as many of 
the public highways were covered, many of the 
smaller towns were practically cut off from the 
world for several days. 





A. A. Mount, pearl button manufacturer, 
of Petersburg, Ind., was a business visitor 
at Rockport, Ind., a few days ago. 

The Three-] baseball league, of which 
Evansville is a member, will open the sea- 
son May 3 and several of the retail jewelers 
of this city will award prizes to the mem- 
bers of the local team making the best plays 
during the coming season. 

Both the Wabash and White Rivers, 
after rising several weeks and having passed 
flood stages, have started falling again and 
within a short time the mussel diggers will 
begin to ply their trade. They are looking 
for a. very good season. 

The Central Labor Union of this city has 
gone on record against the daylight saving 
time for Evansville. The Twelve-Six Club, 
of the Chamber of Commerce, also has de- 
nounced the plan, while the Evansville 
Tennis Club has passed resolutions in favor 
of the plan. It is expected an ordinance 
will be introduced in the city council to 
change the clocks of the city. While some 
are in favor of the proposed ordinance, 
there are many to be found in the city who 
oppose it. Farmers and working people are 
especially opposed to the plan. 

Bitterman Bros., retail jewelers of 204- 
206 Main St., here, have purchased the 
building now occupied by Blackman & Lun- 
kenheimer, queensware and glassware re- 
tailers at 308 Main St., through Chester C. 
Cox, real estate agent, the consideration 
having been $65,000. Bitterman Bros. will 
not occupy the new building until March 
1, 1923. The building will be re-modeled. 
It is understood Bitterman Bros. will also 
occupy the building they now own adjoin- 
ing the store building occupied by Black- 
man & Lunkenheimer, which is occupied by 
Max DeJong, cloak and suit retailer. The 
jewelry firm plans to remodel the two build- 
ings into a mammoth store building that 
will be occupied as a jewelry store. When 
completed it is expected it will be one of 
the largest and finest jewelry stores in 
Indiana, Theodore Bitterman, of Bitter- 
man Bros., say that Mr. DeJong has a 
lease on the building that he now occupies. 
At the present time Blackman & Lunken- 
heimer have not secured a location. Bitter- 
man Bros. have been engaged in the retail 
jewelry business here for many years and 
the firm is one of the best known in this 
section of the country. The building they 
now occupy on Main St. near 2nd St. also 
is occupied by A. Bitterman & Son, whole- 
sale jewelers. 








Sofus Michelson will open a jewelry store 


at 306 7th St., Rockford, IIl. 












William JRaether, Kenosha; Thomas 
Bruhy, West Bend, and W. Amidon, Hart- 
ford, Wis., were recent business callers on 
Milwaukee wholesale jewelers. 

The E. E. Esterly Jewelry Co., 421 W. 
Superior St., Duluth, offered its entire stock 
at an auction sale last week. The sale was 
widely advertised in Superior and other sur- 
rounding territory. 

The concert grand piano used at the con- 
cert of the Tripoli Temple Band of Mil- 
waukee in the Orpheum Theater, Racine, 
Wis., was loaned through the courtesy of 
the H. J. Smith Jewelry and Music House. 

The E. H. Warnke Co., Milwaukee, Wis., 
manufacturing jewelers and jobbers, are re- 
decorating their offices in the Enterprise 
building. New fixtures will be installed and 
the offices and shop rooms will be re- 
modeled. 

The Leger Gift Shop, specializing in gifts 
and novelties, has been opened at Kenosha, 
Wis. Mr. and Mrs. Carl H. Leger are the 
proprietors. Mr. Leger was formerly con- 
nected with the Regner Jewelry Co., Ke- 
nosha, Wis. 

The Jappe jewelry store of Racine, Wis., 
formerly conducted by the late Julius Jappe, 
is going out of business. A selling out sale 
is in full swing and all watches, diamonds 
and silverware in stock will be disposed of 
within a short time. 

James Havlista, of the O. H. Bingen- 
heimer Co., and Al. Schulenberg, of Schul- 
enberg & Schmidt, were delegates to the 
annual convention of the Wisconsin division 
of the Travelers’ Protective Association in 
Milwaukee last week. 

Leon Cohn, jeweler, Racine, Wis., an- 
nounced the grand opening of his distinctly 
modern and up-to-date jewelry store on Sat- 
urday. In order to acquaint the people of 
Racine with the excellent work of the new 
store’s repair department, a special offer was 
made during the first week of opening to 
repair any watch for a sum not in excess 
of $1.50. 

The jewelry business of E. P. Johnson 
on Lake St., Phillips, Wis., has been pur- 
chased by C. A. Calkins, Ladysmith, who 
has been a jeweler at that city for a num- 
ber of years. Mr. Calkins will take pos- 
session of the business immediately and will 
move his family here from Ladysmith. Mr. 
Johnson’s plans for the future are not defi- 
nite, but he plans on going west to locate 
in business. 

Local jewelers and other merchants are 
in accord with the purpose of a warning is- 
sued by Postmaster F. B. Schutz to all per- 
sons intending to move May 1, requesting 
that they notify the postoffice of their change 
in address. “Every year the month of May 
sees the entire postal service flooded with 
undeliverable mail,” said Postmaster Schutz. 
“This causes annoyance to patrons affected 
and impedes the service in general.” 

New up-to-date optical parlors have been 
opened at 125 King St., Madison, Wis., by 
R. V. and H. N. Fegley, formerly of the 
Fegley jewelry store, 1305 Williamson St. 
R. V. Fegley was in the jewelry business 
here for eight years. He was joined re- 
cently by his brother, an optometrist with 
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15 years’ experience in Pennsylvania. He is 
a graduate of the Philadelphia Optical Col- 
lege. Lens grinding will be done in their 
own shop. 

Henry N. Marx was appointed represen- 
tative of the retail jewelers on the retail 
trade division of the Appleton, Wis., Cham- 
ber of Commerce. One representative from 
each line of business recently was chosen by 
the officers to be members of this division. 
The plan now is to elect or have the chair- 
man appoint an executive out of this group 
to conduct the routine affairs, summoning 
the full division only on important matters, 
This is to be done to avoid having an un- 
wieldy committee. 


The ringing of a burglar alarm gong in 
front of the business block, occupied by the 
Louis Esser Jewelry Co. and several other 
retail stores, attracted a large number of 
exicted people, a downtown fire apparatus 
and a couple of dozen policemen Saturday 
night. After the alarm had been ringing for 
15 minutes, it was found that it had been 
set off by the blowing out of one of the 
heads of the sprinkling system in the build- 
ing. Little damage was reported to stock 
of a store adjoining Esser’s. 

Milwaukee brides have introduced an in- 
novation in wedding rings that may popu- 
larize engraving to a point never before at- 
tained in jewelry manufacture. The rings 
of many brides will be carved with artistic 
reminders of courtship days. A wide gold 
band will be used and on it a history of the 
courtship done in art. Many society girls 
in Chicago have also taken up the fad, and 
one goldsmith reports that he is swamped 
with orders for the unique bands. 

Jewelers and other merchants of the Mil- 
waukee downtown district are considering 
plans to induce the State railway commis- 
sion to rescind the order routing 3rd St. cars 
down W. Water St. to Grand Ave. The 
merchants assert that besides causing annoy- 
ance and congestion on Grand Ave, and W. 
Water St., thousands of people are carried 
two blocks away from the center of the re- 
tail district, and this is a source of incon- 
venience to them. It is probable that the 
railroad commission will be asked to grant 
a rehearing. 

The Kohls-Leschke Jewelry Co., Mani- 
towoc, Wis., formally opened its new store 
on Saturday. With the opening of the 
Kohls-Leschke shop, Manitowoc has one of 
the largest and most up-to-date jewelry 
stores for any town of its size in the State. 
J. J. Kohls, who had been in the jewelry 
business at Manitowoc for a number of 
years, entered into partnership with A. J. 
Leschke. They purchased a new store, re- 
decorated and remodeled it and installed 
new fixtures. Carnations were given as sou- 
venirs on opening day. 

When Gilbert Stenseth, 18, walked into 
A. E. Osterberg’s jewelry store at Eau 
Claire, Wis., and offered to sell a $900 dia- 
mond ring for $15, the police were called, 
and the $5,000 robbery of the McLeod estate 
at Eau Claire was solved. Beside the ring, 
bracelets, wrist watches, brooches and sil- 
verware were recovered. The McLeod 
estate had been unoccupied for several 
months and the jewelry and silverware had 
not been placed in a safe. Stenseth and an- 
other boy friend admitted breaking into the 
home several months ago and looting it. 
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Miss Marie Kalile, of the Hoyt Jewelry 
Co., lost her brother a few days ago fol- 
lowing a major surgical operation on his 
head, 

Frank P. Nims, a well known jeweler, 
Carlinville, Ills. was a visitor recently 
among the jobbing jewelers here, buying 
new goods and supplies. 

S. J. Arnold, of Gutfreund-Arnold 
Jewelry Manufacturing Co., left Thursday 
evening on a 10-day trip through Missouri, 
Arkansas and Northern Texas. 

Lewis E. Gutfreund, of the Eisenstadt 
Mfg. Co., and Mrs. Gutfreund, returned last 
week from New York, where they went to 
attend the wedding of a relative. 

Charles Weber, a Lexington, Mo., jeweler, 
was here a few days ago to see his wife 
who has been quite ill at the Lutheran Hos- 
pital in this city. He says she is improving 
and will soon be able to return home. 

Sam Kober, of Harris-Kober Diamond 
Importing Co., returned recently from a 
successful trip through the south and west. 
He says the jewelry trade in those sections, 
is much better than it has been and he 
looks for an improvement. 

Miss Helen George, who has been the 
stenographer for the Gutfreund-Arnold con- 
cern for many years, left their employ early 
in the month, in anticipation of her early 
marriage to Bert Zenner, of Chicago, and 
will make her future home in that city. 

The leading retail jewelers state that their 
trade was very quiet until recently, when 
many weddings among the fashionable set, 
caused considerable buying of wedding pres- 
ents. The jewelers state that their business 
now is about the average for this time of 
the year. 

Information has been received that Carl 
W. Dossel, Jr., Whitehall, Ill, well known 
among the jobbing trade here, has purchased 
the stock and store of his only competitor 
in Whitehall, C. E. Miller, and will conduct 
both his own store as well as his recent 
purchase, separately. 

The exhibit of the fine reproductions 
of specimens of genuine pearls, that has 
been on display in the window of the J. 
Bolland Jewelry Co., 10th and Locust Sts., 
was extended for several days during this 
week, because of the extraordinary interest 
taken in the collection. 

J. A. Key, of the Key Watch Co., in the 
Holland building, now known as the United 
Home building, has constructed a radio 
telephone in his office and he and his friends 
have been enjoying the concerts that come 
over it as well as stock quotations, baseball 
reports and general news. He always has 
quite a little gathering of his friends about 
the time the reports come in at 4 o'clock 
and in the evening at 8 o’clock when the 
concert commences. 








By “jimmying” the front door burglars 
were able to gain entrance to the jewelry 
store of C. A. Whited, Raton, N. Mex., 
one night recently and steal articles worth 
$300. Shortly after the burglary occurred 
the police arrested a man and recovered 
all of the goods. 














W. Bennett, manufacturers’ representative 
is visiting Oregon and Washington. 

Fleissner & Kron, Inc., will move about 
the end of the month from 231 Post St. 
to 238 Stockton St. 

Clyde Schoenfeld is leaving for the south, 
representing William Davidson who is also 
going south himself. 

Horace H. Allen, manager for the Oneida 
Community, Ltd., has left for his Spring 
trip through the northwest. 

John J. Morse, Coast representative of the 
Elgin National Watch Co., has left his 
offices here for a trip through the north- 
west. 

Charles Weinshenk, Jr., of Charles 
Weinshenk & Son, is leaving for the Pacific 
northwest in the interests of the lines the 
firm represents. 

J. H. Spiro, who is an_ enthusiastic 
Shriner, made gifts of velvet shrine emblems 
to all his customers throughout the north- 
west. These are for the display of Shrine 
emblems. 

Gus Weil, of the Electric Box Co., Chi- 
cago, is calling on his Coast agents, Charles 
Weinshenk & Son, 704 Market St. Mr. 
Weil is making a brief trip to one or two 
of the leading cities. 

Jewelers visiting the trade this week in- 
clude A. F. Dobrowsky, of Redding; H. 
W. Stackpole, San Jose; Harry Jacoby, Oro- 
ville; Joseph Cohn, Marysville, and Carl 
Noack, of Sacramento. 

Cy Price representing Shiman Bros. Co., 
New York, is here again calling on the 
trade. Mr. Price has not been west for 
the past three years, Irving Klampert hav- 
ing represented his line during the interim. 

I. Eisenberg, of A. Eisenberg & Co., is 
taking a vacation at Coronado Beach, Cal., 
accompanied by his wife and daughter. 
Jack Boch, representing the concern, has 
left for Honolulu. 

Members of the Wholesale Jewelers’ and 
Silversmiths’ Association are preparing to 
entertain the visiting jewelers during the 
coming National Shrine Convention, June 
12 to 15. Invitations are being sent to the 
out-of-town jewelers to visit the city at that 
time. 

A. W. Huggins, president of A. I. Hall & 
Son returned from a trip east on the morn- 
ing of April 22. When asked what impres- 
sions he had received on his journey, Mr. 
Huggins said that he had found a more 
optimistic feeling in the east, among jewelers, 
than had been apparent there for some time 
past. 

George W. Hill, Lodi, is in town. He 
states that farming crops will be very satis- 
factory this year, from all indications. The 
northern grapes are commanding, on con- 
tract, prices that would have seemed 
fantastic in pre-prohibition days. Sixteen 
dollars a ton used to be a good price for 
grapes, but $80 to $150 are now being 
offered growers. 

Manufacturers’ representatives include: 
Walter Marble, representing the Walter E. 
l!aywards Co., Allenboro, Mass., and Bug- 
bee & Niles, North Attleboro, Mass.; 
Herbert Tourtelout, representing Waite- 
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Thresher Co., Providence, R. I.; Alex. 
Feldenheimer, of Feldenheimer & Jacoby, 
New York; Max A. Mendelbaum, repre- 
senting England, Klein & Levy, Inc., New 
York. 

Charles Attinger, of M. Schussler & Co., 
is one of the wholesale jewelry men who 
will sail his own boat this season, the craft 
being all ready for the opening of the sea- 
son. George Whittel, owner of the build- 
ing, 704 Market St., which houses so many 
wholesale jewelers, has just purchased the 
“mystery” yacht On-Time-Again. He will 
change the name to the Anelia. 

President George H. Wilcox, of the In- 
ternational Silver Co., has been visiting the 
city, accompanied by his son, Roy C. Wil- 
cox and his daughter-in-law, Mrs. Roy C. 
Wilcox. They were met by Edward V. 
Saunders, Coast manager for the Interna- 
tional Silver Co., in Pasadena, Cal. Mr. 
Saunders has been showing the visitors some 
of the State. They participated in the 
jewelers’ golf tournament, on April 18, 
and Roy C. Wilcox won the first prize, a 
handsome cup. They planned to leave this 
city during the week of April 23rd, with Mr. 
Saunders who will accompany the party to 
Portland, Seattle and points in Canada. 











Tae 
James P. Moore has opened a jewelry 
business at 716 3rd St., San Bernardino. He 
came to California from Colorado. 

C. E. Phillips, of Smillie-Phillips, Pasa- 
dena, is home after having made a visit of 
a month in Boston and other localities in 
the east. 

H, E. Jones, western representative of 
the Wadsworth Watch Case Co., is spend- 
ing several days in Los Angeles in the in- 
terest of his concern. 

F. C. Plate of the local office of the In- 
ternational Silver Co., has been making a 
short visit to San Diego. He reports having 
found business in fairly satisfactory condi- 
tion. 

Albert Meyer, of the Meyer & Talbott 
Co., is making a business trip through west- 
ern Texas. Al Sternberger, also represent- 
ing the same company, has gone north for 
a business trip. 

Herman Peterson, who recently started in 
business for himself in the Labor Temple 
building on S. Los Angeles St., is being well 
patronized and is pleased with his outlook 
in that location. 

A. C. Smalley, of the E. W. Reynolds 
Co., has just started out on a motor car trip 
for his Summer vacation. He is accom- 
panied by his wife, and will spend most of 
his time in the Big Basin, north of Santa 
Cruz. 

The store of Edward E. Spier, 605 W. 
6th St., was entered a few nights ago by 
the use, it is believed, of a pass-key. Mer- 
chandise to the value of about $3,000 was 
stolen. So far the identity of the thief has 
not been discovered. 

George E. Feagans has started on a trip 
north in company with a delegation from 
the Los Angeles Chamber of Commerce. 
The party is going through the San Joaquin 
and Sacramento Valleys. Mr. Feagans in- 
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tends to continue on as far north as Shasta 
and to be gone about 10 days or two weeks. 

Floyd James, associated with G. W. 
Collis, Pasadena, has left for New Orleans 
to attend the Knights Templar national en- 
campment. He is a member of the Pasadena 
K. T. drill team, and expects to be in the 
contest in New Orleans. 

E. W. Reynolds, president of the E. W. 
Reynolds Co., has gone east on a business 
and pleasure trip. It is two years since he 
made his last visit to the east. Roy Wet- 
more, manager of the optical department of 
the company, accompanied him. 

Stanley M. Reinhardt, proprietor of what 
was formerly Reinhardt’s novelty store, 516 
S. Hill St., has renamed his place the Bilt- 
more Jewelry and Art Shop. The location 
is on Pershing Square opposite the site of 
the new Biltmore Hotel now in course of 
construction. 

The International Silver Co. exhibit will 
be shown at the Alexandria Hotel May 1 
to May 5. J. D. Bridges, of the Los An- 
veles office, is about to leave for El Paso, 
where he will work with Frank Spies in 
showing the exhibit in that city, and will 
remain with the party on its tour to Los 
Angeles and then up the Coast to San Fran- 
cisco, Portland, Seattle, and as far east as 
Salt Lake City. 

Paul Grimm, 325 W. 4th St., has just 
returned from a three days’ trip to the Im- 
perial Valley, going by way of the Salton 
Sea and returning by San Diego. He was 
accompanied by E. H. Heck, formerly treas- 
urer of the Adams & Abel Co., wholesalers. 
He made a rather remarkable trip on the 
return, leaving El Centro, Imperial Valley, 
Friday morning, and reaching Los Angeles, 
a distance of 260 miles, at 4 P. M. 

Detectives are investigating the recent 
activities in Los Angeles of Charles Edward 
Kratz, who is held in jail on suspicion of 
robbery. He was arrested by police officer 
Heath of the Wilshire Station after an ex- 
citing chase and a hand-to-hand battle. Ac- 
cording to the police reports, Kratz entered 
the jewelry store of H. A. Vincent, 137 S. 
Western Ave., and ordered A. C. Calhoun, 
optometrist, who happened to be in charge 
of the store, to hold up his hands. Calhoun 
pressed an alarm button with his foot and 
complied with the conimand. Assistance 
came and Kratz fled. He was captured in 
a garage at 226 S. Western Ave., after he 
had been subdued by his captor’s fists. 

The fine Spring weather seems to have 
started new life among the jewelers in the 
smaller towns throughout southern Cali- 
fornia. An exceptional number of them 
have been in Los Angeles recently. Follow- 
ing are the names and addresses of some 
of them: C. E. Phillips, Joseph Nocerino, 
Charles Conner, Pasadena; Raymond Finch, 
Covina; J. K. James, Santa Ana; M. Fornes, 
O. T. Hodnefeld, Venice; Mr. Brown, Mor- 
tebello; Arthur T. Connard, Taft; Mr. 
Buskirk, Long Beach; Mrs. Rozell, Comp- 
ton; Jerome Walker, Glendale; G. Langley, 
El Monte; C. W. Middleton, Pomona; J. H. 
Blanchard, J. Posner, Ocean Park; R. F. 
Winslow, Harry Bercuson, Mr. Lenzer, San 
Pedro; F. A. Conant, Santa Barbara; J. E. 
Jones, Palmale; A. R. Sturtevant, Lancas- 
ter; H. E. Wellman, Alhambra; Frank M. 
Rhomberg, Banning; A. Protsch, Rodondo 
Beach. 
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Notes from Iowa. 


P. V. Lynch, Sheldon jeweler, has added 
phonographs to his stock, and has parti- 
tioned off an artistic display room for his 
new line. 

K. A. Vick, formerly a jeweler at De- 
corah, has bought a building in that city 
and will remodel it for a cigar and confec- 
tionery store. It is on Winnebago St. 

Ralph Plumb, head of the Plumb Jewelry 
store, has been elected to the board of di- 
rectors of the Des Moines Gas Co. along 
with several other prominent Des Moines 
business men. 

Charles Kohler, Remsen, has just com- 
pleted stocking up his jewelry store and 
has added a larger supply of phonographs. 
He states that large sales in the phonograph 
department indicate that prosperity is re- 
turning to Iowa, 

F. O. Belknap, Tama, had a new kind of 
an accident while cranking his Oakland car 
recently. When the crank slipped, instead 
of breaking his arm, he wrenched his right 
ankle so severely that he was confined to 
his home for some time. 

Henry C. Schafer, Grundy Center, will 
move his jewelry stock from the room of 
the A. C, Schafer Music house to a new lo- 
cation on Main St., now occupied by the 
Trevillyan & Willoughby hardware. Car- 
penters are making alterations. 

H. C. Milligan, of Kansas City, has pur- 
chased a two story business block in Mount 
Ayr and will open a jewelry store there. 
He will have the room now occupied by the 
Maupin Style shop. Mr. Milligan has been 
in the jewelry business many years, 

The Chicago Manufacturing Jewelers lo- 
cated on the second floor of the Clapp 
block, Des Moines, were driven out and 
suffered considerable loss from fire, smoke 
and water when the six-story structure was 
completely gutted by fire recently. Tem- 
porary quarters have been secured in rooms 
over the C. W. Rogg Drug Co., 510 Wal- 
nut St. 

Fred Beauchamp, Rockville City, who 
was re-elected president of the Iowa State 
Association of Optometrists at Des Moines 
recently is a successful jeweler in addition 
to being a popular member of the optomet- 
ric profession. Secretary George Goodale 
of Lenox is another optometrist who con- 
ducts on up-to-date jewelry store in his 
home town. 

Lewis FE. Hurlbut, father of Mack Hurl- 
hut, prominent Fort Dodge jeweler, died 
at his home in Fort Dodge a week ago. He 
was 78 years old and had lived for 54 years 
in the home he built for his bride back in 
1868. Mr. Hurlbut was vigorous in spite of 
his years and continued in the sewing ma- 
chine business up to 10 days before his 
death. He had an office in his son’s jewelry 
store, 

Several hundred dollars’ worth of tro- 
phies to be given as prizes at the Drake 
University relay meet are on display in the 
windows of the Plumb jewelry store, Des 
Moines. The team trophies are beautifully 
wrought silver figures of runners about 18 
inches high. As the relays this year are 
drawing contestants from as far east as 
Indiana and as far west as the Pacific Coast, 
they are expected to vie with the Penn- 
sylvania relays in attendance and records. 
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Practically 100 institutions have entered 
men. 

Carl R. Olsen, of Sioux City, a member 
of the firm of Olsen, Jonas & Co., 627 4th 
St., died at his residence, 920 Virginia St., 
recently. He was the junior member of the 
well known jewelry firm. Mr. Olsen was 
25 years old and was born and reared in 
Sioux City. After finishing high school he 
learned the jewelry trade and was con- 
nected with it until his death. He is sur- 
vived by his parents, Mr. and Mrs. Jonas 
Olsen, a brother, Earl Olsen, and a sister, 
Miss Ruth Olsen. 

The H. H. Boyson Jewelry & Optical Co. 
at Belle Plaine has changed hands twice 
within the last month. When his local 
manager, George Musser, decided to go to 
Oregon to reside, Mr. Boyson, who makes 
his home in Oak Park, decided to sell the 
Belle Plaine store. The sale was made to 
A. E. Feddersen, president of the Citizens’ 
National Bank of Belle Plaine, who him- 
self was a former jeweler. However, after 
having charge of the store for a few days, 
Mr. Feddersen also decided to sell, and this 
time the purchaser was Vernon Weymer, 
an employe of the store. 








Pacific Coast Notes 





L. C. Tucker is now established in his 
new store in Sierra Madre, Cal. 

Otto Wiesen, of Wiesen-Monk, Sacra- 
mento, is leaving for a trip to Germany. 

A. E. Lamberg, watchmaker and jeweler, 
of Fillmore, Cal., has moved to a better 
location. 

An extensive program will be made out 
for the State convention of the Oregon Re: 
tail Jewelers’ Convention which will be 
held in Eugene, Ore., May 8 and 9. The 
Eugene jewelers form the program com- 
mittee. F. M. French, of Albany, Ore., is 
secretary of the organization and he is 
taking an active part in the preparations. 

The Pacific Horological Society met 
Monday, May 1, in the Pacific building, 
Fourth and Market Sts., San Francisco, 
Cal., and heard some interesting papers. 
“Time and How to Get It” was the subject 
of a lecture by Prof. T. J. J. See, captain 
of the United States Naval Observatory at 
Mare Island, Cal. The president of the 
new society, whose purpose is to promote 
horological education in co-operation with 
the Horological Institute of America, is A. 
P. Stratton. 








Plans are now under way for the annual 
convention of the Missouri Society of Re- 
tail Jewelers. W. E. Pennell, Trenton, Mo., 
president of the organization, states that 
the dates will be June 5, 6, 7, and & The 
rule of holding the convention in Kansas 
City and St. Louis, in alternate years will 
be suspended this year and the convention 
will be held at Lake Taneycomo, down in 
the Ozark mountain country. It will be a 
vacation and convention combined and the 
announcement has received the hearty en- 
dorsement of all the jewelers in the State. 
Rockaway Beach will be headquarters and 
special rates will apply from most every 
part of the State. In the meantime a 
thorough organization campaign will be 
conducted in the State. 
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J. Luis Medal has opened a watchmaking 
establishment at 135 Exchange PI. 

Prominent among Knights Templar visi- 
tors is William Swigart, Augusta, Ga. 

Albert J. Krower, of Leonard Krower & 
Son, returned from New York on April 22. 
During his absence Mr. Krower made ex- 
tensive purchases of stock. 

H. J. Cowell, assistant general time in- 
spector of the Webb C. Ball Watch Co., 
Cleveland, O., was a _ visitor with the 
Knights Templar Triennial Conclave. 


Gabe Hausmann, vice-president, and 
Henry Waszkowsti, credit manager of 
Hausmann, Inc., will attend the Retail 


Credit Men’s National Association conven- 
tion in Cleveland, O., June 12, 13, 14 and 15. 

Herbert K. Smith, of Herbert K. Smith, 
Inc., and Mrs. Smith, have returned from a 
trip extending over a period of three weeks, 
during which they visited New York and 
many other cities in the east and west. Both 
have greatly enjoyed their trip. 

W. D. Cleary is again in business, op- 
erating as an importer’s agent, dealing in 
jewelers’ supplies, watch materials, tools, 
boxes, trays, etc. His place of business is 
at 135 Exchange Pl. Mr. Cleary will spend 
a great deal of time on the road. 

Last Wednesday, Judge Dowling sentenced 
Albert L. M. Gross, alias “Gordon,” alleged 
diamond thief, to from two to three years 
in State prison, following a plea of guilty. 
Gross confessed that he had seized three 
diamond rings worth $1,400 at Antis’ jewel- 
ry shop, 930 Canal St. some weeks ago. 
Only recently Gross was detected in an at- 
tempt to escape from the Parish Prison, 
using a rope fashioned of blankets from the 
bunk in his cell. He was grabbed while 
making an effort to scale a 22-foot wall. 








Columbus, O. 


Mrs. Alice Wolff, of the C. & E. Marshall 
Co., was a recent visitor in Chicago. 

M. Barrows, of the Standard Optical Co., 
was a business caller in Columbus recently. 

M. D. Daniels has moved into a perma- 
nent location at 170 S. High St.. from 168 S 
High St. 

The immigration of 20,000 Pennsylvania 
Railroad employees, to attend the com- 
pany’s mammoth track meet on the week- 
end, caused an increase in jewelry sales for 
Saturday. 

Among the jewelry buyers in the city of 
late were C. M. Burt, Cardington, O.; J. 
R. Bookwalter, Circleville, O.; Walter 
Yehley, Delaware, O.; William Schreck, 
Mt. Gilian, O.; and J. F. Carr, Portsmouth, 
Co: 

At 5.30 one morning recently, an un- 
identified colored man used a brick to smash 
the display window in the store of Leo F. 
Seff & Bro., 242 £. Main St. The man had 
grabbed two handfuls of jewelry when he 
was seen by a passerby, who chased the thief. 
The burglar, however, outran him and 
made good his escape. Mr. Seff reported 
to police that two men’s rings, two women’s 
rings, and a plush jewel box, all to the 
value of $86.75, had been stolen. 
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GRADUATION TIME 


Wh t D Graduation should mean opportunity to every jeweler. 
a oes ' 

Opportunity for greatly increased sales and particularly 
It Mean for the sale of men’s watches. 


To You ” When the boy has just about reached his majority, when 
he has secured the conveted diploma—then are his parents 
most likely to buy him a high grade watch if you will but 
suggest it to them. 


Show them a selection of Extra-Thin South Bend Watches 
with the new dial and case creations and you still further 
increase the likelihood of a profitable sale. 


SOUTH BEND WATCH CO., South Bend, Indiana 
For Years, Makers of Standard Railroad Watches. 
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That this department shall prove mutually bene- 
ficial to our readers, it i#. desirable that the mem- 
bers of the trade generally communicate with Tus 
Jeweers’ Circurar regarding any advantageous 
device or plan which they are utilizing in con- 








nection with their business. 


























Capitalizing a Removal from One Locality 


to Another 


Written Expressly for The Jewelers’ Circular 




















THE average customer prefers to pur- 

chase his jewelry from a progressive 
merchant, not from one who is going down 
hill, The visible growth of a business is a 
symbol of business integrity and progres- 
siveness. 

If the removal is being made to a busier 
center of retail activities, the fact may be 
made known and stressed advantageously. 
Here the desire to give the public the very 
best phase of service is the keynote of the 
change. The merchant manifests his desire 
to serve the public in a better manner than 
he can in his present location. 

If the store into which the jeweler moves 
is better fitted in any manner to the carry- 
ing on of the business, this is worthy of 
special mention. Whether the move can be 
pointed out as being better from the stand- 
point of the customer, or of the jeweler, it 
can usually be so capitalized as to afford an 
extra opportunity for a special sale event 
of some kind, 

E'ven when the move is made because of 
adverse conditions it may often be capital- 
ized to the advantage of the jeweler. A 
merchant advertised as the cause of his re- 
moval the enormous increase in the rent he 
would have to pay after his lease expired. 
His chief aim, according to his way of put- 
ting it, was not to avoid paying a large 
rental, but to avoid paying it because it 
would affect the prices he was charging. 

Show the public the advantage of the 
move. If there is no chief advantage, in- 
vent one. Find something to hang a capi- 
talization of the move upon. This will give 
the jeweler a special opportunity to tie up 
good advertising to his advantage, 

By pointing out the advantage of the move 
to the customer, the real reason for which 
is sometimes not very inspiring to the cus- 
tomer, and may be often detrimental to the 
jeweler, is camouflaged. It is always wise 
to try to take to a new store some point or 
points of advantage to the customer, and 
when possible, points of advantage that most 
other jewelers cannot equally claim as their 
own, 


When the momentous decision to move 
has been made, the merchant has a number 
of things to do before he can settle down 
in the new store. Perhaps he has to have 
the new store fitted up specially for his use. 
The front may have to be modernized, New 
wall and floor cases may have to be pur- 
chased. It is not a very wise thing to ad- 
vertise that the jeweler is moving to a new 
location so that the public may have a bet- 
ter store to trade in, and then fit it up with 
the old fixtures and in the same old style. 

If the old fixtures have to be used, and 
sometimes it is advisable to use as much 
of the old equipment as possible, the ar- 
rangement of the floor should be made as 
different as possible. This is not always 
hard to do. If wall cases have been used 
along the walls of both sides of the old 
store, have wall cases on one side only and 
some other arrangement of cases on the 
other side of the new store. Recently a 
jeweler moved, and where he had a couple 
of plain wall cases along both the side walls 
of the old store, he now has the cases ar- 
ranged in the shape of a number of booths, 
so that when the customer is in a booth 
she can look on three sides and see mer- 
chandise, This is mentioned merely for the 
purpose of advising a change in the arrange- 
ment of the new store so that the public 
will not think the old store has been moved 
bodily and set down in the new. 

A chain hat store concern recently opened 
a new store and the windows had to be 
remodeled. Instead of the usual rough and 
ready partition or box-in of the front a neat 
false front was built and painted. The cost 
of this was larger than if the usual pro- 
cedure had been followed, but the advertis- 
ing value of the change was well worth 
while. The jeweler is supposed to have a 
dainty store. Let us suppose that the new 
front is boxed in for a month or six weeks 
with a frightful-looking housing made of 
new and old lumber mixed. This remains 
so long that a large number of the possible 
customers of the store become disgusted 
with it. Perhaps a poorly painted sign is 


also used to state that “John Jones, jeweler, 
will occupy this store when alterations have 
been completed.” This means little and the 
eyesore remains in the mind of many per- 
sons for months after it has been removed. 

A neatly boarded-in enclosure may be used 
with little extra cost. Any sign painter 
could then paint a store front on this. The 
window of the store could be made quite 
realistic by having a neatly painted sign mak- 
ing the announcement already referred to. 

In some cases it may appear an advantage 
to use a “teaser” advertising campaign in 
connection with the removal. For instance: 
On the front, or in the window of the new 
store a card may be placed with just the 
one word, “Coming,” on it. In a few days 
the date of the new store opening may be 


inserted below the word “Coming.” In an- 
other day or so the word “Who?” may be 
added. Finally the name, and the line of 


business may be added to complete the an- 
nouncement. 

Sometimes the jeweler thinks he is saving 
a few dollars by not spending them on signs 
of this nature, but it is good advertising 
and it is a question whether he can get as 
good advertising at a similar cost by the 
use of any other medium. It should not be 
forgotten that he has two stores in which 
to advertise instead of one, and this can 
sometimes be made to give him an advan- 
tage. 

He will in all likelihood decide to have a 
clearing sale of the stock in an effort to 
clean up his stock. There is always a cer- 
tain amount of accumulations in every stock. 
It is very often an advantage to get rid 
of these even if only a small fraction of the 
original cost is secured from their sale. 
Therefore a sale is the proper thing to have 
to get rid of these accumulations. 

The writer heard a jeweler who had just 
removed from one store to another say: 
“My advice to the jeweler is not to be too 
impatient to get his sale started. I thought 
my new store would be ready for me st 
weeks earlier than it was. I advertised mt 
sale just about six weeks too early. It had 
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to be dragged along beyond the time when 
I wished it to be continued for that reason. 
I’ve heard people say unkind things as they 
passed the store because they thought I had 
been ‘faking’ the reason for the sale.” 

It is well then for the jeweler to know 
when he can get into his new store and to 
start his sale about thirty days before he 
makes the move. He should be very care- 
ful in stating the date of the removal to 
the new store. 

His chief reason for a sale is two-fold. 
The stock must be reduced because of the 
large new stock that has been purchased for 
the new store, and many lines previously 
stocked will be discontinued. This gives the 
jeweler a legitimate reason for holding a 
sale. Just how this should be conducted the 
jeweler will have to decide for himself. He 
can call in the aid of an auctioneer, or of a 
sales organization to put on a special selling 
campaign, or he can conduct the sale him- 
self. The writer has always maintained that 
the jeweler can advertise and conduct a sale 
for himself if he has had any experience at 
all and has the nerve to use some perfectly 
good lines as leaders to attract customers. 

The following hints may be useful to 
many jewelers contemplating putting on a 
sale, whether a removal sale or some other 
kind of a sale: 

First, Make the store look as‘if there is 
a sale going on. Too many jewelers are so 
hidebound in their ideas of what is proper 
and what is not that they fail to secure good 
results from a sale. When the people come 
to the store to find the sale they find nothing 
but the regular routine of business. That 
will not go. Show the woman who comes 
to a sale that there is a sale and there is a 
good chance to make a sale. Just say: 
“Yes, madam, we are having a sale; what 
would you like to look at?” and it will not 
answer. Instead of. that, you have to get 
out the goods. Jumble them up a bit. Put 
price cards on them. Make the customer 
look around—for that’s what she wants 
to do. 

Second, The sale must be advertised as 
a sale. It is not necessary to use “circus 
copy” and it is advisable not to. Honest 
to goodness sale copy is necessary, however. 
This is merely a goodly list of articles with 
brief descriptions, the old price and the new 
cut-price being quoted. It does not hurt to 
say that these lines are extremely good 
values and that they are being sold at prices 
greatly under the real value. Go the limit 
in this, but stick to the truth. It pays, 

Third. Window displays are a great help 
in securing business at sale times. Some 
sale managers cover up the window with 
banners and think that is a good way to at- 
tract attention. Here is a better one. Fill 
the window with real values, but of lines 
that it is desirable to clear. Show the cut 
prices by the use of show cards and tickets. 

Here’s a good stunt with which to start 
the sale. Offer to the first fifty customers 
who come to the sale the opportunity to buy 
ten dollars’ worth (at sale prices) for five 
dollars. Let the customers in one at a time 
and give them a coupon good for the speci- 
fied reduction so that you will not have any 
disputes. Let the customers trade in these 





(Continued on page 133) 
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Vases For May 
ON E of the most appropriate periods of 
the season for the display and pushing 
of vase sales is in the Springtime when 
thoughts naturally couple themselves with 
this product. One jeweler exhibited them 
by creating a good tie up with May Day. 
In the center of the window a large orna- 
mental vase was placed filled with flowers 
and around it a series of empty specimen 
vases. To complete the window was this 
sign in a prominent corner,— 


The May Day Baskets can now be 
Best Expressed with a May Day Vase. 
Cy De. 


An Appeal To Every One 


ROM the main windows of a Massachu- 

setts jeweler came a striking appeal as 
to the value of jewelry to everyone. The 
window contained a series of photographs 
placed in various positions, each photograph 
neatly framed. One was that of an elderly 
lady, another of a grandfather, then one of 
a young man, a young girl, a middle-aged 
man and woman, a baby, etc. Before each 
picture was a small article or two which 
harmonized with the likely desires of the 
character represented. The grandmother 
picture, for example, had before it one or 
two cameos, an eye-glass holder and sev- 
eral choice stones. Before the young man’s 
picture was a watch, a cigarette holder, a 
scarf pin and one or two other appropriate 
articles. In this way everyone was appealed 
to as particularly summed up in the dis- 
play card which, at the back of the window, 
in large letters, read,— 


Who Doesn't 
Appreciate 
Jewelry— 
Gifts That Last? 
c.. ¥. Fi. 


A Simple Diamond Display 


AMONG the many jewelers possessing 

very narrow or shallow display windows 
was one in Massachusetts who nevertheless 
presented his service in diamonds to good 
attention. In his shallow window space, 
which had a raised floor, he exhibited three 
diamond rings, each in a box. The first 
ring on the left contained one diamond, the 
next or center ring two diamonds, the third 
three. A ribbon ran through the center 
of the rings and terminated in a small five 
inch “finger rule.’ This was sufficient to 
convey the suggestion, although a small 


card made the idea very clear in these 
words: 
Your Size 
Your Price 
Your Choice 
C. T. H. 
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A Diamond Scintillating on a Throne 


A JEWELER in Montreal had a corner 

window about four feet wide, says the 
Western Retailer. It faced a public square 
and the best general store. Thousands of 
people passed it daily, so he decided that 
he was going to boost his sales of diamonds 
by using that window exclusively for dia- 
mond displays. He built a cone of black 
velvet, and at the small end had a minia- 
ture throne. Above this he had a dim 
light. In the center of the throne was a 
slot, and into this each night he put a single 
diamond ring. The light was so arranged 
that it made the diamond a thing of life 
that could be seen from across the street. 
Theatre crowds stopped, and during the 
day there was always a crowd gathered 
around. The plan proved so effective that 
other lines of business used the idea to 
build up sales. 


Belt Buckles 


UST as a slight deviation but one which 
seemed to possess good drawing powers 
a jeweler desirous of exhibiting a variety of 
silver belt buckles for men had several real 
attractive specimens fastened to belts. These 
belts were rolled up tightly and then stood 
upright in their rolled condition so that the 
narrow side faced the street. This brought 
the buckles right into prominence, at the 
same time suggesting their practical appli- 
cation and in a neat way that occupied but 
little room in the window.—C. T. H. 
Symbolizing Spring With Green Paper 
AS an appropriate innovation to freshen 
up his business methods one eastern 
jeweler during the season of Spring chooses 
for all price tags and other things a green 
stock of paper. He also uses green back- 
ground in his windows and employs a green 
string to tie around packages. This fits in 
with the season and in its deviation helps 
to awaken and hold additional interest.— 
c ¥. 


To Boost Watch Sales 


A JEWELER of Detroit, Mich, J. H. 
Ehrlich, is using a novel advertising 
stunt in the daily newspapers in boosting 
the sales of watches on the partial pay- 
ment plan. He runs a two-column ad- 
vertisement about eight inches deep, catch- 
ing the eye one day with the heading, 
“Workers in the Ford Building,” another 
day, “Employees of the Detroit Edison 
Co.,” etc.. following with the announce- 
ment that he will accept their old watches 
as first payment on a special watch. The 
heading, being directed toward a certain 
group each day, puts him in close contact 
with live prospects. His stunt is made still 
better by a window display of used watches 
accepted under this plan. Crowds stop to 
look, and some go inside to buy. Ehrlich 
says the plan is a winner. x. <. & 








O. L. Skeis, Eugene, Ore., is the new 
owner of the Leavitt jewelry store. He 
has taken charge of the business and is 
remodeling the place and installing new 
fixtures. Mr. Skeis came from Roundup, 
Mont., where he was engaged in the same 
business for 14 years, selling out a year 
ago. 
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Hawkes Crystal Glass | 
Paves the way for really worth while sales! 
; You can make your store headquarters for gift buyers Cut Glass 
ob f if you keep showing in your window, sparkling new bits Engraved Glass 
Rock Crystal 
4 of Hawkes Crystal. Glass 
ee wv | Sterling Silver- 
; This exquisite candlestick with its unexpectedly low price Mounted Glass 
i will impress your customers deeply. They will associate a Gold 
\ good taste and unusual values with your store, whenever ea aererated 
they have to buy a gift. yee — 
You can order in small quantities and replace popular Pn ny 
numbers quickly. Your profit is better-than-usual. a 
Vv an 
We'll ship the day your order reaches us. a nee 
Old English and P 
P a Gl 
) T. G. Hawkes & Company Oda’ Matchings 
d Re Corning, N. Y. Inventors and Pat- 
entees of Hawkes 
No. 3671 Candlestick Caprice. 6”. Pacific Coast Office: 140 Geary St., San Francisco, Cal. Famous French 
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Attractive New Jewelry Stores In- 
dicate Owners’ Growth and 
Enterprise 


Written Expressly for The Jewelers’ Circular 




















Inviting Store in Tacoma, Wash. 
THE accompanying photographs are of 

the new store of the Syman Jewelry 
Co., Tacoma, Wash., who have just moved 
into their new store in their own building. 
The firm occupies one of the most promi- 
nent locations in the city. 

The original Syman Jewelry Co. was 
started in August, 1916, in a store 12 feet 
wide by 50 feet deep, and the business 
grew to such proportions that today, with 
probably few exceptions, it does the 
largest volume of business of any retail store 
of its size on the Coast. 

The fixtures of the new store are of 
Circasian walnut finish, the floor is of 
Terrazo marble, and the ceiling of white 
metal. The central lighting effect consists 
of a dozen 500-watt lamps suspended from 
the ceiling, and the booths and display cases 
are lighted by 100-watt lamps, making in all 
over 12,000 watts used for lighting, ex- 
clusive of the power consumed in the shops. 

The store proper is 30 feet wide by 120 
feet deep. The ceiling on the first floor is 
18 feet high, therefore giving the store an 
appearance of being larger than it in 
reality is. 

The rear of the store is conveniently 
arranged with cashiers and bookkeepers on 
one side, the other side being devoted to 
an office for receiving and giving out re- 
pair work. 

The repair shop and workroom is lo- 


Ge 





cated on the second floor, also a_ stock- 
room, and receiving and shipping depart- 








cated on the balcony at the front of the 
store. 

An attractive feature of the store is the 
special display booths which run parallel 
along one side of the store. Each booth is 
devoted to one special line. There is a booth 
devoted exclusively to clocks, one to 
trophy cups, one to boudoir articles, such 
as toilet sets, etc., one to table silverware, 
one to cut-glass, and so on. These booths 


afford a splendid means of displaying mer- 
chandise and give the customer a little 
more privacy while purchasing. 





ne 





INTERIOR OF THE NEW 
ments. There is also a stockroom located 


over the office at the rear of the store, and 
the engravers’ and buying rooms are lo- 


THE INVITING FRONT OF THE NEW STORE OF SYMAN JEWELRY CO, 


STORE OF SYMAN JEWELRY CO., TACOMA, 


WASH. 


There are two beautifully equipped pri- 
vate salesrooms on either side of the front 
entrance of the store. 

Knoxville, Tenn., Jeweler Has a Turnover 
of Twice a Year 

The attractive interior of the store of 
B. W. Akers, Inc., Knoxville, Tenn., is 
illustrated on page 133. The firm recently 
celebrated an interesting opening, which 
was attended by 2,000 people. This store 
is 18 feet wide and 100 feet in length, The 
furnishings are all golden oak. 

In the front of the store are located the 


watch and diamond departments. The 
optical department is located under the 
mezzanine floor. About 7,000 inches of 


newspaper advertising are used throughout 
the year. Theatre programs are also 
found valuable. Manufacturer’s literature 
is distributed with success. Library lamps 
is a side line which this firm finds quite 
successful. Umbrellas is another side line 
carried. Baroque pearl jewelry and Ten- 
nessee pearls also sell well. 

The show windows are seven feet long, 
seven feet deep and eight feet high. The 
displays are changed two or three times a 
week, The cost of doing business is about 
30 per cent and the turnover runs as high 
as two times per year. Considerable en- 
graving is done, but only one letter is en- 
graved free on each article. Some low- 
priced articles are carried in order to bring 
people into the store. 

The location is considered one of the best 
in the town. Diamonds are taken back and 
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White Gold Mountings 


MADE IN 18-K. BELAIS WHITE GOLD 
Rings - Brooches - Scarf Pins 


Lavallieres - Earrings 


We also carry a complete line of solid 
gold jewelry in 10K and 14K yellow and 
green gold. 

Rings, brooches, scarf pins, lavallieres, 
earrings, Waldemar chains and cuff but- 
tons. Wonderful assortment of popular 
designs. 

American Movements and American 
Cases also on hand in gents’ and ladies’. 
Also Ladies’ Swiss Watch Bracelets. 


Write for Selection Package of Anything 
You May Need 


Prompt attention to all special orders 


~Henry Davidson 


51 Maiden Lane New York 








SIMSON BROS. 


125 Canal Street New York 


Pierced Shanks 
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Suitable for Onyx or Colored Stones 





Made in various lengths and shapes 





Immediate Delivery 
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Don’t Wait—Don’t Hesitate 
INVESTIGATE 


Why 


YOU SHOULD DO YOUR BUYING 
BY MAIL 


Ist. You are not influenced by the salesman. 

2nd. Therefore you will not overbuy. 

3rd. You will be able to buy oftener. 

4th. Therefore your stock is always up-to- 
date. 

5th. Last and First reason you save money. 


Low Prices Terms January 1, 1923 


MONEY SAVED 


IN BUYING BY MAIL 
“Let Us Prove It’’ 
(Express Charges Paid Both Ways) 


A trial is all we ask. Mail us your business card 
and a catalog will be sent to you. 


Buffalo Jewelry Mfg. Co. 


“The Mail Order House” 
Brisbane Building BUFFALO, N. Y. 


























Special for a Limited Time Only 


Good American-Made Alarm Clocks 
Case lots of 50, each ................. 69c 


Why pay more for a discontinued article? Our prices 
always just a little bit lower. 








Our Special American made 30-hour time alarm with shut-off 
switch, height 6 in., dial 4 in. nickel case, highly polished, high- 
grade movement, perfect alarm adjustment, each care- 69c 
fully tested and warranted. Packed 50 to a case. Each.... 


Always remember we allow no one to undersell us. When order- 
ing, please refer to our catalogue No. 51, illustrating some interest- 
ing values in watches, clocks, jewelry, silverware, ivory, fancy 
goods, phonographs, etc. Mail your order. We have no salesman 
to call on you. Our prices do not permit it. 


JOSEPH HAGN COMPANY 


The House of Service 
Dept. J. C. 
223-225 West Madison Street, Chicago, Illinois, U. S. A. 
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Storekeeping Department. 








the purchaser credited on the purchase of 
a larger stone. The entire store is illumi- 
nated by ceiling droplights suspended by 
ornate chains over each line of floor cases. 
The office of the firm is on the north side 
of the mezzanine floor. 

At the right is the attractive store front 
of William Lambrecht & Son, 1958 Mil- 
waukee Ave., Chicago, Ill. The fixtures are 
of American walnut and the wainscoting 
of matched burl walnut. 

The watch and jewelry repairing depart- 
ment, the manufacturing department and 
the office, separated from the former by a 
glazed partition, are in the rear of the estab- 
lishment. Lens grinding is also done here, 
for besides the regular jewelry departments 
the concern conducts an optical and phono- 
graph department. 

The store front is built of Kentucky oil 
stone. The arch above the windows is of 
chipped glass with the name left plain and 
gilded. The base of the windows is of white 
marble, 

In order to stimulate business, the firm 
sends out to a selected list of about 600 
every month and to a general list of 8,000, 
carefully prepared circulars, about once a 
year. 

In referring to the dealer helps distributed 
by manufacturers, William Lambrecht, Jr., 
said: “Their window displays, envelope 
stuffers and electros are good, but we think 
most manufacturers make a mistake by leav- 
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special exhibits are shown. The displays 
are changed twice a week and the general 
color scheme of the window covering is 
changed every 60 days. 

The firm’s turnover in watches is about 
one and a half, in diamonds a little less than 
No side lines are carried except pen- 
Close attention is given to 


one. 
cils and pens, 











IMPRESSIVE FRONT OF THE NEW STORE OF WM. 
LAMBRECHT & SON, CHICAGO 


system and the bookkeeping gives a daily 
record of the stock and a complete balance 
sheet every month. To build up the optical 
department street car advertising has been 
resorted to with much success. Both Wil- 
liam L. Lambrecht and William Lambrecht, 
Jr., are registered optometrists, 








. THE STORE OF B, W. AKERS, INC., KNOXVILLE, TENN. 


ing on their electrotypes too little space for 
the jeweler’s signature. Such electros may 
be satisfactory for a jeweler in a small town 
where only his name need appear, but in a 
large city the jeweler is obliged to place at 
the bottom of his ad not only his name but 
his address and sometimes his telephone 
number.” 

The firm’s window displays are sometimes 
of a general character and at other times 


Mr. Lambrecht, in answer to a question 
as to whether he believed in co-operative 
advertising as a means of keeping business 
in the legitimate jewelry industry, replied: 

“Yes, and especially the type of advertis- 
ing manufacturers are beginning to do in 
their respective lines. If a man desires to 
furnish a home, he can read the advertise- 
ments of manufacturers of all kinds of fur- 
niture for the bedroom, for the dining room, 
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for the kitchen, advertisements of rugs, lino- 
leum, etc. He is given a fund of information 
about different kinds of springs, mattresses, 
etc., but in our line the most this man can 
find are a few silver ads and, recently, a 
few clock ads.” 

A very resultful selling plan was adopt- 
ed by the concern upon opening the new 
quarters. An attractive assortment of wrist 
watches was made up by a _ well-known 
wholesaler. With the wrist watches, the 
jeweler was given a number of electros and 
other advertising matter to run in the news- 
papers. 

The advertisements called special attention 
to the fact that on a certain day the jeweler 
would give to every girl that called at the 
store a set of attractively colored Mary Gar- 
den cut-out dolls. On each doll was the 
advertisement of the jewelry firm. 

The Lambrecht concern simply sent word 
to a school in the vicinity and the rush for 
dolls began. 


Capitalizing a Removal from One 
Locality to Another 





(Continued from page 129) 








coupons with each other if they want to. 

Another stunt often found advantageous 
is to have a large variety of articles placed 
in the window at the uniform price of one 
dollar to be offered to customers at 9 o’clock 
in the morning of the following day. It is 
wise to place five dollar values as the min- 
imum limit. It is wiser to add a twelve or 
fifteen dollar value of some well known ar- 
ticle, which should be prominently placed 
in the center. 

Stunts of this kind cost money, but when 
everybody sees a crowd standing outside of 
the store waiting to get in, they carry the 
news north, east, south and west, spreading 
the good tidings as they go. 

The interior of the store should be ar- 
ranged to attract attention. Bins may be 
built over the floor cases and articles offered 
in each at a special price. Thus, there may 
be a bin of dollar articles, or better still, one 
at 98c. Still others at 49c., $1.48, $3.98, etc. 
Make the prices odd and the reductions ap- 
pear more attractive. 


If the jeweler finds it advisable he may 
continue the sale of his old stock in the old 
store a few days after he has opened in his 
new store. This has an advantage. It ap- 
parently proves to the public that he is de- 
termined not to carry any of the old stock 
into the new store. This gives the new 
store a boost as well as affording him a 
chance to clean up at the end of the sale. 

A sale cannot be expected to be success- 
ful unless it is made sensational to some 
extent. A sale is advertised in just a little 
different manner from ordinary stock. The 
customer expects this and will not be satis- 
fied unless it is advertised in that way. 

And finally, work like the proverbial 
horse. A sale is a strenuous affair, but it 
is worth while when it can be made suc- 
cessful. It can be made successful if it is 
advertised and staged properly—and the 
prices are made right. 





Cash in on the graduation and wedding season by timely merchandising and advertising methods. 
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velvet pads. 


jewelry. 


SAN FRANCISCO OFFICE 
220 Post Street 


PROVIDENCE, R. I. 


Our telescopes form an attractive and secure protection for the finest 
and safe in the famous. “FABER UTICA TRUNK” 
RUECKERT MANUFACTURING CO. 


DISPLAY WELL ann MAKE SALES 


Our trays are fitted for card display as well as the better grades of 





No. 0A LEATHER TELESCOPE 


NEW YORK OFFICE 
9-13 Maiden Lane 

















Seth Thomas Tambour No. 8 


Wm. Hobbs Clock Co. 


Incorporated 


10-12 Maiden Lane, New York 


Wholesale Distributors 

Seth Thomas Clock Co. 
New Haven Clock Co. Sessions Clock Co. 
Waterbury Clock Co. Wm. L. Gilbert Clock Co. 
Herschede Hall Clock Co. Western Clock Co. 

















The Watch Case 
in Three Parts 


~L AN 


TRIPLE 


a | 








BACK TOP 


BOTTOM 
Enables the jeweler to show the movement to each customer. Dove 
Tail Interlocking Grooves is a Guarantee of Dustproof. Made in any 


shape—variety of designs—gold and platinum. Order Through Your 
Jobber. 


Patented by Peerless Watch Case Co.” new Yo” 














SEND US YOUR SPECIAL ORDERS FOR 


EMBLEMS ( 
BADGES 
etc" NIE DALS 


Fraternity Pins 
INTERBORO MEDAL and BADGE CO 












J. JURGENSEN, Prop 123 Fifth Ave., NEW YORK 









THE BUYERS’ DIRECTORY 
Price $1.00 


The Jewelers’ Circular, 11 John St., New York 








Don’t Jump Up and Run! 


It plays, repeats and stops automatically. 
Most ideal, unique and only really complete 
phonograph. 

Think of the convenience and pleasure of 
continuous music without attention or inter- 
ruption while dancing, dining or at cards. 
Brooks Automatic Repeating Phonograph 
stands alone without competition. More 
money can be made selling one of these in- 
struments than many small items. Be con- 
vinced of the superior possibilities of this 
line. Write today for 30 day free trial. 


Brooks Manufacturing Co. 
Rust Avenue Saginaw, Mich. 
—> We still have some splendid territory open for commission men <— 

















Greenwood Street 











Ask Your Wholesaler or Write Giving His Name 


O. R. JOHNSON COMPANY 


Manufacturers of Lingerie Clasps, Pencils, Buttons, Buckles and Novelties 





LINGERIE CLASPS 


AUBURN, R. I. 























May 3, 1922. 


THE JEWELERS’ 


CIRCULAR 


135 














“Diamond Growing” Proves Good 
Advertising Stunt 





Written Expressly for The Jewelers’ Circular 











6¢f AWD sakes, man, why ain't yo’ 

gwine back to de farm and start 
‘dimon’ growin’’ what dat boa’d am said 
there? I done told yo’ a rollin’ rock 
don’t get no moss. Yo’ see what they is 
doin’ on de farm now, ’bout time yo’ done 
gone an’ lef’ it!” 

Lizzie was reproaching her husband not 
at all mildly for his restless spirit and his 
unsociable attitude toward the work at- 
tached to the farm which they had left a 
few months previous, to come to the city 
to live “easy.” He had made a grave 
error, just as she had told him he was 
doing. About the time they had left the 
farm a new and marvelous phase of 
agriculture had sprung into existence. 

All this reproach was brought on be- 
cause Lizzie and John were gazing, wide- 
mouthed at White Bros. Co.’s elaborately 
painted billboard in New Orleans which ad- 
vised starting “Diamond Growing.” The 
board pictured a farmer, prosperous appear- 
ing, standing in the midst of a field of dia- 
monds with a hoe in his hand as though 
he had actually cultivated them, and pro- 
duced them right on his own farm. Lizzie 
could not read very well, so she over- 
looked the wording which went along 
with the painting, explaining that White 
Bros. had a “Diamond Growing Club,” 
the functioning of which enabled patrons 
to own a diamond by paying a small 
amount at a time, and then trading their 
small stone in on the purchase of a larger 
one. 

And this board attracted the attention 
of a class of prospects altogether differ- 
ent from the society in which Lizzie and 
Sam strutted. In fact, the sign-board 
and the other advertising which went 
along with the campaign in connection 
with the “Diamond Growing Club” have 


created comment from customers, pros- 
pects and fellow jewelry men all the way 
from the Canal Zone to the Lake of the 
Woods. 

This method of merchandising is a de- 











“Growing Diamonds” and Saving 
Money Is Real Fun 


TRY IT AND SEE 

















Wear While 
Paying 


Nickels and Dimes 1 in Diamonds 


iia vee es 8 te = @) 
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I You Have “Dreamed” Long Enough % 
ey. IN cf Maple ! sying elf and 


You Don’t Spend Money 
sd When Buying Diamonds 


[teed 28 ¢ You INVEST It 
Down | ‘ A 


e ; : Soon You'll Havea “Big Gem” : 


{| Mail hi se nga Write 
| | Filled WI ite Bros! Co. see 























Orders 
if 
ONE OF THE ADVERTISER’S IMPRESSIVE NEWS- 
PAPER ADS 
cided innovation in New Orleans, the 


home of White Bros. Co. 


As a result, 


new customers, and it is getting more 





the store has hundreds of 





new ones every day. Instead of falling 
down in the trough between the waves 
of slow business, White Bros. are riding 
the crests of a better business wave which 
has struck nearly every merchandising 
concern that is putting out a little extra 
thinking and effort toward keeping things 
moving at the desired speed. 


Ninety Day Campaign 


The management of the store felt at 
the beginning of this year that business 
was going to move along as usual, and 
even pick up momentum along the way, 
for the concerns which resorted to a little 
extra energy and originality in their mer- 
chandising plans. On the other hand, 
they felt that 1922 was going to bring 
rough sailing to those institutions which 
during the prosperous days just prior to 
and during the war had formed the habit 
of “sitting easy” and waiting for business 
to roll in. 

With this conviction firmly set in their 
minds, White Co. opened the new 
merchandising era with a winning selling 
plan—their Diamond Growing Club—to 
extend over a period of 90 days. Charles 
R. Owen, floor manager and advertising 
manager, worked up the plans for the 


Bros. 


campaign, and under his direction, it has 
been successfully carried through. 
The purpose of the campaign was to 


secure new customers for their credit de- 
partment, and sell more diamonds to their 
old patrons, who already numbered 27;- 
000. Small diamonds were featured in 
all the advertising matter used. But ‘it 
was especially explained that the proposi- 
tion was not to them the small 
diamond only, but to get it in their hands 
as a starter—as seed we might say, since 
the campaign takes on somewhat of an 


sell 
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By far the prettiest bead ever shown, has a rich satin finish and can be had in 
colors to match any gown. Will not fade, peel or wash off. Complete in satin 
lined box $6.00. Jewelers’ Circular Key 


Largest assortment of Genuine Garnet Jewelry in the 
United States 


Lotus pearl beads, indestructible, 40c. inch. 
Lotus pearl beads, wax filled, 20c. inch. 
Jewelers’ Circular Key 


2 Pitt TOTUS BEADS 2723 


| 
The featherweight bead with the most exquisite lustre 
: 


Genuine Amber Beads 
Genuine Garnet Beads 
Genuine Coral Beads 


TREULICH & KLAAS °° “Giitico. te 


Se eee eens meoeennnnnnen emer 





















i! IMPORTERS 
|. = 
HOPE MFG. CO. 
DEHOPE We Make All Ready Now! 
Plain boxes for Octa- 


Enameled—Sterling—Plated—Plate Kinds of Fancy 
Shanks, Tops, 


Cuff-Links, Separable Buttons itlen: Sie. dan 
and Ribbon Sautoirs Jewelers’ Trade 


Wholesalers ask for price list and samples 


a Minette NATIONAL FINDING CO. 


BRANCHES: 


gon Onyx Stone Rings. 
20/15 18/13 16/12 14/12 
12/9 10/8. 


Copy will be mailed to 
whom we. sent our 
catalog, or on request. 





ee York 102 Friendship St. Tel. 
1102 Heyworth i ioe P id R. I Market 24g 18-20 Columbia Bt. Newark, N. J. 
322 Sedbn Bldg., San Francisco rovidence, : Catalogues sent on request. 




















CALIF. GOLD COINS 


MOUNTED Charms, Scarf Pins, 
Rings, Ear Screws, 
Shirt Waist Sets, etc. 


Our Watchword and Let It Also Be Yours! Society’s Latest Fad 
Worn by many of 


To help you please the particular customer, = Co ee 
why not call upon us for memo selection? fj a New York’s 400 
We pride ourselves on making just-a-bit- 4 Two Mounted Samples $2.00. Price List 
better rings. \ on Request 
W. E. Hatch, 334 5th Ave., New York City. 
V. B. Hume, 803 Hoyworth Bldg., Chicago, til. D. N. ROSE & CO. 


W. R. Landram, 140 Geary St., San Francisco, Cal. . eye 
Wholesale Jeweler Keep Me Smiling 


M. ALEXANDER ayy TULSA, OKLA. Our Trade Mark 


i a KEITH~ LANDIS 
Electric Clock 


Insured Better 
Accuracy Dealer Profits 


KEITH-LANDIS CORPORATION, 
3437 West Madison Street - Chicago 25 West 45th Street, NEW YORK 


SHEFFIELD Al PLATE 


ON FLATWARE 
BELMONT PATTERN 


Sold Exclusively by 
106 Fifth Ave. 


Write for Samuel E. Bernstein, Inc. New York 


prices. 
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Retail Advertising Department. 








agricultural atmosphere—in order that 
they might add to it ever so often until 
it “grew” to be a large one. 

The terms of purchase were liberal. 
Only one per cent of the full price of 
the stone was required in order for the 
buyer to have the right of wearing the 
ring, or whatever article the diamond was 
set in, and then he was allowed a long 
time in which to pay the remainder in 
weekly or monthly instalments. 

When the original stone is paid for, 
or approximately so, the owner can then 
come back to the store, select another 
larger diamond and get the full price of 
his original purchase if he desires to 
apply it on buying the larger article. 
This process* can be repeated as often 
as the customer can afford it, and in a 
very few years he is the owner of a large 
diamond, and it will have been purchased 
with “pin money” which otherwise might 
have been spent foolishly. 

Hundreds of small diamonds have been 
sold on the plan. But the original sales 
are only a starter of the business the con- 
cern expects to get from the campaign. 
For months, and even years, to come 
these customers who bought diamonds 
during the 90-day campaign will be bring- 
ing them back and trading them in for 
larger stones, all of which means more 
business for the advertiser. 


Sends Out Folders 

As a starter for the campaign the com- 
pany had printed over 30,000 four-page 
folders describing their “Diamond Grow- 
ing’’ proposition. 

On the front cover was a design some- 
thing along the order of the “farming” 
scene which was painted on the billboard, 
and which was also used in newspaper 
advertisements. The title of the folder 
was “Growing Diamonds.” Underneath 
the title the farmer was standing, hoe- 
handle in hand, looking out over his ex- 
panse of “diamond fields” in a dreamy 
sort of expression. In a small circle to 
the lower right were the words: “Dreams 
that Come True.” The “dream” was 
shown above the musing farmer’s head, 
in the form of a boy and his sweetheart, 
arm in arm, inside of an engagement ring. 

Then toward the bottom of the front 
page, below the illustration, were the fol- 
lowing words: 

“How often have you ‘dreamed’ 
that some day you would buy your- 
sclf a fine diamond? That ‘some 
day’ has not come yet because you 
have not felt that you could afford 
the ready cash. 

“This little folder tells you in plain 
English just how you can ‘grow a 
diamond’ and 

Make That Dream a Reality” 


The inside of the folder was run as a 
spread, and contained a full explanation 
of the “Diamond Growing” proposition. 

The back page stressed the value of 
nickels and dimes for building up a 
“diamond fund,” and compared their plan 
to a regular savings account. 

This piece of advertising literature was 
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mailed out to a list of 27,000 regular cus- 
tomers, and to prospects which the regu- 
lar patrons recommended. (This method 
of getting new prospects will be explained 
further along in the article.) They were 
left on the show cases, convenient to 
shoppers who picked one up, examined 
it, and often carried it along with them. 
One of the folders also went in every 
package that was wrapped in the store. 


Letters to Regular Patrons 


A new angle was put on this campaign 
in that none of the original literature was 
sent out broadcast to the public. It was 
handled through the company’s list of 
27,000 regular customers. 

An old customer of a concern usually 
is glad of the opportunity of bringing the 
concern with which he does business in 
contact with his friends. This is what 
this jewelry store asked of its regular 
patrons, but they were paid well for what 
they did for the store. 

The letter which was sent to all pa- 
trons in good standing with the store, 
along with a folder and a mailing card, 
explains the company’s proposition to its 
customers. Here it is: 


“To Our Customers: 

“We wish to ‘Make History’ for White 
Bros. Co. and have decided to inaugurate 
‘a Ninety-day Drive for New Customers’ 
during the next three months. 

“To make this undertaking successful 
we need the cordial assistance of every 
one of our valued patrons and propose to 
compensate you liberally for the import- 
ant part you may be willing to play in 
the campaign. 

“This Is the Proposition: For every 
New customer you introduce to the store, 
either in person, or have them present 
your card, or your note of introduction, 
we will Credit Your Account or Pay in 
Cash, as you wish, Five Per Cent of the 
total first purchase made by the friend 
or acquaintance you introduce. This 
payment will be made fifteen days after 
the credit has been established and the 
merchandise delivered. 

“Please observe that this liberal offer 
applies to cash trade, regular 30-60 day 
charge accounts and our wonderfully con- 
venient Club Plan accounts. The same 
generous liberal ideas prevalent in the 
establishment of credits will prevail, and 
your introduction alone will go far 
towards assuring the new customer every 
courtesy and convenience we can consis- 
tently offer. 

“May we not hope to have you assist 
us in this campaign and be assured that 
the same standard of excellence in 
Quality of Merchandise and in Courtesy 
and Service will be accorded your friend 
regardless of whether they wish to buy 
$1.00 or $1,000 worth of merchandise, 

“With warmest assurance of our grate- 
ful appreciation of your friendship and 
patronage you have already accorded us, 
and hoping that we may have the oppor- 
tunity to serve your friends and you, be- 
lieve us to be 

“Very trulv yours, 
“WHITE BROS CO., 
“M. T. White, President.” 
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The letter is self-explanatory, and it is 
not difficult to guess that the results ob- 
tained were gratifying. 

Along with the offer went a copy of 
the folder, “Growing Diamonds,” and an 
insert called the “Customer’s Recommen- 
dation Card.” On one side of the card 
was a blank for the recipient of the litera- 
ture to fill in the name of a friend or 
acquaintance whom he would recommend 
to the jewelry store, then a place for the 
regular customer to sign. It stipulated 
that no obligation was incurred in mak- 
ing the recommendation. 

The reverse side of the card gave the 
terms of purchase and payment of 
diamonds and jewelry bought on the de- 
ferred payment plan. 


Other Advertising 


Liberal space was used in the daily 
newspapers to announce the “diamond 
farming” campaign, and the first big 
announcements were followed up at regu- 
lar intervals by smaller advertisements. 

Billboards were given over to the 
proposition exclusively, and no cost was 
spared to make them mechanically and 
artistically correct. 

Then all through the period of the cam- 
paign the show-windows were reminders 
of the proposition which the firm was 
featuring. Special backgrounds were 
painted at big expense, which would more 
nearly blend with the offer. Diamonds 
occupied the most commanding locations 
in the displays, and cards announced that 
the “Diamond Growing Club” was at the 
convenience of the public. 





Busy Days Ahead for the H. I. A. 





THE annual meeting of the Horological 

Institute of America will be held at the 
headquarters of the National Research 
Council, 1701 Massachusetts Ave., Washing- 
ton, D. C., on May 10 and 11. 


The first day will be devoted entirely to 
business. Besides the continuation of the 
business session on the second day it is 
planned to have an impressive memorial 
service to the late Webb C. Ball, 2nd vice- 
president, and short addresses on “Radio 
Timekeeping,” by W. E. Whittemore of the 
Bureau of Standards, “The History of 
Timekeeping,” by Fred T. Haschka of 
Tiffany & Co., and “Watchmakers as In- 
ventors,” by Carl W. Mitman of the U. S. 
National Museum. 

The institute has important work to do 
and the active co-operation of every mem- 
ber is desired. It has been suggested that 
the Powhatan Hotel be headquarters. 


The Sunday School superintendent was 
reviewing the lesson. “Who led the chil- 
dren of Israel out of Egypt?” he asked. 
There was no answer. 

Pointing to a little boy at the end of the 
seat, he demanded a little crossly, “Little 
boy, who led the children of Israel out of 
Egypt?” 

The little boy was ready to cry as he 
piped out with a quavering voice, “Please, 
sir, it wasn’t me. We just moved here last 
week. We're from Missoury.”—Forbes. 
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Wadsworth 
ae Case 


No, 32 


NOW IS THE TIME! 


Hike season of weddings and commence- pishtiertene bag if you can interest her in a ring. 
ments is approaching, the season when Call that young man’s attention right now to 
many gifts will be purchz sed by the public your stoc ‘-k of beautiful bracelets before he 
for dear ones and friends. orders flowers or candy for his sweetheart. 





Only a certain number will buy such gifts 
in your community, only a certain amount 
of surplus money will be available for these 
purchases. 


You can’t get out in the street and shout to 
every passerby, but you can advertise in the 
newspapers, you can dress your windows 
with your most attractive watches and 


Are you making preparation to attract a full jewelry, you can let the public know about 
share of this business to your store? The your store and your goods—their beauty, 
florist and candy man will be out after it, quality and moderate cost. 

the haberdasher and department store will ; : 
want theirs—these and countless others will People won't buy from you unless they think 
compete with you through advertising and of you and your wares. They won't come to 
attractive displays. vou unless you do something to make them 


think of you first when they have surplus 


Don’ let hz ather clve is sc c certo 
t let that father give his son a bicycle money to spend. 


if you can possibly sell him a watch. Don’t 
permit that mother to buy her daughter a Now is the time! 


THE WADSWORTH WATCH CASE COMPANY 
‘Makers of Watch Cases Exclusively” 


DAYTON, KENTUCKY 





OFFICES: 
New York Chicago San Francisco 
17 Maiden Lane 31 N. State St. 150 Post St. 


Note: Illustrate your newspaper advertisements with watches. Electrotypes like those 
above or others will be sent free on request to any jeweler. Order by number. 
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The Horological Questionnaire 





Written expressly for The Jewelers’ Circular by Lester B. Pratt 














AutHor’s Note—Realizing that there is a scarc- 
ity of competent watchmakers emplcyed or en- 
gaged in the jewelry business, this article is writ- 
ten at the request of the technical editor for the 
purpose of interesting the younger generation in 
the selection of watchmaking as an occupation. 
Among the mechanical occupations, watchmaking 
stands pre-eminent as a clean, profitable business, 
eliminating the monotonous routine of many other 
lines. The watchmaker has invariably been hon- 
ored as the highest exponent of human mechanical 
skill, and delicate precision instruments of every 
description come within the scope of the watch- 
makers’ ability. It would be impossible to operate 
our vast industrial system without the aid of 
accurate timepieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as_ watch- 
making generally comprises the manufacture of 
watch movements. However, the name, ‘‘watch- 
maker,” in the jewelry business, is invariably 
applied to one who repairs watches, and a com- 
petent watchmaker or watch repairer should be 
able to make practically any part of the different 
kinds and models of watches now in use. 

If the remarks contained in this article are ‘“‘old 
stuff’? to the competent workman, we trust that 
it will be considered in the same spirit in which 
it is tendered, viz.: that of interesting and im- 
parting information to the beginrier.—L. B. P. 





(Continued from Technical Issue of April 5.) 

Question.—How shall we proceed to 
grade diamond powder so that we may use 
it for grinding and polishing operations on 
our laps? 

Answer.—Assuming that we have a lot 
of diamond powder at hand that requires 
grading, we will procure five small glasses 
of about one ounce capacity. The individual 
glasses which are used in communion service 
and which have a flaring lip are especially 
suitable for this purpose. These glasses may 
be numbered 1, 2, 3, 4, 5. As clock oil is 
quite suitable for grading diamond powder, 
we shall fill glass No. 1 about two-thirds 
full of oil and then add the diamond powder 
we wish to grade. This should then be well 
stirred, in order to mix the diamond powder 
thoroughly with the oil. We allow this to 
stand for five minutes, when the very coarse 
grains of diamond powder will settle to the 
bottom of the glass. Then we pour the top 
oil and diamond powder, which is held in 
suspension, into glass No. 2. We allow this 


to settle for 35 minutes, then we pour into 
glass No. 3. We allow this to settle for 
three hours and 30 minutes, then we pour 
into glass No. 4, which is allowed to settle 
for 24 hours, then poured into glass No, 5. 
We allow No. 5 to settle for several days, 
until the oil is perfectly clear, 

The diamond powder which was left in 
glass No, 1 will be very coarse, in fact, it 
will be too coarse for any of our fine work. 
It should be washed clean with benzine and 
allowed to dry. If we wish to use it later 
on, it will have to be crushed in a steel 
mortar and then re-graded in the same man- 
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ner as above described. For the present, we 
shall place it in a small vial and label it 
No. 1. The powder which was left in glass 
No, 2 is the grade we use for charging our 
copper lap. No, 3 is applied to a small box- 
wood lap and is used for removing pit marks 
from endstones. No, 4 is used for polishing 
jewels, etc., while No. 5 will produce a 
much finer polish. 

This method of grading diamond powder 
may be set down as a table in convenient 
form as follows: 

DIAMOND POWDER GRADED IN CLOCK OIL 

No. 1—Settle 5 minutes, 

No. 2—Settle 35 minutes. 

No. 3—Settle 3% hours. 

No. 4—Settle 24 hours. 

No. 5—Settle until clear, 

We shall require a small steel spatula for 
applying the diamond powder to the laps. 
This spatula may be made of steel wire 
about 1 mm.. in diameter. The end of the 
spatula should be hammered out flat and 
the end rounded. Then it should be hard- 


dened (to prevent the diamond powder from 
charging into the spatula) and nicely pol- 
ished. 

As diamond powder is rather expensive, 
it is wise to take proper care of it, so that 
none is wasted. We may do this by making 
a small case and fitting it with 5 small vials. 
The vials may be about three-eighths of an 
inch in diameter and one inch in length, with 
straight sides. Then we label the vials 1, 
2, 3, 4, 5. The diamond powder may be 
removed from the glasses carefully with the 
steel spatula and transferred to the vials. 
We always keep a small amount of oil on 
the powder, then it is easily applied to the 
laps. A small block of hard wood may be 
drilled to take the vials and the spatula. 
Then this block may be contained in a suit- 
ably sized box with a cover. 


Question.—How shall we proceed to 
charge the copper lap with the diamond 
powder? 

ANSWER.—To charge the lap, we shall re- 
quire a hardened steel roller, This is sim- 
ply a wheel made of Stub’s steel, about 
three-quarters of an inch in diameter by 
one-quarter of an inch in thickness, with a 
one-eighth hole through the center. The 
edge of the roller should be rounded slightly 
and it should be made full hard. The roller 
may be mounted in a steel rod, which is 
slotted to take the roller freely. Then we 
drill holes through the slotted rod and fit a 
pin for the roller to turn on. The pin 
should fit tight in the rod, allowing the 
roller to turn freely. The pin should be 
hardened and polished. This charging roller 
should be kept well oiled when in use. 


Assuming that we have such a roller at 
hand, we may place our copper lap which 
we wish to charge, in the lathe and set the 
T rest so that the roller will be applied to 
the face of the lap exactly “on the line of 
centers”; otherwise, instead of charging the 
lap, we will be grinding the roll. Then we 
may apply a small amount of No, 2 diamond 





(Continued on page 143) 
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LENTILLE CHEVEES 


To meet the increasing demand for Lentilles sufficiently high at 
the edge of the glass, to allow the required space for the watch hands 
of a movement having a high center post, this style of glass has been 
made. 








The sectional illustrations below clearly show the shape of the 
underside of these glasses, as well as the regular shaped Lentilles. 





REGULAR CHEVEES 











The above illustrations are a correct sectional reproduction of the 
two styles of Lentilles, having been reproduced by cutting the glasses 
across and making an impression thereof. 


A full supply of all sizes from 6. to 20 15/16 is obtainable from 
your jobber. 
The Lentille Chevees is in no wise intended to supersede the 


regular Lentille, as due to providing the necessary space on the under- 
side, this glass is necessarily higher. 


For thin cases with American movements, the regular Lentille 
should be used, so as to retain the appearance of the case as intended 
by the manufacturer. 


In ordering, be sure to specify ““CHEVEES LENTILLES,” as 
otherwise the regular shaped Lentille will be supplied. The Lentilles 
Chevees may be distinguished outside of the shape by the label which 
a” letter ““C’’ thereon, which does not appear on the regular 

entille. 


FOR SALE BY ALL JOBBERS 


Hammel, Riglander & Co. 


Sole Importers 


NEW YORK, U. S. A. 














May 3, 1922. 
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Horological Institute of America as Viewed 
by a French Horologist and Publisher 








Translated from the French of L. Reverchon, in L’Horloger 

















}? is from the West that today the light 
comes to us. It comes to us in the form 
of a pamphlet announcing the formation, in 
the United States, of the Horological Insti- 
tute of America. You may say that horo- 
logical institutes are common-place, that 
they are everywhere, that horological asso- 
ciations neither warm nor chill the industry, 
do not sell one watch more. You may even 
smile while enumerating all the groups, 
federations, etc., of which the horological 
industry of France can be proud. 

Well, I would tell you that you are wrong 
in smiling and that the creation of the Horo- 
logical Institute of America marks a step 
ahead, a real and indisputable advance, and 
I hope to present proof of this assertion. 

First, the Horological Institute of 
America is born of a conference prepared 
with care under the auspices of the National 
Research Council and held in the quarters 
of this official body. In opening the ses- 
sions, the presiding officer, Dr. Howe, of 
the Council, made the following remarks: 
“You may be astonished that the, National 
Research Council should interest itself in 
horology. This Council is really a com- 
mittee of the National Academy of Sciences, 
established during the war. Its endowment 
is private, its connections with the govern- 
ment are sympathetic and of a co-operative 
character. It is in an advantageous position 
to aid such movements as this. It has no 
part itself with either the manufacture or 
repair of watches and clocks. The Ameri- 
can Society of Mechanical Engineers is 
represented in our engineers division, but 
that which above all impelled us to offer 
you our hospitality is the fact, that every 
good mechanician is potentially a construc- 
tor of scientific apparatus, capable of mak- 
ing all kinds of works of precision in case 
of emergency. So that when we _ have 
learned that in the horological profession, 
there were points that called for discussion, 
we were pleased to invite you here for the 
exchange of views.” 

After these words of kindly welcome, the 
chief promoter of the conference, George 
W. Spier, horologist and conservator of 
watches of the United States National 
Museum, explained the objects of the re- 
union. 

The conference was held May 19, 1921, in 
Washington, D. C. 

The simple enumeration of the delegates 
and mention of their qualifications, is in- 
teresting and suggestive. 

(Here follows list of those who attended 
the conference. ) 

It will be seen that in the assembly, 
science associates with manufacturing, the 
trade and the press. Under these circum- 
stances, the institution created on May 20 is 
a national institution, there being nothing 
similar with us, where there seems to be a 


Chinese wall erected between the trade and 
the manufacturers. 
This is the chief point that I desire to 
bring to light. 
x ok x 


The conference terminated with the 
official organization of the Horological In- 
stitute of America with George W. Spier 
as president, Messrs. Hufnagel and Webb 
C. Ball, vice-presidents; John J. Bowman, 
treasurer, and Paul Moore, secretary. 

An executive committee was also formed 
consisting of Messrs. Haschka, Stein, Nat- 
tan, Lilley and Dr. A. F. Beal. 

I would call attention to the broadness of 
this executive committee which contrasts so 
conspicuously with our French exclusiveness. 

The president of the institute is a horo- 
logical official. Of the two vice-presidents, 
one is president of the American National 
Retail Jewelers’ Association, the other a 
manufacturer of watches. The treasurer is 
a director of a well known school. On the 
sxecutive committee we have two jewelers, 
an importer, a journalist and a scientist. | 
ask, is not this a fine example of concord 
and professional harmony which the horolo- 
gists of America have set us. 


* * * 


It is not expected that I should give here 
an account of the proceedings of the con- 
ference of May 19, 20, 1921. Probably we 
shall refer to this on a future occasion. 
I will confine myself to the statement to- 
day that the essential object of the members 
of the conference was to find a remedy for 
the condition brought about in American 
horology by lack of personal instruction. 

Technical information on horology natu- 
rally proved to be the main object of the 
discussion, with the consideration of suit- 
able means of attracting to horology, and 
keeping at it, capable apprentices. 

In the U. S. there is a scarcity of good 
horological schools. It is natural that at- 
tention be directed particularly to the nec- 
essity for the establishment of real institu- 
tions, such as exist in Europe and especially 
with us. But it appears perfectly plain that 
such schools, at least for a long time, would 
be inadequate. It was also sought to give 
the pupils a guarantee by establishing certi- 
ficates of capability. I have always recog- 
nized the necessity for these certificates, des- 
tined to rid the calling of the incompetents 
and botchers, so as to restore its ancient 
prestige and the confidence of former times. 

A horologist, worthy of this title, is a 
sort of physician. The customer is com- 
pelled to repose confidence in his ability so 
that he may not fear any damage that his 
watch or clock may suffer after he takes it 
to the repairman. There is no reason why 
the competent horologist. like the doctor, 
chould not have a certificate setting forth 
his ability. T know that there will be urged 
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against this opinion, the grand principles of 
liberty, in the name of which our ancestors 
have taken the Bastille, but a little more 
than 130 years ago history transformed a 
day of rain into a day of sunshine, like that 
of Austerlitz. Those who invoke this liberty 
will not be inconvenienced by the institution 
of the certificate which they are incapable 
of obtaining. They return as a consequence 
to the ranks of those of whom the profession 
is desirous of ridding itself. 

The certificate will affect the cleaning up 
of the calling. I believe it to be of interest 
to give here the precise wording of the 
report adopted by the American conference 
and presented by Messrs. Haschka, of 
Tiffany & Co., Dr. Beal of the Bureau of 
Standards, Nattan, of THE JEWELERS’ Cir- 
CULAR, Mitman, of the Smithsonian Institute, 
Hufnagel, president of the American Na- 
tional Retail Jewelers’ Association, and 
Westlake, of the Bradley Polytechnic In- 
stitute. — 


[t is desirable that horologists be provided 

with a certificate. This qualification will 
impart to the trade the dignity of a respected 
profession by classifying the members ac- 
cording to their mechanical and theoretical 
capacity. In one way or another it should 
be possible to grant these certificates. They 
should not, however, be obligatory. 

For the organization of the examinations, 
a committee of the Horological Institute is 
recommended in conjunction with an official 
body, the Bureau of Standards. 

It is considered that there should be at 
least three kinds of certificates based on 
theoretical and practical examinations. 

While awaiting the organization of the 
committee on examination, it is suggested 
that the certificates be issued, provisionally, 
by the Bureau of Standards. 

The Horological Institute will use all its 
influence among watchmakers and jewelry 
firms, to obtain the placing of certified men, 
who are qualified by their certificates, not 
only as watchmakers or clockmakers, but 
as certified horologists. 

This latter designation seemed more dis- 
tinguished and it is expected, moreover, 
that by increasing salaries it will attract 
young people to a profession which appears, 
until now to have fallen somewhat into dis- 
repute. 

* * + 

T is with pleasure that I learned of the 

organization in the United States of the 
Horological Institute of America.  Cer- 
tainly not alone on account of interest in 
the development of American horology, but 
because of the principles themselves, by 
which this creation has been directed. As a 
fact, it is always agreeable to see the ap- 
plication of ideas which we uphold and to 
see them put into practice. The pleasure 
is, of course, all the greater, when those 
who adopt these ideas are people so 
eminently practical in mind as Americans. 

For the founders of the institute horology 
is not a group of little chapels in which 
each honors a special deity. It is a great 
basilica in which everybody interested in 
the progress of the horological art enters 
into common communion. j 


Witt this light, which reaches us from 
the Occident beyond the seas help us 
to illuminate a little our personal situation? 
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BE PROGRESSIVE—NOT BACKWARD 


Greater Accuracy 
METRIC GAUGING 


Pity the man you can’t persuade 
That the world has moved in the last decade; 

With his makeshift GAUGE and his methods slow, 
He dwells in the PROVINCE OF LONG AGO. 


CROWN WATCH GLASSES 


MADE IN FRANCE 
QUALITY —FINISH—CORRECT SHAPE THE STANDARD FOR OVER SIXTY YEARS 
GREATER ACCURACY in the Gauging of Watch Glasses is a matter that concerns every Watch- 


maker and Jeweler, and with this end in view— 
CROWN WATCH GLASSES are labeled in accordance with the METRIC GAUGE while 


the old 16th numbers are retained on the labels for the purpose of comparison. 


THE OLD CUSTOM of labeling watch glasses by |6ths has led to endless confusion, inasmuch 


as the gauging by this antiquated method always lacked accuracy and uniformity, whereas 


THE METRIC GRADUATIONS being so much finer than the divisions of the 16th gauge, it 


follows that metrically gauged glasses run closer to size and are more accurate and uniform than 
is the case with the old 16th glasses. 


THE ADVANTAGES of the finer metric divisions consist in there being from 22 to 23 metric sizes 
to every series of 16 sizes on the old 16th gauge. 


Example A: The old series 12 even to 121! has 16 sizes. On the metric gauge this series 
is divided into 23 sizes. 
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Example B: Taking the old series beginning with 6 even and all the way through to 211! 
these amount to a total of 256 sizes. On the metric gauge these series are divided 
into 361 sizes—that is to say 105 more sizes—an increase of 40% in accuracy. 


METRIC GAUGE FOR DIAMETERS 7 
AND HEIGHTS oo 


With this Gauge the Diameter of the watch 
glass is quickly determined in 10th milli- 
meters. The projecting rod at the lower 
end of the Gauge indicates the height of 
the glass. Measuring the watch bezel 
on the sliding bezel gauge indicates the 
size of glass required. 


CROWN (Two Unit) METRIC WATCH GLASS CABINET 


These handsome oak Cabinets are provided with 1580 compartments, numbered for carrying a 
stock of metrically gauged Crown Watch Glasses. The Cabinets can be arranged either 
by placing one on top of the other or side by side. (See cut.) 


THE COMPLETE METRIC COMBINATION includes, besides the 2 Cabinets and the Metric Gauge, the 
following CROWN WATCH GLASSES carefully selected as to sizes and heights: 
69 Dozen Miconcaves (138 Best Numbers) 
40 **  Genevas ( 80 * ) 
3414 “*  Lentilles (138 * - = 


Write for SPECIAL OFFER Prospectus 


CROWN WATCH GLASSES, METRIC GAUGE AND METRIC CABINETS 


Sussfeld, Lorsch & Schimmel 


153 West 23rd St. IMPORTERS New York 
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May I be allowed to hope so? It is known 
that with us inventions and ideas awaken 
to interest when they have passed into 
foreign channels. An idea which should 
have been brought out and would have been 
smothered without application in France 
because born in France, often succeeds for 
the simple reason that it returned, after 
being taken up and utilized by an English- 
man or an American. There would, there- 
fore, be nothing extraordinary if the Horo- 
logical Institute of America opened the door 
to the formation of a chronometric insti- 
aute of France, grouping in a common ob- 
ject. all those who among us, are interested 
in horology. French horology exists in an 
atmosphere of bad surroundings. 


The manufacturers imagine that they 
alone know how it should be upheld. The 
retailers are led to see in the manufacturers 
only people who desire to gain money with- 
out trouble or thanks to the taxes. Neither 
manufacturer nor retailer dreams of asking 
artisans or workers in shops, their opinions, 
as to matters of vital importance to the 
corporation. The expert benefits by a con- 
sideration in proportion to the importance 
and usefulness of the discoveries he has 
made without anyone dreaming of helping 
him. As for the journalist, it is generally 
considered that his part consists in saying 
“Amen,” after publishing the various com- 
munications. This kind of Amen does not 
please me. 

1 like to applaud resolutions that appear 
to me to be just. It is precisely for this 
reason that I subscribe willingly to the fol- 
lowing remarks which I extract from the 
speech made at the banquet of the Federa- 
tion of Retailers, by its president. Here is 
what Mr. Guitton said: “The manufac- 
turers, the commissionaries of horology, 
have their groups; the retailers, their federa- 
tion; the old pupils of horological schools, 
their association; the workmen, their union. 


“According to the order of the day we 
hear in these groups the same remarks: ap- 
prenticeship, professional elevation, etc. 


“These groups know little of one another, 
not to say, nothing at all. The exchange 
of ideas by correspondence, or by way of 
organization periodicals, constitute all their 
relations. How can an important result be 
arrived at, in the face of efforts so slightly 
co-ordinated. 

“Let us suppress these close partitions 
which have no reason for existing. To ac- 
complish this, let us consider an annual re- 
union where the directors of the groups 
above mentioned could study together, in 
the general interest, these questions which 
up to this time have been treated only in 
an incomplete manner.” 

This union is not as large as that con- 
ceived and realized by the Horological In- 
stitute of America because it does not in- 
clude scientists and professional journalists. 
3ut it might lead and it has a chance to 
lead there if the associations invited to unite, 
understand the call of Mr. Guitton. It is 
for this that I echo with pleasure, this call. 








“Aw, I have such a dreadful cold in my 
head,” said Algy. 

“Well,” answered his companion, cutting- 
ly, “that is better than nothing.” 
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powder and oil and with the lathe running 
at a moderate speed, we will press the roller 
firmly against the face of the lap and move 
the roller back and forth across the face of 
the lap. It is best to apply the diamond 
powder two or three times in small amounts, 
rather than in one large “dose,” as there is 
less waste in this case. Also, the first charg- 
ing of any lap usually requires twice the 
amount of diamond powder as subsequent 
chargings. Five to ten minutes’ rolling will 
usually charge such a lap as we use quite 
thoroughly. Then we may remove the sur- 
plus oil and powder with a clean cloth and 
benzine. The cloth and also the charging 
roller should be washed in a small glass of 
benzine kept exclusively for that purpose. 
When the diamond powder settles in the 
glass of benzine, we may pour off the clear 
benzine and recover the waste powder, which 
may be placed in the No. 1 vial for subse- 
quent re-grading. Such diamond powder, 
which contains a small amount of oil, may 
be prepared for re-crushing and re-grading, 
by placing it on a small piece of clean porce- 
lain and heating it to redness to burn off 
the oil, 

Fig, 61 illustrates the steel roller in the 
proper position for charging our small cop- 
per lap. 

It is a good idea to mark on the reverse 
side of all laps, the number of diamond 
powder used for charging same; then we 
may always be sure of applying the same 
grade of powder when re-charging, 

Question. —How shall we apply the dia- 
mond powder to boxwood laps, which are 
used for polishing operations? 

ANswER.—In this case, we do not charge 
the boxwood laps, as we did the copper lap. 
We simply apply a small amount of the 
powder to the face of the lap, using enough 
oil to hold the powder in place on the lap. 
We may use the steel spatula for applying 
the diamond powder, but it is very essential 
that the spatula be thoroughly cleaned with 
benzine in order to remove the diamond 
powder previously used, 

QuestTion.—With the aid of our traverse 
grinder and suitable laps, how may we im- 
prove the appearance of a very high grade 
movement ? 

Answer.—We will assume that we have 
at hand a high grade movement, in which 
the screw heads are mutilated. Such mu- 
tilation may be slight rust spots or the 
screw heads may have been marked in some 
manner sufficiently to mar the original high 
finish. Much of this mutilation is simply 
“botch work” caused by using screwdrivers 
which were not in proper condition. In 
stich cases, the screwdriver usually slips and 
an ugly scratch is the result. Now, if we 
take pride in doing fine work, it is our duty 
in such cases to restore the original finish 
of such a movement, as far as possible. We 
will assume in this case that the screw heads 
are flat and highly polished (or were orig- 
inally), also that the slots and corners are 
chamfered. Our first step in refinishing 
these screw heads will be to set the traverse 
grinder and lap so that the lap will grind 
our work flat. This may be easily done by 
placing another lap in the lathe head and 
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comparing the two, until we are quite sure 
they are parallel, Then we may place all 
of the screws we wish to refinish in a small 
tray and we are ready for the job. We 
place one of the screws in a chuck that fits 
the body of the screw. The lathe head 
should be run at a low speed and the trav- 
erse spindle at a high speed. We must keep 
the lap well oiled while grinding. Then we 
use the knob of the spindle for pressing the 
lap against the screw head and we must also 
move the lap back and forth slightly, by 
means of the slide rest feed screws. 

A slight amount of grinding will usually 
remove sufficient stock to present a clean 
surface. We may clean off the work with 
a piece of soft pith in order to examine it. 
Assuming that we have the screw head 
ground clean, then we may proceed to treat 
all of the screws in a like manner. Next, 
we clean the screws with benzine and place 
them in the box for the polishing operation. 
In this case we use the boxwood lap, with 
No, 3 diamond powder and a slight amount 
of oil. We repeat the operations, using 
light pressure on the spindle. This opera- 
tion will produce a very brilliant surface. 
Instead of the diamond powder, we may use 
Vienna lime finely powdered and kept moist 
with alcohol, but this method requires much 
attention in applying Vienna lime and al- 
cohol. A small speck of diamond powder 
will do so much work that we really prefer 
it for small jobs. One application of dia- 
mond powder will do this job of polishing 
and all the attention that will be required 
will be to keep the lap slightly oiled. 

Assuming that all of the screw heads have 
been properly polished, then we may clean 
them thoroughly with benzine and they are 
ready for chamfering. In this case we 
simply set the spindle at a suitable angle so 
that the lap will grind the corner of the 
screw head slightly. A slight touch of the 
lap to the screw head will usually “corner” 
the head. They may be polished in the 
same manner, although the fine grinding will 
usually produce a suitable “corner” and the 
appearance will be first class, because it is 
done so sharp and clean. If we wish to 
“corner” the slots of the screw head, we 
may do this with a small Jasper slip. 

When we have the screw heads finished 
in this manner, we should be sure that our 
screw-drivers are in suitable condition be- 
fore we attempt to replace the screws im 
the movement. All screw-driver blades 
should be ground flat and true on the sides 
so that they will fill the screw slots. The 
end of the blades should also be ground 
square. Then, when we insert the blade in 
the screw slot there will be very little risk 
of slipping. 

(To be continued.) 








Four-year-old to her favorite doll, the 
loss of whose arm exposes the sawdust: 
“Oh, you dear, good, obedient dolly! I 
know I told you to chew your food fine, 
but I had no idea you would chew it as 
fine as that.”"—London Post. 

Tourtst—“What’s that beast?” 

NATIvE—“That’s a razorback hawg, suh.” 

Tourtst—“What’s he rubbing himself on 
the tree for?” 

NatTiveE—“Jest stropping hisself, suh, just 
stropping hisself.”"—Widow, 
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Satisfying ! 
W.B. & CE 


WATCH GLASSES 
None Better! 











FOUR FUNDAMENTALS: 
GAUGE FLEXIBILITY, QUALITY AND FORM 
TELL THE STORY 


BEWARE OF SUBSTITUTES 


WwW. B. & CIEIS THE WATCH GLASS THAT 
NEVER DISAPPOINTS 


MADE IN LORRAINE, FRANCE, SINCE 1721 


CARRIED BY ALL LEADING JOBBERS 


ALBERT BERGER & CO. 


MANUFACTURERS AND IMPORTERS 
NEW YORK 
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[Answers are also solicited from our readers to the questions published on this page.] 
No attention paid to communications unless accompanied by full name and address of the writer. 


QuvueEsTIOon No. 3854.—Tools and Methods. 
—/ will be pleased to have the following 
information: 

No. 1—I have been making some special 
pinion cutters as described in “The Horo- 
logical Questionnaire.” At the present time 
I am making a cutter as shown in Fig, 1. 
How can I harden a single cutter of this 
type without the risk of distortion or warp- 
ing it out of true? I use 15 teeth in this 
cutter, 

No. 2—What kind of a grinding wheel 
is most suitable for grinding the faces of 
such cutters after they are hardened? 

No. 3—How can I make a diamond lap 
which will be suitable for lapping fly cutters 
and what grade of diamond powder is used 
on such laps? 

No. 4—How can I polish a perfectly 
square corner on train pivots with a pivot 
polisher? I always get the corners round- 
ed, when they should be sharp and square to 
give the best service. The pinions are usu- 
ally quite hard and it seems a very dif- 
ficult matter to under-cut them. There are 
various kinds of laps for polishing pivots, 
but I would like to know what particular 
lap and method is most suitable for polish- 
ing train pivots?—-F. A. 

ANSWER.—We will assume that you have 
made your cutter from Stub’s steel rod, 
which is excellent material for small cutters. 
Also that you have made the cutters five- 
eighths of an inch in diameter. In this case, 
15 teeth gives us a very serviceable cutter. 
In regard to heating the cutters, a muffle 
furnace is the ideal equipment for small 
tools and especially for such cutters as we 
use, as the air blast (which is detrimental) 
is entirely eliminated in a muffle. However, 
a muffle furnace is not always available, con- 
sequently we must consider other means. 
We may hold the cutter between two par- 
allel plates of copper, using a small pin or 
screw, run through the two plates and 
through the hole in the cutter. Then we 
handle the piece by placing a heavy iron 
wire through the edge of one of the copper 
plates. Another method, which we find the 
most convenient and which we always use 
for small hardening jobs, is simply to wrap 
the cutter loosely all over with fine iron 
binding wire. This prevents, to a great ex- 
tent, actual contact with the flame, which 
we wish to avoid as much as possible. 

Assuming that our cutter is prepared in 
this manner, then we shall require a small 
vessel filled with cottonseed oil. Wesson 
cooking oil, which may be obtained from 
any grocer, is very good for this purpose. 
A good Bunsen burner, giving a full, blue 
flame is quite suitable for applying the heat. 
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Now, we heat the cutter to a fully cherry 
red and we must observe carefully that it is 
heated uniformly throughout, then plunge 
it edgewise in the oil. In conclusion, we 
will say that you must not expect to elim- 
inate distortion altogether in following this 
method, but it is the most convenient method 
for the watchmaker’s use and we have ob- 
tained excellent results with it. A_ slight 
amount of lapping on a flat, cast iron lap 
with flour emery and water will usually 
make such cutters flat and true. 

No. 2—For grinding the cutting faces of 
such cutters after hardening, we use an 
Alundum wheel one and one-half inches in 
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diameter by one-eighth of an inch in thick- 
ness, with one-quarter inch hole. The par- 
ticular wheel we use is Grain 150, Grade 4, 
Elastic. We run this wheel in a special 
arbor, so it is presented to the work the 
same as for wheel or pinion cutting, using 
the index for spacing. The face of the 
grinding wheel may be formed to the re- 
quired shape with a diamond tool held in 
the slide rest, 

No. 3—In regard to making a diamond 
lap for lapping fly cutters, we use copper 
for the lap, which may be turned true and 
to the required dimensions. The lap may 
be stoned quite smooth with a Scotch stone. 
We use No, 2 diamond powder on such 
laps and the diamond powder is charged into 
the surface of the lap by placing a small 
amount of the powder and some oil on the 
lap and then rolling it into the copper lap 
with a hardened steel roller. This roller 
is simply a steel wheel about three-quarters 
of an inch in diameter by one-quarter of an 
inch in thickness, mounted in a steel rod 
with a hardned pin for the roller to turn 
on. Five to ten minutes’ rolling will charge 
the lap, then it is cleaned with benzine and 
fresh oil applied. Always use plenty of oil 
with diamond laps on any kind of metal 
grinding. Also use light pressure, other- 
wise the diamond grains will be torn from 
the lap. 

No. 4—In order to polish train pivots so 
that the corner is sharp and square, it is 
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necessary to undercut slightly more than is 
required in the finished pivot. Then, when 
we use a suitable lap for the polishing, the 
corner will appear square and clean cut, as 
the lap will grind out most of the graver 
marks, leaving the angle sharp. In making 
new pinions, where the turning of the pivot 
is usually done on the soft stock, it is a very 
simple matter to undercut properly with a 
sharp graver, but in repair jobs and espe- 
cially in certain pinions, where the stock is 
rather hard, it is often a difficult matter to 
undercut with a fine pointed graver, no 
matter how hard the graver may be. In 
such cases, a small diamond tool is quite 
efficient. This tool is simply a small piece 
or splinter of diamond, set in the end of a 
square rod of about the same proportions 
as one of our regular gravers. The dia- 
mond point may be ground and shaped just 
the same as a regular graver we use for 
undercutting soft stock. Such a tool may 
be made up by any of the makers of dia- 
mond tools. It will be found very desirable 
for such work as undercutting very hard 
pinions, also for removing very hard balance 
staffs. The point of such a diamond graver 
should be an angle of about 55° to 60°, and 
with a clearance angle of about 10° in order 
to have the tool as substantial as possible. 
Also, we must handle such a tool carefully 
and not apply any more pressure than ab- 
solutely necessary to perform the work. 
The diamond is the hardest substance 
known, but it is also brittle and will break 
under heavy pressure. Assuming that a 
train pivot has been undercut with such a 
diamond tool, and that the undercutting is 
slightly more than will appear in the finished 
job, then we may proceed to polish it with 
a suitable lap. The proper lap to use in 
this case will be a bell metal lap as shown 
in Fig. 2. The diameter may be about one- 
half inch. The face and side of the lap 
are recessed as shown. After turning the 
lap as smooth as possible, it may be cross- 
filed with a No, 6 double cut file, which 
should be used for this purpose and no 
other. The cross-filing is done in order to 
break the turning lines and enable the lap 
to hold the polishing powder to the best 
advantage. 

The pivot may be given a very fine, 
smooth surface if we use crocus powder and 
oil on our lap; soft rouge will produce a 
still finer surface, but it requires more time 
to obtain the desired results. In polishing 
pivots with the pivot polisher, it is essential 
that the work be run at a low speed and 
lap at a high speed, also the work and the 
lap must revolve in opposite directions. A 
slight movement of the lap lengthwise along 
the pivot is essential as this breaks the fine 
line left by the lap and produces a very 
high polish, 








3oston Child—Mother, baby has fell out 
of the window. 

,oston Mother—Fallen you mean, dear. 
Quick, run for the doctor—Carolina Tar 
Baby. 

* * * 

Casey: “Did that lawyer prove yez not 
guilty of stealin’ that watch?” 

Murphy: ‘He did that.” 

Casey: “How did yez pay him?” 

Murphy: “I gave him the watch.”— 
American Legion Weekly. 
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Some Useful White Metals 





Written expressly for Tue JewELers’ CircUuLAR 


by “Electrographer.” 


FrROM the number of white alloys that 
have been compounded from time to 
time, one might think that the world’s 
greatest desire could only be satisfied by 
the production of a metal of perfect white- 
ness. The allurement of gold has been 
great in its time, but only the possession 
of the real thing seems to satisfy the world’s 
longing for yellow metal, unless it be that 
the imitations having all failed to be even 
passable, men have despaired of ever com- 
peting with the genuine stuff and have 
turned their hands to the production of 
white alloys in the hope of getting some- 
thing that is novel. 

Whatever the motive, it is certain that 
the world is all the richer for some of the 
alloys that have been concocted under the 
heading of white metals. Of course, the 
white pure metals that have been discov- 
ered are more numerous than the yellow 
ones and that has enabled man to produce 
not only more white alloys but many of real 
utility and much merit. For such alloys 
the jeweler has many uses, and one of the 
most wide and general is for the production 
of table plate. Even if people cannot af- 
ford silver, they like their plate to look as 
white and clean, as silver is the metal that 
suggests cleanliness and purity. It is proba- 
ble aluminium is really a cleaner metal nat- 
urally, but it does not suggest it when the 
help has run it through a strong soda water. 

One of the best white alloys for table 
plate is made of copper, 50 per cent.; nickel, 
23 per cent.; zinc, 25 per cent., and iron, 2 
per cent. This is a good white alloy and 
takes a deposit of silver well and easily. 
As the silver wears off, the under metal 
shows scarcely at all for some time and 
never looks bad, while the wearing capaci- 
ties are excellent. This alloy stamps out 
well under the press and casts with as much 
satisfaction, but for exclusively applying to 
the latter purpose, the iron may be omitted 
and its place taken by lead, which makes 
for fluidity and easy working. Both mix- 
tures are largely used and the table plate 
made from them gives every satisfaction, 
being neither brittle nor soft, but having a 
resonance which testifies to quality when 
lightly knocked. 

When the mixture containing iron is used, 
persons who have the handling of such plate 
should be careful as to what acids or pickles 
they put it in. These soon affect the iron 
in the composition, sometimes with disas- 
trous results. Did space allow, the writer 
could tell of an incident that had almost 
tragic results for a friend of his—a dentist 
of some repute—through treating a similar 
alloy in the same way as silver. The alloy 
referred to is very largely used for den- 
tistry and is of similar composition to the 
mixture given. 

If more than two per cent. of lead is used 
in any mixture of a like nature, acids also 
produce a bad effect on the surface, causing 
it to be blotchy, or at least finely spotted. 
In any case, the lead should be added last 
to the mixture and thoroughly well stirred 
and incorporated. Generally, as little. as 
two per cent. can be added to the molten 
metal just before pouring, and if in a cruci- 
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ble, after this has been withdrawn from the 
furnace. It is a most unwise thing to put 
in the lead much before the time for pour- 
ing, and then the other metals should be 
quite liquid and thoroughly mixed. 

A higher grade white alloy in request for 
best quality goods is one containing a little 
silver. This is composed of copper, 45 per 
cent.; nickel, 20 per cent.; zinc, 20 per cent.; 
cobalt, 12, and silver, 3 per cent. This 
makes a very white silver-like metal, with 
a good ring when struck, and it has the 
quality of keeping its color better than sil- 
ver. Many goods are made from this that 
are never electro silvered; in fact, it seems 
to be better without this, for it is nearly as 
white and does not tarnish so quickly. It 
takes a high polish or will burnish a deep 
black lustre which it keeps well. It is not 
hard to work, but is close and dense and 
does not “drag” in the lathe. It casts or 
stamps well in the press, and takes a pat- 
tern from dies that shows. up strong and 
clear. 

Coming to softer white alloys, which are 
much in request for fancy goods, one of 
the best is compounded of tin, 75 per cent. ; 
antimony, 18 per cent.; lead, 5 per cent., and 
copper, 2 per cent. This is extremely fluid 
for casting small fancy goods, as ash trays, 
inkstands, etc., and brings up any pattern 
clear and sharp. The metal is very white 
and polishes well. It will keep its bright- 
ness indefinitely if free from a moisture or 
acid-laden atmosphere. In this case, again, 
the last ingredient to be put in the melting 
pot is the lead, the copper and tin being 
followed by the antimony. This latter also 
requires care, for if it once “burns” its 
chief virtue is lost. 


In compounding any alloys in which 
metals with a low melting point form part, 
too much care cannot be bestowed on the 
order of placing in the crucible and their 
condition when in it. Especially is. it neces- 
sary to be cautious when trying a new 
recipe, for many an unfavorable opinion has 
been formed of metal when first made from 
what may have proved a valuable formula, 
simply because some of the constituents 
have been ruined in the furnace. “Nothing 
without labor,” says the motto, and only 
precious little without care and precision in 
the making of alloys, might also be added. 

Here is a good class of pewter that may 
he of use to some readers. It is softer than 
the metal made from the recipe above and 
is useful for press work. It is composed 
of tin, 77 per cent.; lead, 14 per cent.; cop- 
per, 7 per cent., and zinc, 2 per cent. This 
metal is very malleable, but has sufficient 
hody in it to stand good wear. It is soft. 
vet strong, and can be polished as it is, or 
takes electro silver better than most pewter 
alloys and looks well under it. There is 
not much love lost between the electro- 
plater and pewter, as a rule, but this is one 
he will not mind so fearsomely as he does 
most others. 

Britannia metal is but another name for 
pewter, however high sounding it may seem. 
In the range of this generic term are some 
mixtures of metal the electroplater has no 
good words for. With the coming of so 
many other alloys of better merits, its days 
ought to be numbered. With the demand 
for cheap tea service sets at home and in 
the foreign market, however, this and simi- 


CIRCULAR 


147 


lar metal still finds favor, although perhaps 
a declining one. For those who want a 
good recipe, the following is about the best, 
but there are others, and of these nothing is 
going to be said here if the writer knows it. 

It is usual to make a “hardening” com- 
position first to incorporate into the recipe 
proper. This is made of copper, 66 per 
cent., to 34 per cent. of tin, but the propor- 
tions are varied by different makers. This 
is about right and is used in the Britannia 
metal alloy in the small proportions of from 
4 to 6 per cent. In the alloy under con- 
sideration it forms 5 per cent., while the 
remainder is made up of tin, 88 per cent., 
and antimony, 7 per cent. Some people use 
this recipe with 4 per cent. of pure copper 
and that much less of tin, but the harden- 
ing mixture is faithfully retained. It is 
said to be less brittle and to electro plate 
better. 

No contribution to the subject of white 
metals would be complete without a refer- 
ence to some of the newer alloys of alumin- 
ium. During the war much research and 
experimental work was done with this 
metal. Many of the alloys made proved to 
be of little worth for the purposes they 
were compounded for, most success being 
attained with the Cu-Al series of alloys, 
which, being aluminium bronzes, were not 
white and so do not come within scope of 
this article. It is in the series of Al-Zn 
alloys that some progress was made in the 
direction of white metals, although to the 
jeweler these have but little value. 

For most fancy goods, especially stamped 
ones, a fairly pure aluminium is as good as 
anything. A percentage of zinc, from 2 to 
4, gives a good alloy for almost any pur- 
pose required in jewelry or fancy goods. 
Up to 8 per cent. of zinc gives hardness 
without brittleness, and this is a general 
alloy for most goods. For cast goods this 
figure cannot be much improved on, but for 
mixed purposes 4 to 6 per cent. zinc ts 
about right. Then the resulting goods fin- 
ish well, whether frosted or polished. A 
higher percentage of zinc and 1 or 1%4 per 
cent. of lead has been found to give very 
indifferent results in finishing. Lead seems 
better away from aluminium for goods re- 
quiring fine finishes. 

For hard wearing purposes an addition 
of 5 per cent. of magnesium makes all the 
difference. The tensile strength is then 13 
tons to the square inch, against 7 tons for 
pure aluminium. Such a metal has not 
every-day uses for the jeweler, so, as pre- 
viously stated, the low zinc percentage will 
give a more useful alloy for the fancy goods 
trades. There are times, however, when 
the harder alloys may be necessary, and then 
it is well to remember that it is excellent 
for taking a deep lustrous polish, which is 
maintained without any deterioration for a 
very long time, or for burnishing. 

Some of the newer white metals becoming 
cheaper will have a great influence on the 
white alloys of the near future, for of the 
making of these there seems no end, nor 
need there be if good results ensue. 








The business of Gould & Gould, jewelers, 
Watertown, N. Y., was incorporated at Al- 
bany, N. Y., last week with a capital stock 
of $20,000. The incorporators are R. D. 
and M. A. Gould and L. C. Wallace. 
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[Patents Granted by the United States. 
The United States Patents That Have Ex- 
pired and the Registered Trade-Marks.] 





UNITED STATES PATENTS 





Issue of April 11, 1922 


1,412,433. EMBLEM. Epwarp L. Weep, Provi- 
dence, R. I., assignor to Potter & Buffinton 
Co., Providence, R. I. Filed Feb. 3, 1921. 
Serial 442,082. 2 Claims. 

A badge comprising a base plate formed in a 
shape to produce the desired significance and hav- 
ing a plurality of side edges, a wing hinged to 
each of said side edges adapted to change the 
significance of the body portion of the badge 
when extended, each of said wings being adapted 
to carry a symbol on its inner face and being 





of a length less than one-half the width of the 
supporting base-plate whereby said wings are 
adapted to be folded inwardly to lie upon and sub- 
stantially parallel with the face of the base-plate 
to reduce its size and restore the original signifi- 
cance of said body portion, the folding of said 
wings also serving to conceal the symbols on their 
inner faces and also to cover the corresponding 
face of the body. 


1,412,658. TIMEPOINT-INDICATOR WATCH. 
Peart N. Jones, Pittsburgh, Pa., and JAMES 
Apert Emery, New York. Filed Oct. 18, 
1921. Serial 508,561. 1 Claim. 

A time point indicator comprising a body having 
an opening in the center thereof and a chamber 
merging into said opening, an annular cushioning 
member surrounding said opening, a watch posi- 
tioned in said chamber and against said annular 
cushicning member, a backing plate for holding 
said watch in said chamber, an annular cushion 

















member carried by said backing plate positioned 
ta engage said watch, a spring for resiliently hold- 
ing said backing plate in position, a swinging 
latch for holding said spring in an operative posi- 
tion and a dial member carried on the face of 
the body formed with indications thereon desig- 
nating points along a given route, said designa- 
tions being arranged so that the hands of the 
watch must pass them as they rotate. 
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1,412,731. STRUNG BEADS. Marcet Wormser, 
Summit, N. J. Filed Sept. 16, 1920. Sertal 
410,761. 3 Claims. 


As a new article of manufacture, a flexible core, 
beads strung thereon, loops on the ends of the 
core, and sheaths encasing said loops, the material 





of the loops terminating within said sheaths be- 

yond and independently of the end beads and 

clamped tightly thereby. 

1,412,765. LOCKET. Warren E. WILtIs, North 
Attleboro, Mass., assignor to E, I, Franklin 
& Co., North Attleboro, Mass. Filed July 20, 
1921. Serial 486,060. 2 Claims. 

The locket above described, made up of a front 
and a back member; a rim, formed as a split 
ring, surrounding and engaging the edges of the 
front and back members; a pair of studs, spaced 





apart and each fast on the split ring on oppcsite 
sides of the split; a spring link engaging both 
studs and drawing the rim and holding the rirm 
and front and back members in fixed relationship. 


1,412,810. RING AND SETTING. Rusin Rosen- 
THAL, New York, Filed Sept. 28, 1921. Serial 
503,778. 3 Claims. 

A ring and setting comprising a ring body and 
head formed with inner and outer cavities with a 
web there-between, said web having a central aper- 
ture and a plurality of side apertures, an orna- 
mental plate having a stud extending through said 





central aperture, an ornament pressing on said 
plate having studs extending through side aper- 
tures, and means engaging all of said studs for 


locking the same against removal. 


1,412,813. LINGERIE CLASP. Frank W. Aves, 
Chicago. Filed Jan. 2, 1920. Serial 348,963. 

6 Claims. 
A lingerie clasp, comprising a pair of opposing 
jaws, and a flexible tongue formed from a single 
strip of resilient metal, provided with a curved 





one of 


with 
the end of which tongue is movable to 


bend therein connecting the tongue 
said jaws, 


contact with said jaw. 
Issue of April 18, 1922 
1,413,247. PENDANT. Grace M. Witson, De- 
troit, Mich. Filed Dec. 10, 1920. Serial 
429,625. 3 Claims. 


As a means for securing a pendant to a flexible 
member having a retaining means, a pendant hav- 


4 
4 2 
: ——— ; 


ing a removable cap providing a recess adapted 
to receive the end of a flexible member with its 
retaining means, the cap having an opening com- 
municating with the recess and substantially in 
line with the axis of the body of the pendant, the 
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cross section of the opening being permanently of 
less area than the area of the retaining means. 


1,412,930. FOUNTAIN PEN. Josern B. FRriep- 
MAN, San Francisco, Cal. Filed Feb. 15, 1921. 
Serial 445,160%. 4 Claims. 


The combination with a fountain pen having a 
barrel portion, of a collapsible ink reservoir within 
said barrel; a transparent member connected to 





said reservoir and forming a part thereof to render 
visible the interior of said reservoir; and a tip 
formed upon the barrel portion adjacent the trans- 
parent member arranged to permit observation of 
the ink supply within the reservoir. 


1,413,075. SELF-WINDING TIME-SWITCH 
CLOCK. Joun C. Van Stryke, Washington, 
D. C. Filed March 7, 1921. Serial 450,471. 
23 Claims. 

A self-winding time-switch clock comprising a 
clock mechanism having a main spring and a time 
controlled mechanism, in combination with a lamp 
switch operating mechanism, an electric motor, and 
means actuated by the time controlled mechanism 
for intermittently operating the motor to simulta- 





neously operate the lamp switch and wind the clock 
spring at every operation of the switch. 


1,413,381. CIGARETTE CASE. Samuer BerGer, 
Newark, N. J., assignor, by mesne assignments, 
to Illinois Watch Case Co., Elgin, Ill. Filed 
Oct. 10, 1917. Serial 195,752. 2 Claims. 

A case for cigarettes or other articles, compris- 
ing a pair of lids and a holder located between 








them, all three provided with aligning hinge eyes, 
means for connecting said eyes, the holder being 
provided with a bracket extending to the hinge, and 
a spring whose ends bear on the respective lids to 
open the case, while the central portion of the 
spring is bent to embrace said bracket. 
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Thousands of Hoke 
torches, regulators, needle- 
valves, etc., are in use; 










many of them have been ini 

in constant use for years. —) 
Treat your outfit right; have Pie 

it overhauled and kept in per- y \ 


fect order. It is cheaper to 
use a grindstone than to cuss 






a dull ax. 


Use the 


ol; Repair Service 


and save money. Let our skilled mechanics go over 
that old outfit. Charges reasonable, time of overhaul- 
ing as short as is consistent with good workmanship. 





Patented July 19, 1921 
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What You Must Do 
To Succeed! 









A young man asked one of our big men in this 
country what he considered the secret of success. 
The big man said, “Know your work.” 

Bradley exists for the sole purpose of putting 
young men on their feet for life, of training them to 
know their work so well that they can hold their 
own anywhere, among the big men in the line. 

You would like to be able to hold down a first- 
class position in a first-class shop, drawing the salary 
of an expert watchmaker, jeweler and engraver, but 
can you deliver the goods? If not, let Bradiey help 
you. Don’t put it off another day. A course at 
Bradley will make you the big man in your line. 

“A good trade is better than a bank account, for 
you cannot lose it.” 

Bradley has the men—instructors who for years 
have devoted their entire time, thought and energies 
to teaching watchwork, jewelrywork and engraving. 

At Bradley nothing is lacking that is necessary to 
make you an expert workman. 

Get our latest catalogue. Address 
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36th Fleer 


Woolworth Building 
New York 














AS IT REACHED US 








Such as is here depict- 
edin genuine photo- 


graphic reproductions 
of a case repaired by our expert mechanics stands out 
as a beacon light in forceful blazonry in attestation of 
the high-grade work turned out by this house. For 
over 30 years we have specialized upon the complete 
restoration to original shape of seemingly worthless 
cases and have builded a reputation for superior work 
surpassed by no other watch case repair house in the 
country. Irregardless of how badly battered up a case 
may be, we restore it to its original shape speedily and 
accurately, and especially solicit work refused by other 
firms because of the difficulties incident to successful 


WATCH CASE REPAIRING 


Work by mail or express receives the same painstaking 
care as work brought in, and you can safely expect to 
receive the same courteous treatment which has for so 
long a time characterized our house. i 
right. We add only a fair and legitimate profit to the 
. actual cost of the job. We don’t believe in killing the : : : 
goose that laid the golden egg—we expect you to come back, and so treat you accordingly. Every piece of workis absolutely guaranteed to be right. Send 

' today—NOW —for free circular and price list, or, better still, favor us with atrial order. You'll be glad to know us. Send for prices on special work. 


> BECKER-HECKMAN CO, (isin) SCAG, 


Our prices are 






AS IT LEFT US 


OURS IS THE HOUSE THAT 
“DELIVERS THE GOODS” 
























































CIRCULAR 


Filed July 11, 


1922. 


May 3, THE JEWELERDS’ 


BAUM, Chicago. 1921. Serial 


DESIGNS 
60,791. PIN, BROOCH, BRACELET, FINGER 
RING, OR ARTICLE OF SIMILAR NA. 








SR ORSES 





“ 3 





bide 





483,975. Term of patent 3% 


60,852. BELT-BUCKLE FRAME. 
BAUM, Chicago. Filed July 11, 


years. 


SAMUEL Bucus- 
1921. Serial 





Los 
Serial 


Angeles, 
477,837. 


TURE. Samvuet KLEINMAN, 
Cal. Filed June 15, 1921. 
Term of patent 3% years. 


60,796. NOVELTY CLOCK. 





CHESTER MAJEWSKI, 


483,977. Term of patent 3% years. 


60,857. PIN. Henry W. Fisnet, New York. 
Filed April 30, 1921. Serial 465,851. Term 








of patent 314 years. 


PIN. 


Henry W. New York. 





66,858. FIsHEL, 








Chicago. Filed Dec. 29, 1921. Serial 525,783. 


Term of patent 14 years. 























6,797. RING OR SIMILAR ARTICLE JosHua vetlae : 
W. Mayer, New York. Filed Jan. 7, 1922. 5 eg 
Filed April 30, 1921. Serial 465,852. Term 
uf patent 314 years. 
60,859. PIN. Henry W. Fisner, New York. 
Filed April 30, 1921. Serial 465,853. Term 
Serial 107, Term of patent 7 years, 
66,849. BELT-BUCKLE FRAME. Samuer Bucus- 
BAUM, Chicago. Filed July 11, 1921. Serial 
of patent 3% years. 
) 60,860. PIN. Henry W. Fisner, New York. 
Filed April 30, 1921. Serial 465,854. Term 
483,971. Term of patent 3% years. 
60,850. BELT-BUCKLE FRAME. Samuet Bucus- 
BAUM, Chicago. Filed July 11, 1921. Serial 
483,972. Term of patent 3% years. of patent 3!% years, 
260,851. BELT-BUCKLE FRAME. Samvuer Bucus- 66,861. PIN. Henry W. Fisuer,- New York. 





























Filed April 30, 1921. Serial 465,855. Term 
of patent 3% years. 

60,862. PIN. Henry W. Fisuet, New York, 
Filed April 30, 1921. Serial 465,856. Term 

Fes) inherent) 20! 
of patent 3% years. 

66,863. PIN. Henry W. Fisuet, New York. 
Filed April 30, 1921. Serial 465,857. Term 
of patent 3% years. 

60,866. WATCHCASE. Constantine J. Kucu- 
TIK, Chicago. Filed Nov. 12, 1920. Serial 
423,740. Term of patent 7 years, 

60,881. WATCHCASE. Jacos D. Rosenserc, De- 
troit, Mich. Filed Nov. 18, 1921. Serial 
516,211. Term of patent 3% years. 

66,883. PENDULET. Joun Wiitiam Scuuzze, 


assignor to Alfred Vester 
Filed Sept. 23, 


Providence, R. I., 
Sons, Inc., Providence, R. I. 





19721. Term of 3% 


years. 


Serial 


502,840. 


patent 





THE JEWELERS’ CIRCULAR May 3, 1922. 





REFINERS and SMELTERS 
Precious Metals 


PLATINUM 


In all Degrees of Hardness Welded on Gold in all Ratios 
Works: General Office: 


NEWARK, N. J. 24 JOHN STREET 
BROOKLYN, N. Y. NEW YORK 

















Honesty Kilgallon & Company Ability 


Refiners and Assayers 
31 N. State St. Chicago, Il. 

















REFINERS OF 


Anything Containing Precious Metal 


BUYERS OF ; 
Accuracy | id Gold—Silver—Platinum | Seve 



































Files, Jewelers’ Tools and Supplies 


: AMERICAN-SWISS FILE & TOOL CO.’S 
for 50 years the Standard Lubricant AMERICAN GAS FURNACE CO.’S 


urnaces ng, Anneal Enamel- 
for Watches and Clocks a, ine, ion ening, pn Etc. Positins Preseure 


Buy of Your Jobber ania See ener Sob, Sie. 


E. P. REICHHELM & CO., Inc. 


24 JOHN ST. 33 NEW YORK 


PIONEER PLATING CO. || C,W.BUTTS, Inc. 53!" 


GOLD, SILVER AND NICKEL PLATERS Manufacturers of 


CENUINE PLATINUM PLATING 
prance ramen ‘ew yorx | | Crowns, Pendants and Bows 


Telephone Mesh Bags We make a specialty of white gold crowns and bows, and are 
Beekman 5772 Repaired and Refinished prepared to make very prompt deliveries of same for bracelet watches. 












































